BOOT and SHOE yn 25 \947 Vol. CXXXII, No. 2 


June 15, 1947 


TOLEDO PUBLIc | 


ecordery 


NATIONAL VOICE OF FTHE TRADE 


Matt tak, “ ee 
— en yee 
7 ts 


4 din 
Bm opm Ny, 


Ti 
Y ; 


1 ———/ 


\ —t| 
cg ~~ 
’ - 


Sy Uj} WY at 


4 


Super-grade 

DAREX Insole 

is especially created 
for the market 

that wants 

better quality today 
than it ever 

knew before. 














Army Russet Elk Tanned 
Blucher Oxford 
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THE GILBERT SHOE CO. 


THIENSVILLE, WISCONSIN 
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Today’s feature attraction: 


4 great national magazines are 
carrying the H-R story to millions of 


men. Watch for these ads in the Post - 
COLLIERS - LIBERTY - ESQUIRE. 


— distinctive new newspaper 


oom" advertising service 


aon - ==.2' new window display programs 


/ == and other sales selling helps 
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Holland-Racine Dealers 
place a high value on their inde- SUPPORTING THE SALES EFFORTS OF 
pendence and so do we. Seeing eye §=6§ s FE INDEPENDENT SHOE MERCHANT 
to eye on the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 
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PRODUCTS OF yay J aes — =, Savane Seanens ONLY... 

Three comprehensiv = Bn < _ he ads say: — nly 
Independent dealers who ~~ be te & shitting. double nce 
ustomer satisfaction. 


HOLLAND-RACINE SHOES, wwe. “ott? 
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MEANS MORE BUSINESS THAT 


IS THE BEST KIND OF BUSINESS-- 
staple, steady and profitable. 


What's your estimate of the “women in white” in your 
own trading community? Registered and practical nurses; 
doctors’ and dentists’ assistants; manicurists and beauticians; 


women in bakeries, restaurants, food and candy factories, etc.? 


What's your ratio of staple-styled, white shoe sales to 


your own estimate? 


Thousands of shoe stores and departments can greatly improve their business by building 


up’ stocks of white kid shoes so that women in white can get fitted properly and regularly 


. .. and not have to hang-on to old white shoes until they are lucky enough to find their 


desired replacements. 





GG. LEVOR & CO., INC. 


Tanners Since 1876 GLOVERSVILLE, N. Y. 
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For a short-cut to wisely balanced stocks in your vital children’s and misses’ departments, 
look into this established applauded brand. In Pollyanna you have a single resource from tots 
“to teens...shoes with proved foot-health features ‘and finer fit...made with dependable 


Pennsylvania craftsmanship. That’s why Pollyanna is the spotlighted name in leading stores. 


A.$. KREIBER SHOE CO 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA. 
Marbridge Bidg., 47 W. 34 St. 
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TELLING TH 


Ry 


@ Walk-Over believes in spreading the news 






about their shoes where it will do the 
most good. Distinctive and consistent 
advertising in pacemaker publica- 
tions like Esquire, Life and 
Collier’s, influences the 

men who count... the 
quality and style- 

conscious people who 

set the pace in each 


community. 


WALK va SHOES 


New York Sales Rooms, Geo. E. Keith Company, 
Marbridge Building—822 and 906 Brockton 63, Mass. 
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“I swapped stories 
and sold the old salt!” 


“There we were, lad, our rigging lost in the storm. 
” spun Captain Richards, re- 


rations nearly gone. . . 
tired master of the schooner, Mary Jane. 

“Must have been exciting, Captain,” I agreed. “Now 
this pair...” 

“Look, lad,” exclaimed the Captain impatiently, point- 
ing his pipe at me, “if you think after forty years on 
wood decks it’s easy for me to tramp concrete side- 
walks . . . o 

I cut in quickly. “You'll be as comfortable in these 
shoes as you ever were on the quarter-deck, They're made 
with a springy midsole of Armstrong’s Cushion Cork.” 

“Cork, eh? Mighty fine substance.” He cleared his 
throat. “So I challenged the men, ‘I'll have you in port 
by Friday, I said. ‘Is there a man here that can’t 
stick it?’” 

I laced and tied the oxfords quickly. “Try these, Cap- 
tain.” I said, 

He rose automatically and started pacing back and 
forth, Furious clouds of smoke spurted from his pipe. 
“I looked the men square in the eyes. Then I said. very 
quietly, ‘ll give my own ration to any man that can’t 
hold out .. . °” He stopped suddenly. “What did you 
say was in this pair, lad?” 

“Cushion Cork,” I answered fast. “It actually puts a 
cushion under your feet.” 

“Hmph,” grunted Captain Richards, “Almost as good 
as being back on the Mary Jane. Mighty comfortable 
shoes, young man.” 





BOX TOE MATERIALS + FLEXICORK .-+ FILLERS 


CUSHION CORK, FLEXICORK ARE REGISTERED TRADE-MARKS. 


6 


ae le , 7 COMFORT TO EVERY 


ARMSTRONG’S SHOE PRODUCTS 









“And easy to break in, too, because Cushion Cork 
adds extra flexibility.” : 

The Captain fanned away the smoke with his cap. 
“Well, sir, guess this does it. I'll just shove off in these. 
Surprise the wife.” 

“Fine,” I said, starting to wrap his old shoes. “You 
didn’t finish your story, Captain. Did you get your ship 
back to port?” 

Captain Richards chuckled. “Why, lad.” he said, “of 
course I did. It's a poor skipper who'd lose his ship 
in a yarn.” 


= * * a 
you"u SELL LANDLUBBERS, Too, if vou keep telling all your cus- 
tomers about the Cushion Cork story of extra comfort. Be sure to 
specify Cushion Cork in your next shoe order. It’s available ge 
in men’s, women’s, and children’s shoes. Armstrong Cork ® 
Co.. Shoe Products Dept.. 9606 Arch St.. Lancaster. Pa. 





» CUSHION CORK + CORK COMPOSITION 
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that's her first pair of 
Dr. HISS Shoes .. and that means 







a new steady customer for us. 





















GELLING “FOOT HEALTH and COM- 
FORT” makes shoppers “come-back” 


customers. 


When your customers discover the 
undreamed-of comfort: with unex- 
pected style in Dr. Hiss Shoes they 


are yours for keeps. 


You are on precarious footing when 
you sell “just shoes”. Buyers of such 
are rovers; their purchases are where 
whims and fancies are at play. 
Introduce a new pleasure to 
them — Dr. Hiss Shoes. They'll 


return. 


Backed by 
AMERICA’S GREATEST 
FOOT CLINIC 





ly 


Dr. Hiss Shoes, Ine. 





Manvfactured by: The Irving Drew Shoe Corp. 
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LANCASTER, GHIOQ - 746 Marbridge Bldg. NEW, YORK 















No. 1870 
BUCK-O-LURE : 








SUSANNE 






No. 1878 
NYMPH 


owe 


re cash 


WANE 


@ These four styles will be featured in 
KICKERINO advertisements appearing 
in such national magazines as SEVEN- 
TEEN, MADEMOISELLE, JUNIOR BAZAAR, 
TODAY'S WOMAN and MODERN 
SCREEN. Cash in on KICKERINO'S in- 
tensive advertising and merchandising 
program by having these styles in your 
stock. Our representative will call at ” 
your convenience. Let us know when. 


a EN 
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Dag CURMS of Bourse 


Always in smart company—tops in styling, superb in quality— 


and the last word in comfort. Get America’s finest shoe values 


a 


a r Z7>S at your CurTIs dealer. (Above is a Curtis Burly-Flex, Style No. 879.) 


CURTIS 


ST Shoe fot Wen 


Copyright 1947, Curtis Shoe Compar,’, Inc. 
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You're always safe when you mention the solid comfort and 


extra wear of Rajah Soles. A sales talk on these 
finer soles is never outside the baseline . . . it’s a solid 
smash over the right field fence that brings ‘em 
in again and again. No need to throw any curves, 
just give your customers a straight pitch, and once they 


connect with Rajah Soles, watch your sales score mount! 


AS ADVERTISED 


IN fAq uUvVTL 





Kyan SOLES 


ne les f r Fine Shoes 
Founded 1837 


ALFRED WHALE Eevee ee C@enaranwsvy, Beata QuInNncyY 71, MASS ce 

















Money does 





When you sell shoes and Miller Trees to keep footwear smart 
and shipshape, there’s a DOUBLE PROFIT in /ess than double the sell- 
MILLER ADJUSTABLE PACK FLAT TREE ing time. Why ? Because the customer need be fitted only once—for the shoes. 
The trees adjust quickly, easily for both length and width, one tree size 

fits several shoe sizes and widths. The forepart of a Miller is modeled like 

a shoe last... bottom is cut out to allow for metatarsal. Result: a 

superior fitting tree. Write for complete information about this highly 


serviceable product that every shoe can use. 


0. A. Miller Treeing Machine Co., Plymouth, New Hampshire 
Branch of United Shoe Machinery Corporation 
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TANNING COMPANY, 


COLONIAL 
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INC., 


g 
White or colors, Colonial Elk 


makes shoes that fit into 

the fashion picture. Colonial Elk 
fits into the manufacturing picture, too. 
Of even thickness, it’s well worked 
out for real economy in cutting. 

And it sells shoes. Write today for 


color samples. 


BOSTON 11, MASS. 


Boot and Shoe Recorder 






















the freshest, 
smartest line 
of novelties 
you ever 


set eyes on! 


$3.00 net 








MZZE, 
Ved To 


* Write for Vicki Debs Circuh 2020 Sherwood Avenue, Baltimore 18, Md. 
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FOR THE 
BIGGEST 
SEASON 
IN OUR 
HISTORY! 


Everything's on the up and up! 
From production to national magazine and newspaper 
advertising to consumer acceptance, AIR-O-MAGICS 


are forging right ahead — assuming the position of 





unquestioned leadership to which their styling, 


quality, and value entitles them. 








Yes .. . everything's on the ‘. 





up and up and UP. Come along! 


MODERATELY PRICED 


wiTH U.s 
RUSBER HEELS 


Style No. 3033 


- 
-e* 
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THOMAS TAYLOR & SONS informe 


HUDSON - INCORPORATED MASS. 


i 
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From coast to coast sales prove the vatue 


NATIONAL ADVERTISING 





With men more brand-conscious . . . 
‘more quality-conscious ... than ever, 
Douglas will continue its policy of 
consistent, hard-hitting, full-color 
advertising in Collier’s, Esquire, 
American Legion, Foreign Service, 


Spest and Boys’ Life. 


VOLUME AT A PROFIT 





With Douglas styling smarter than 
ever and Douglas quality at a new 
high, stores’ featuring these fine 
shoes have an unusual opportunity 
to increase sales. And there’s a 
highly profitable mark-up on every 
pair of W. L. Douglas Shoes! 





4 


A FEW W. i. DOUGLAS EXCLUSIVE FRANCHISES 
NOW BEING OFFERED IN CERTAIN TERRITORIES 


A Few Selected Dealers Are Offered the PRESTIGE .. . the SALES 
VOLUME ...the MARK-UP Behind This World-Famous Trademark. 


as Shoes 


W. L. DOUGLA SHOE CO. BROCKTON IS,MASS. 


New York Offices, 508-510 Marbridge Bldg, New York 1, N. Y. 
West Coast Offices, 401-402 Haas Bidg., Los Angeles 14, Calif. 


They bad te be good to be leaders since 1876 
W. L. Douglas Shoe Co. 
161 Spork St., Brockton 15, Mass. Nome 
| am interested in the exciusive Dougles Franchise for my aden 
Community. Please hove your sclesmon coll at once with — 
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Martha Dean 
Dress Shop 
Beverly Hills 


California 






For Homey Atmosphere 
and Good Decoration... 


In RETAIL SHOPS 


If your establishment has well-traveled. highly visible floor spaces—you 
need carpets that are both durable and beautiful. Mohawk Carpets are made 
for heavy-trafic locations: they give you these two important advantages : 


Extra Carpet WEAR—“Balance-constructed,” 
they make re-carpeting jobs few and far between! 
Here’s the Mohawk “Five Point” Star of bal- 
anced construction : 


1* Wool Blend Extra Carpet BEAUT Y— Mohawk color 
2k Pitch and patterns blend with your fixtures and 
3x%*x* Rows per Inch - 


furnishings—for Mohawk has had years 








4xkxkxx Yarn Size 


Skkitk Pile Height of experience in applying the right carpet 


for each need! 


MOHAWK CARPET MILLS, INC., 295 FIFTH AVENUE, NEW YORK 
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WHY MORE MEN CHOOSE JARMANS 


season after season... 





Some dealers tell us it’s Jarmans’ leading styles that bring more men in for This full color 
photo will appear 

Jarmans, season after season. Others credit Jarman’s full color page ads that in Jarman's full 
page ads in Fall 

appear consistently in Life, Post and Esquire. Still others say it’s Jarman’s editions of Life 
and Esquire. 


merchandising program—from traffic-building window panels to sales-clinch- 
ing interior promotions—that fills their store with Jarman fans. While with 
others it’s the quality and fit of Jarmans, themselves, that creates an ever- 
mounting demand for their brand. But whatever the reasons, the fact remains 
that more men choose Jarmans every season—all for the profit of 

Jarman dealers everywhere. 

Jarman Shoe Company 


Division of General Shoe Corporation 
Nashville, Tennessee 
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Wo Ne ~ % aA 
IN THE DEMAND FoR GERBERICHS’ 


Spring - Summer - Fall - Winter - School Time - Holiday Time 
- Vacation Time — The demand for GERBERICHS’, America’s 
Most Popular Line Of Boys’ Shoes and GERBERICHS’ Official 
Boy Scout Shoes continues to rise in steady, profitable 
volume. The reason is indeed a simple one. Each week a 
new crop of American boys become of GERBERICH-PAYNE 
age. Their parents, who in recent years have had the 
economy of quality demonstrated to them, turn instantly 
to Gerberich Dealers and the fine, attractively styled, 
longer-wearing shoes they sell. 
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5 ia : Offices: New York, Marbridge Building, Room 405. 
<A Sar as Los Angeles, 219 West 7th Street, Haas Building 
Room 919 - Phila., Lafayette Buliding, Room 1025 


GERBERICH- PAYNE SHOE CO. mountsoyY PENNSYLVANIA 
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Good shoe styling benefits from the struc- 
tural support of a well-firted shank. You can 
depend on Vita-Tempered Shanks and 
United's expert fitting service to assure you 
of the right shank, the right fit and a 
continuing supply of strong, 
uniform shanks. 

EMPEREI 


Are tough, hord, uniform @ Fit like master models 


®@ Clean, ready to use @ Preserve balanced treed 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Select the Cement 


That meets the need 


Results satisfy — when you use a cement that is specifically 
made for the specific work to be done. Take Lip Cementing 
for example. Here Be Be Tex 705 dries quickly yet holds its 
tack, provides superior strength when set and works well on 
firm, close grain and heavy weight insoles. 

Although each of the many United cements is made for a 
particular operation, some are very satisfactory for more than 
one need. Your United representative can assist you in making 
efficient selections and will provide you with demonstration 


samples of any adhesive. 


Cements for General Shoemaking Operations 


BeBe Bond... BeBe Tex 


SOLVENT TYPES LATEX TYPES 


Products of BB Chemical Co., Cambridge, Mass. 


You will find the 
cement that fits the 
task in “UAC Ad- 
hesives”, a handy 
reference booklet 
describing over 
ninety shoe factory 
UNITED SHOE MACHINERY CORPORATION adhesives. 
Boston, Massachusetts 
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Cash in on the new STANDARD shoe lace 
counter display package. It will increase your 
shoe lace sales and bring you EXTRA PROFITS. 
For it is so colorful, it is sure to catch the eyes 
of your customers and remind them to buy shoe 
laces. And your stock of STANDARD laces will 
always stay clean and fresh looking, protected 
by cellophane. 


STANDARD shoe laces, in all the regular 
colors and lengths, are available NOW in the 
new eye-catching display package. Six dozen 
pair to a package 

So cash in now. Get your order in to your 
jobber for STANDARD shoe laces, packed in 
the new, colorful display package that's cello- 


phane protected. 


PAWTUCKET STANDARD BRAID, INC. 


PAWTUCKET, RHODE 
Six Conveniently Located Branch Offices 


Milwoukee 


ISLAND 


Philadelphia 


Chicago yy, 
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UNITED SHOE MACHINERY CORPORATION, Boston, Mass. 
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WATCH PLYMOUTH...WATCH PLYMOUTH...WATCH PLYMOUTH 


BECOME AMERICA’S FASTEST-SELLING MEN’S SHOES. HUGE 


f ™ - 
\CO Tm 
NATIONAL ADVERTISING PROGRAM BREAKS AUGUST WITH 


COLOR PAGES IN ESQUIRE, PIC AND LEADING COLLEGE 


~ 
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Jn Footwear’s Newest Creations . . . 















More than beauty alone is planned here. 
Here’s functional designing, made possible 
with life-giving, shape-holding DARLEEN 
Elastic, empowering the shoe with the ability 
to walk, bend, straighten, dance with the foot 












—to fit snugly, immediately, lastingly! 









DARLINGTON FABRICS CORPORATION 350 FIFTH AVENUE, NEW YORK 1, N.Y. 
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FOR THE FINEST SHEARLING MONEY CAN BUY-ASK FOR LASKINLAMB! 
For outdoor footwear—fireside slippers, there is nothing to equal the lustre, 
depth and warmth of this first and finest of all dyed lamb. 


ILLUSTRATED: Boots with Laskintan lining, and cuffs of Laskinlamb. 
Laskinlamb slippers available in blue, red, green, burgundy, logwood and white. 
Be sure to ask for Original and Genuine Laskinlamb and Laskintan. 


J. LASKIN & SONS CORP., 130 WEST 30th ST.. NEW YORK 1, N. Y.- FACTORIES: MILWAUKEE, WISCONSIN 
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WOMEN’S AERO BOOT. 
Black and brown—Military heel. 
Sizes 4/9. 


OVER-SHOE BOOT, grow- - 
ing girls, misses, with instep 
strap. Childs—strap around the 
top. Girls — black, brown and 
red — growing girls, sizes 4/9. 
Misses’ sizes 13/3—child’s sizes 
7/12. 




















MISSES’ BLACK FUR 
TRIMMED VELVETEEN 
GAITERS. Half sizes * 4/9.Semi- 
low boulevard and spike heels. @ 


Dons let these bright warm days fool you! 
Come October, there’ll be rain, snow and cold 
weather aplenty in most parts of the country. 
That's why it’s not one day too early to ana- 
lyze your wet weather footwear volume 
potential, and to ORDER STYLES and SIZES for 
that very profitable part of your Fall and #@ 3% 


Winter business. — 
go, 


~ a 
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There is a place for E-J Wet Weather Footwear 
in every store in America. Remember there is 
no better rubber footwear at any price. 
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Show time is over. Sandler sales- 


men are now in their territories with 


the most exciting Fall line they 
have ever presented. This is 
the peak buying period for Fall 
and Back-to-College sport 
shoes. Make your commitments 
sufficiently early. Now, more 
than ever, the right shoes 

at the right time are essential. 
If a Sandler representative 
does not call on you regularly. 


write or wire our Boston office. 





yay 




















MISS RUTH AARONSON 
New York Office 
MR. WALTER J. CARTY 
Colorado, Utch, Wyoming, 
Nebraska, Kansas, lowa 
MR. JOHN A. COOK 
Maine, New Hampshire , 
Vermont 
MR. RICHARD EISNER 
(Ski Boot Solesmon ) 
MR. SAMUEL GROSSMAN 
New York - 
MR. JOHN NEFF HINDS 
Marylond, Deleware, Vir- 
ginia, Washington, D. C 
MR. ROBERT L. HUFFINE 
(Children’s Solesman ) 
Maryland, Washington, D. C., 
Pennsylvania, Ohio, Kentucky, 
Tennessee, Michigan, Minne- 
sote, indiano, Missouri, Wis- 
consin, lowa 


MR. WILLIAM B. HUMMEL 
indiana, Kentucky, Missouri, 
Minors 

MR. FRANK KAPLAN 
Pennsylvanic, New Jersey 

MR. CHESTER C. LAGESON 
British Columbia, Washington, 
Oregon, idaho, Montano 

MR. IRA MACK 
Minnesota, Wisconsin, Hlinois, 
Indiana, Michigan 

MR THEODORE S. MACKRELL 
Connecticut, New York, New 
Jersey 

MR. ROBERT MARTIN, JR. 
South Caroline, Georgia, Alo- 
boma, Mississippi, Florida 


MR. RAY OPPENHEIMER 
New Mexico, Texas, Oklo- 
MR. BERKELEY SANDLER 
California, Arizona, Nevada 
MR. WALTER SIMON 
New York 
MR. HERBERT SWARTZBART 
New York, Pennsylvania 
MISS CATHERINE TABOR 






ee . 


Maw York Sot Agile Boston 


CORNER ESSEX AND SOUTH STS. 





MARBRIDGE BUILDING HAAS BUILDING 
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SHOW THE FINEST MOCCASINS MADE. 
HAND-SEWN VAMPS, SNUG FITTERS FASHIONED 
ON PERFECTLY GRADED LASTS IN REGULAR - 

WIDTHS AND HALF SIZES. 






















HAADSONM 





These genuine moccasins represent utmost in 
values. Vamps hand-sewn by the best 
stitchers in the trade, built with fine qual- 

ity leather soles and best upper stock. 


A small trial order demonstrates their 
profit value to you. Display them 
and customers will pick SONGOS 
in preference to other moccasins 
you may have. Shipments in 

12 pr. lots only. 


Seng 
order, 29d mei ‘ 
oN y 2 


H. Ol DEn Office, 


3129 a GRIFEIp 








COMPLETE 
FREE MAT 
SERVICE 
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During the war years, when we were making “‘tough shoes 


INDEPENDENCE for tough soldiers”, we ran an advertisement in this publica- 


tion featuring the above illustration. You may remember it. 





D Certainly you cannot forget what it symbolizes—the dogged 
AY, determination of every American, both serviceman and 

civilian, to march on, through any and all obstacles, to vic- 
1947 tury. » » » Well, we’ve won the victory—but today, almost 


two years after V-] Day, we’re still struggling to win the 
peace. The war is already dimming in our memories, but it 
is important that we keep alive that spirit of great-hearted, 
ali-out cooperation. This year; let Independence Day, with 
its tradition of the kindred “spirit of ’76’, serve as a re- 
minder that we can win a successful peace—if we work 
for it in the same spirit of sacrifice 
and mutual confidence which brought fet 
PRESIDENT, 


us military victory. . THE YANKEE SHOEMAKERS 


. LITTLE YANKEES 


“GREAT SHOES FOR LITTLE AMERICANS” 





THE YANKEE SHOEMAKERS +» NEWMARKET, NEW HAMPSHIRE 
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We live to play and play to live . . . any 
place, any time, anywhere—at school, at 
home, on vacation . . . and on the slight- 
est provocation. For old and young 
PLAYTIME has taken on new meaning, 
for in it we find release, relaxation, health. 
For profit-wise merchants it means extra 
business with the RIGHT Footwear for 
the RIGHT occasion. Mishawaka Rubber 
& Woolen Mfg. Co., Mishawaka, Indiana. 





























Rte us 
PAT OFF 1908 


Ball-Band 


THE RED BALL POINTS THE WAY TO PROFITABLE MERCHANDISING 


June 15, 1947 35 










KN wines NN 


are back 


QUALITY 
SHOES 
DEMAND 
Vy QUALITY LININGS! 
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QUALITY SHOES 
are Judged by Their Linings! 


Kio LININGS are back in volume. It is no longer necessary to accept a 
substitute. Genuine Kid Linings make lighter shoes—cleaner, trimmer edges. 
Quality-minded customers are now demanding Kid Linings, not dnly in con- 
ventional sil but in fresh new pastels to beautify the shoes and add the 


light touch. . . . 


CHOICE OF COLORS— CLIPPER GREY....... 396 

? WALNUT BEIGE...... 385 
‘COCOANUT BEIGE.... 386 

CAMELLIA PINK...... 336 

PORCELAIN BLUE..... 376 

SEA GREEN......... 366 


STANDARD DIVISION 


ALLIED KID COMPANY 


209 SOUTH STREET BOSTON, MASS. 
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While many juvenile shoe dealers are groping for a formula to cope 
with the present day slump in retail sales, the demand for Poll-Parrots 
increases. Even with a greatly stepped-up production Poll-Parrot dealers 
are calling for more shoes. Obviously there are reasons. Mothers are 
measuring value more than ever before. They’re insisting on the brand 
that they know stands for full dollar-for-dollar value and careful crafts- 

manship . . . and they know they get it in Poll-Parrot shoes! All through 

the past 49 years we’ve rigidly maintained our quality and fair price 
standards, regardless of conditions. The thousands of parents who 
wore this famous brand as youngsters, themselves, haven’t forgotten 
it. Whipping buyer resistance has been as simple as that for Poll-Parrot 
dealers. And to increase the demand... next Fall, we’re telling our 

Pre-Testing story in more magazines than ever before... plus the 

extra impact of 50 Sunday metropolitan newspapers! 


NOT JUST NATIONALLY ADVERTISED ... But in NATIONAL DEMAND! 


Polls Parrot 


AND STAR BRAND SHOES FOR BOYS AND GIRLS 


Roberts lohnson & Rand 





STABLE VALUE cc @ SHIFTING 77201460 
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Where will today’s customers 


buy their NEXT pairs of shoes? .. . 


Waernen or not they come back to you 
depends largely on the shoes you sold. Whether 
they are comfortable — how they wear. 


You can be a lot surer on both counts when 
the shoes you carry are made with RESPROID 
Vamp and Quarter Linings. Respro linings 
are coated with a vinyl plastic that is flexible, 
resists abrasion and scuffing, and is not af- 
fected by perspiration. It means longer wear 
for the shoes — greater satisfaction for your 


customers. 


Your customers will be better pleased with 
shoes made with rREspRoID. Ask for them! 
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Va 
By 


the same Company 


TurstA, the original unwoven, non-fray cotton base (not 
paper) reinforcing material, gives extra strength 
to shoes wherever there are straps or cut-out 
sections. 

TUFSTA DOUBLER, the original unwoven, non-fray cotton 
base plumper and backer for lightweight leather 


shoes. 


DURAKALF a very efficient leather replacement for shoe 
linings. 


DURAKALF NON-SLIP,designed specifically as a non- 
slip counter pocket in shoes. 


RESKRAF a high quality pyroxylin coated sock lining and 
heel pad material. 


BY 


MADE 








STON 10, RHODE ISLAND 








A HABIT TO JOE... 
= “NEW IDEA” 








cook en BOTH WANT THE SECURITY 
your P.S. Plan Provides 


HAVE YOU told all your new or recently hired employees about the benefits 
of the Payroll Savings Plan for the regular purchase of U.S. Savings Bonds? 
Wage earners, according to a recent nation-wide survey, want security 
more than anything else. They prefer security to big pay, soft jobs, au- 
thority, “success.” 

There is no surer way to this peace of mind than systematic savings. And 
what surer, safer, better means can your employees find than payroll allot- 
ments for U. S. Savings Bonds? Bonds that return $4 at maturity for every 
$3 they invest! 

Your active support of the Payroll Savings Plan is an investment in 
employee contentment, in the citizenship of your community, and in the 
security of America’s future. This is practical “employee relations” of the 
highest type and pays dividends of satisfaction to everyone. 

Start a drive today for larger participation in the plan. Many employees 
may be unfamiliar with its advantages. If you want literature for distribu- 
tion, contact your State Director of the Treasury Department’s Savings 
Bonds Division. 


TO HIS NEPHEW 
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New 
Savings Bonds Plan 
won't affect the 
PS.P. 


Tue Treasury Depart- 
ment and the banks of Amer- 
ica are making it possible for 
farmers, doctors, and other 
self-employed people to par- 
ticipate in “automatic” Bond 
buying by special arrange- 
ment with their banks. This 
extension of the Savings 
Bonds program is not a partial 
payment plan and is intended 
only for people who are not 
in a position to take advantage 
of the Payroll Savings Plan. 














The Treasury Department acknowledges with appreciation the publication of this message 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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CThe Shoe Store with CYE-APPEAL...tnaide and out... 


@ When you remodel your shoe store-inside and out 
—with Pittsburgh Glass and Pittco Store Front Metal, 
you attract more customers, from a wider area, and 
increase profits. Do as many thousands of successful 
retailers have done: MODERNIZE NOW and reap all the 
rewards that come to a forward-looking merchant. 
Consult an architect for a well-planned, economical 
design. Our staff will gladly cooperate with you and 
with him. And, if you desire, you can arrange for con- 
venient terms through the Pittsburgh Time Payment 
Plan. Meanwhile, fill in and return the coupon below 
for your FREE copy of our interesting booklet con- 


YOUR PROFITS SOAR . . . you build up your store traffic, taining illustrations, facts and figures on many “Pitts- 
and bring in customers from o lorger area . . . when you burgh” modernization jobs. 


modernize your shoe store—inside and out—with Pitts- 
burgh Glass and Pittco Store Front Metal. Here's an ex- 
ample of “Pittsburgh” remodeling in Nashville, Tenn 





cetitaemneatineesetiementiiemmetitematiiemeat tented italien iets tennis 


.\ LA ; Pittsburgh Plate Glass Company | 
2167-7 Grant Building, Pittsburgh 19, Pa. | 
| Without obligation on my part, please send me a FREE copy of your | 
| illustrated brochure, “How Eye-Appeal——Inside and Out —Increases | 
Retail Sales.” 
! ! 
STORE FRONTS |i ose... : aii eae 
AND INTERIORS = 
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For 
the Finest 
@ lilela-take 





1. Mellow, flexible, wear-resisting 


SPORTO-ELK KIP upper stock. ED CORDoy 


2. Waterproofed, richly finished CHROME RETAN 
SOLE leather for tough wear; also sueded velvet finish 
when flexibility is needed for small children’s shoes. 


3. Shark-embossed GENUINE SHELL CORDOVAN rugged tipping. 


J. GREENEBAUM TANNING COMPANY 


FOUR TANNERIES IN CHICAGO AND MILWAUKEE | 
| |Main Office: 3057 N. Rockwelll St., Chicago. , Eastern Office: 129 South St., Boston. 
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Cable Address “Greentree” _ 
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The Lapland Boot Makers : 


Near Repparfjord, Norway 


AS the top of Europe in aland of wind and ice there lives a race of blonde nomads 
who roam with herds of reindeer. There in a tent by a frozen fjord two women are 
making the warm footgear which makes life possible in the dreadful cold. The Lapps 
have enormous moccasins which they wear without socks. Instead, they stuff them with fine 
grass which is often replaced, for the Lapps are exceptionally neat and clean. One woman 
is preparing boot making thread. She splits the reindeer’s tendons into strands which she 
rolls against her cheek and draws between her teeth. The resulting sinews are strong as 
wire and give Lapp boots their waterproof seams. The other woman is pleating bright 
woolen yarn — yellow and red — making gay tasseled shoebands. These leggings, bound 
to the ankles with thongs, keep the cold from entering trouser and boot. 


Such low Lapp boots with upturned toes are adapted to life in the snow. Far different is 
our modern shoe with snug fitting goring. This goring deter- 
mines the quality of shoes in many a buyer's mind. So be sure 
the goring in your shoes is made with Paralastic . . . the modern 
elastic thread. 


PARA THREAD COMPANY, Inc. 
Woonsocket, R.1 267 Sth Ave., New York, N. ¥. 





cyJU The Modern Elastic “Thread 
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Black suede open 
back pump with 


Black suede, strap 
with closed back 
and % fiat heel. 


Black suede bow 
closed back with 


wedge heel. 


Black suede sling 
pump ...open and 
_closed back with 

wedge heei. 
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RUEPIN 


PROPR-BILT 


O'DONNELL SHOE CORP. 
HUMBOLDT, TENNESSEE 


PL oho 


PIED PIPER SHOE CO. 
WAUSAU, WISCONSIN 


WALKIN SHOE CO. 
SCHUYLKILL HAVEN, PA. 





FREDO RUEPILtN G LEATHER C 
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says Brogi . . . And he doesn't 





COLLEGE HILL SPORTS 


Brogi’s a very single-minded gent. He 
likes a pretty girl as well as the next guy 
but to him the most beautiful sight i 
the world is a well made shoe of Brogandij 
This fine Evans leather does make fine 


looking shoes. Best of all it makes fine 


John R. Evans & Company 
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COLLEGE HILL SPORTS 
for Campus are designed by Illi, and made by 


Spalsbury -Steis-Deevers Shoe Company of 


Fredericktown, Missouri. 


mean the co-eds, but their 











SHOES of BROGANDI 


quality shoes, for Brogandi is a quality 
goatskin . . . light, soft and supple, yet 
rugged . . . with a handsome finish that 
resists wear and stays new looking. You'll 
find that quality is a paying proposition 


when you make shoes of Brogandi. 


Camden, New Jersey Fst. 1857 


is an Evans Quality Leather 


©1947 
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Aibrough the years, they... 
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STACY-ADAMS 





Brocklon 02 Massachasells 
Not just the craftsmen who have handed down 
their art from father to son. . . 
Not just the retailers from coast to coast who 
make a business out of knowing the Quality of 


Stacy-Adams Shoes . . . 
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But, the man who wears them, the man who 
means the final sale—the consumer. At today’s 
or tomorrow's prices . . . That Man knows that 
he is getting the Quality — the long wear — the 
style— plus the comfort — that he must have. He 
buys ONCE— then he “Stays with Stacy.” 
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They're all news! 
They're all good! 









T\, <Aees ly Gly 


They're the gay young shoes that are making headline 
footwear news from coast to coast. They're the brightest 
“current events” in the country. And with their carefree good 
looks, their young sophisticated ways, DEB SHOES by Joy are 


five-star editions of fashion-wise junior ideas. DEB SHOES 








rate a by-line on up-to-the-minute styling ...and 
they're priced to flatter the budgets of the high-school, 
college and career girls who flock to the smart 


departments which feature DEB SHOES by Joy! 








A tew tronchises ore still available Your phore o: wire will bring you o representative trom Joy Shoemaker, Dec. StlouuMe- 


NEW YORK OFFICE: MARBRIDGE BUILDING - LOS ANGELES OFFICE: HAAS BUNDING 
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We gycal: wl Influx of Orders in Our 


History Followed the First Showing of These 
Full-Length Woven FREEDMAN- 
detailed Summer Styles. 







Unequalled for C-O-O-L comfort ™ 


Made of Antiqued Domoc in 


Sizes 6 to 12, Widths A to E A. FREEDMAN & SONS C0., Inc 
Available in Stock od eae 
FOR JUNE, JULY and AUGUST DELIVERY 
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ashi ishinglon newsreel 


by EUGENE J. HARDY 


= 


A productivity study of the shoe manufacturing industry will be issued 
by the Bureau of Labor Statistics, within the next 4 to 6 weeks. The study will 
cover the years 1939 through 1945. The only existing data on this subject is 
now badly out of date. 

Included in the new study will be indexes of man-hours per pair of 
shoes for all types of footwear reported; also similar indexes by type of shoe 
and factory price line. The following types are covered in this latter index: 
men’s dress, men's work, women's, youths’ and boys', misses' and children's, and 
house slippers. 

Also included are indexes of man-hours per pair by 6 major types of 
shoe construction, indexes of man-hours per pair by specific types of shoes, and 
an_ index showing productivity by size of plant. 

Another index will show the actual average man—-hours per pair by type 
and price line. 

The survey covered 160 companies, including virtually all the large 
producers and a cross-section of the medium and smaller sized companies. The 
producers covered account for a major share of the industry's output. 

The price ranges reported by the companies are the 1945 factory 
prices. Production for the earlier years (regardless of the actual price in 
those years) was reported for all classes of shoes equivalent to the price range 
in 1945. 












































Direct man-hours were reported as a total and for the following 
departments: sole leather, upper cutting, stitching, lasting, bottoming and 


making, and finishing and packing. Indirect man-hours are also covered. These 
points have never before been included in a productivity study of the shoe 


industry. 








A similar productivity study of the leather industry is also under way 
at BLS. 


ow, | @ 

Footwear output continues to be below that of a year ago, with no 
indications of marked improvement in the immediate future, according to the 
latest report of the Department of Commerce. Commerce states that there are 
"definite indications that some of the output during the first months of 1947 
has been going into warehouses, and this has made many producers more cautious 
than they were when demand first began to be noted." 

Official data for the first few months of 1947 show a decline of 10 
percent from a year ago. Average monthly production in the first quarter of 
1947 was slightly less than 40,000,000 pairs, compared with a monthly average of 
slightly over 44,000,000 pairs in 1946. 

Uncertainty about prices appears to be the principal factor affecting 
the volume:of production. 


Insistence on quality in shoes is growing stronger and this is clearly 
reflected in the production statistics. Available data show that the output of 


quality types of footwear have declined to a lesser extent than total output or 
than the production of the lower grades. 


Retail shoe sales were quite disappointing during March and most of 
April, although they were larger than in February. Value figures indicate some 


increase in business from a year ago, but this was mainly due to higher prices 


which prevailed this year; actual pairage sales were somewhat lower than a year 


ago. Reports reaching Washington from trade centers state that the public is 
very my 5 6 and price conscious. 
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STANLEY MARCUS, executive 
vice-president of Neiman-Marcus 
of Dallas, Texas, says: 

“Retailers should clean out their 
stocks of slow-moving merchandise. 
Take your mark-downs now, and 
get your stocks in a liquid position 
so that you are open to buy. Some- 
body once said your first losses are 
your least losses. Maybe he’s right. 





-———_ = ——— 


But at any rate, you must get your- 
self in shape to buy new goods to 
keep the wheels of industry turn- 
ing. Buy for Fall on a conservative 
but realistic basis, with the idea 
that you'll get everything you or- 
der. Let your manufacturers know 
that you could buy more if prices 
were lower. Buy with discrimina- 
tion from the man who makes the 
best goods at the price you want 
to pay. Price your goods on the 
close side so as to give your cus- 
tomers maximum value. 

“The manufacturer should follow 
the same procedure with his re- 
sources that I have recommended to 
the retailer. He must be competi- 
tive and should do everything pos- 
sible to get his costs down and his 
quality up in order to encourage 
the ultimate consumer to buy. 

“Labor can make its contribution 
by increased efficiency and produc- 
tion. High wages can be justi- 
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fied in this forthcoming competitive 
struggle if labor at high wages, 
through improved efficiency, can 
help decrease costs.” 


E.T. “BUD” REEDY, owner of 
Guild House, the I. Miller store in 
Long Beach, Calif., says: 

“Women are starved for color and 
1 would call it the most important 
thing in footwear and accessories 
today. Right now women are going 
overboard for the clear, bright 
shades—a kind of delayed reaction 
from the somber colors they had to 
buy during the war and for months 
afterwards. I don’t know how long 
this will continue but right now it is 
of paramount interest to all our 
patrons. 
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“Our number one color is pars- 
ley green, which has been a sellout, 
even in accessories. Women want it 
in suede, boa and calfskin. There is 
also intense interest in bright red, 
fuchsia and gold. We are getting 
three times the requests for the blue 
tones and navy that we got during 
the war. Gray suede is another sell- 
out and women want it in shoes for 
every occasion. For wear with gay 
prints, our patrons are favoring 
black patent. I would call white a 
dark horse and it may be the win- 
ner a little later in the season. It is 
very popular when contrasted with 


ee A eee 


‘of the trade 


a touch of color—such as green, 


red, blue and tan.” 


PAUL LEONARD, shoe buyer at 
Rothschild Brothers, Ithaca, New 
York, says: 

“For the average shoe store, in 
the average city, the greatest profit 
opportunities during coming 
months appear to be in medium- 








priced footwear. Although prices 
have advanced about 50 per cent, 
there has been a corresponding will- 
ingness on the part of customers to 
increase the amount of money they 
will spend. 

“It seems sensible for stores and 
departments to try to keep their old 
customers by continuing to carry 
merchandise in the same relative 
price brackets as before the war. 
That is, the store which formerly 
concentrated on $4.00 shoes would 
do well to provide $6.00 shoes un- 
der present prices. And the store 
which formerly did a big business 
in high-grade shoes could logically 
carry comparable quality at much 
higher prices now. 

“We never went in for low-priced 
women’s shoes in the past; there- 
fore I think we are justified in 
avoiding shoes now which might be 
classed as cheap, according to cur- 
rent standards. And the general 


conservatism of our customers 
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makes it risky to take on shoes in 
the luxury class. 

“Judged by any reasonable stand- 
ards of the past, we are now doing 
a highly satisfactory business as far 
as volume and profit are concerned. 
Volume has receded some from the 
peaks of 1946 and inventories have 
increased moderately. We are still 
handicapped by slow deliveries of 
certain wanted merchandise. Small 
stores seem to be at the greatest dis- 
advantage in this respect. Allot- 
ments appear to be fair. It is main- 
ly a case of getting seasonable 
goods quickly, especially the fast 


movers.” 





THE RIGHTS OF PROPERTY 


by Abraham Lincoln, March 31, 1864 


"Property is the fruit of labor. 

Property is desirable. 

lt is a positive good in the world. 

“That some should be rich shows that 
others may become rich, and hence is 
just encouragement to industry and en- 
terprise. 

“Let not him who is houseless pull 
down the house of another, but let 
him work diligently and build one for 
himself. 

"Thus by example assuring that his 
own shall be safe from violence when 
built." 

Reprinted from 

THE COMMERCIAL AND 

FINANCIAL CHRONICLE 


—We Americans should be thank- 
ful that we are living under a sys- 
tem of free enterprise. It is no 
sin to be successful, to acquire 
property. 

—But our methods must be honor- 
able and our conscience clear— 
Otherwise there can be no enjoy- 
ment in our gains. 


President 





WILLIAM J. McCORMACK, shoe 
buyer at E. W. Edwards & Son. 
Syracuse, N. Y., says: 

“We seem to be meeting with no 
price resistance, contrary to the 
experience of many other shoe deal- 
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ers. Our most popular price in 
women’s shoes is $8.95, which may 
account for the lack of price and 
sales resistance. Our sales are about 
normal for this time of the year. al- 
though our inventory is high be- 
cause unfavorable weather slowed 
up sales earlier in the season. 
“While it is always possible to 
find things which we feel could be 
improved, I think that the quality 
of shoes we have been getting in 
recent months is satisfactory and 
suits the average customer. In ship- 
ments, too, we have fared well at the 
hands of our resources. Even 
though we frequently lack certain 
sizes and styles, we now have a bal- 
anced stock, which makes it pos- 


sible to fit most customers.” 
* 7 2 


RALPH WENDT, buyer-manager 
of Cook’s Men’s Shoe Department, 
St. Paul, Minn., says: 

“Business is spotty. Poor weather 
conditions have not helped. As far 
as favorite styles, we can’t give a 
true picture because sales are still 
a matter of what fits a customer 
rather than choice of stylings. Our 
supply stock is not yet up to the 
demand, although our Summer 
stocks are better than at any time 
since war conditions prevailed.” 


HE TAMING OF THE SHOE” 


When I first saw you. proud and hand- 
some, 
Bearing an illustrious name, 
I knew you'd cost an emperor's ransom 
And be impossible to tame— 
That very hard-to-break-in kind, 
With tough physique and stubborn mind. 


I claimed: that you were not for me 
Then asked the price upon your head. 
The salesman named me quite a fee 
And swore you were a thoroughbred. 
I bought you . . . and then we began 
To see who was the better man. 
. . > 
From the start . . . how you did fight! 
You wouldn't give a little bit. 
You pinched and scraped and seemed to 
bite 
Although your mark said you should 
ht. 
You hated me . . . yet this is true: 
You hurt me more than I hurt you. 
> - — 
you seem a willing slave; 
. so has your 


Today ese 
Your looks have gone . . 
pride. 
All that I asked, you finally gave: 
And now you'll soon be cast aside. 
You're tired now . . . down-at-the-heel. 
. I know just how you feel. 
—Kenneth Parsons 


I'm sorry . . 
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“Get moving, Griscom—that's grass!" 
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: a: JUST A JAPANESE CUSTOM 


x . A United Stetes enlisted men in 
Japen fail in with an old Japanese 
custom ond line up their shoes on 
_ the porch of the Tokeshima Rest 
» Hotel while they relax and enjoy « 
‘ Japanese sukiyaki dinner. The cen- 
™ ter is located on the seashore at 
. " Gemeagori, Jepan, and is open te 

ff i. , United States enlisted men serving 
with the occupation forces through- 
out the For East. From the appeer- 
; : . ence of some of these boots, we'd 
~. r he >» heazard a guess that they appreciate 
r, . > the rest afforded them while their 
7 s - = owners are inside the hotel, experi- 

, encing a gustatory pleasure. 
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Photos on opposite page: Unusual and 

striking facade of the store faces the 

eee ree 0 ee ee (), ERLOOKING the calm blue Pacific in Long Beach, Calif., is the new 

Bten setaten Goch Snect nag Aes Guild House store, which features footwear by I. Miller. Described as the 

sory department overlooks the ocean. store of tomorrow, it is completely modern and functional in design. 
Owned by E. T. “Bud” Reedy, a traveling man for the Miller organization 
for many years, the establishment is managed by Sam Polen. 


Top of page, left: Garden and parking The striking store is located in a smart new retail development, and 
lot at rear of store. Right: Footwear was designed by Architect Kenneth Wing, who collaborated with Irving 
salon has unusual modern fixtures in Grossman, president of I. Miller, to produce the store as well as the fix- 


ype Bs from peg Ptr Rape > noe tures. One of Mr. Grossman’s favorite precepts, that of coordinating foot- 
tionalism the keynote. [TURN TO PAGE 88, PLEASE | 


WINDOW ON THE PACIFIC... 


Functional Modern Design, Intelligent Planning Mark New Guild House 


Shoe Store Of Tomorrow Set Against A Blue Pacific At Long Beach, Calif. 





















GO WESTERN 


IN RESORT PROMOTION 


ae Western cowboy influence has hit leisure time 
fashions with a bang! 

Cries of “Ride "Em, Cowboy!” are echoing from 
under ten- gallon hats from Hollywood movie sets 
to playgrounds in Brooklyn. The sudden upsweep in 
the popularity of cowboy duds has developed into a 
rend that knows no season, age, sex, clime, or pocket- 
book. And just what accounts for the popularity of 
Western outfits is no mystery. 

Movies are the most dominant influence. Westerns, 
always a favorite theme with film studios, are now being 
produced at a pace unequalled in the history of film- 
dom. Scores of Westerns are in production, ranging 
from low-budget “horse oprys” to costly epics such as 
David O. Selznick’s Duel in the Sun, MGM’s Sea oj 
Grass, and Warner Bros.’ Stallion Road. Columbia Pic- 


Top of page: Surrounded by colorful 
Western gear. Evelyn Keyes, to be seen 
in Columbia's Renegades. relaxes in 
high cowboy boots and leather trousers. 









dhbove: Columbia's Marguerite Chapman 
illustrates what the well-dressed Western 
lass wears for special occasions. Her 
hoots by Kushins are of brown elkskin. 
Shirt and skirt are yellow, appliquéd 
in green suede to match suede jacket. 



























by JUANITA SAYER 


dbove: All set for the big rodeo are 

Charles Starrett and friend Raider, ap- 

pearing in Columbia’s Durango Kid 

series of Western thrillers. Mr. Starrett’s 

outfit of brown and yellow is picked up 
in spiked cowboy boots. 


Left: The whole family goes Western 
Ronny Stewart, and his wife and daugh- 
ter, match their gaily colored cowboy 
outfits with bright boots from Stewart- 
Romero, the firm Mr. Stewart heads. 








tures, which produced a total of 12 Westerns in 1946, 
had filmed eight cowboy dramas and musicals in the 
first five months of 1947. with many more in the oding. 

Movie fashions are influencing 90,000,000 persons a 
week. Retailers have an unprecedented opportunity to 
capitalize on styles that are making an indelible im- 
pression on filmgoers. 

Film stars love to wear Western clothes and boots 
when they are off the sound stages. They and thousands 


of other vacationers feel at home in dude duds because 
they are as practical as they are glamorous. And they 
allow free play of the imagination. There are no Emily 
Post rules that decree the correct costume for the well- 
dressed dude. The demand for color, which many re- 
tailers have noted with increasing evidence during the 
last year, is another strong reason for the upsurge in 
Western garb. 

[TURN TO PAGE 90, PLEASE] 


Above: Dark boots with con- 

trasting stitching are worn by 

Dorethy Hart and Barbara 

Britton of Columbia's Twin 

Sembreros, with levis and 
bright shirts. 


Far left: Marguerite Chapman 
wears bright red boots and red 
shirt with beige gabardine 
trousers and maize suede jacket. 


of soft pink suede. 








RECONVERT 


i. is a reason for skimpy commission checks and 
weekly pay envelopes for many retail shoe salesmen— 
even if they have been “dogging” it for years. The 
answer is as simple as why a size 6 quad A shoe won't 
fit a 6 triple E foot. It all centers on the shoe men’s 
failure to reconvert to a postwar selling technique 
across the fitting stool. 

The situation to an ordinary person may not seem to 
be alarming. But the fact sticks out like a tender corn 
or bunion that this situation is subjecting merchants to 
a high toll of lost sales and creating ill will among 
customers. 

Before World War II and before shoe manufacturing 
restrictions came into effect, a shoe man’s excuse when 
he could not please a customer was, “Oh, she was only 
shopping,” or, “She came in to get warm,” or she this 
or that. A top-notcher, however, relied on a keen sense 
of understanding of human nature, finesse, good fitting 
and understanding of customers’ woes to keep writing 
sales checks. 

Then came the bans. Bright colors, heel heights 
and an abundance of patterns were on the restricted 
list. There wasn’t much calfskin, suede, kidskin or rep- 
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YOUR SALES 


tiles. Sole leather, of good quality, was going into Army 
shoes. 

These conditions did not, however, create a serious 
effect on stable salesmen. They still earned a high wage 
because most people came into a store with the intention 
of buying, not looking. 

Those were days when price was of secondary con- 
cern because ma, pa and sister were working in war 
plants and junior’s allotment was coming in every month 
from Uncle Sam. Those were days when the customer 
invariably asked, “Haven't you anything better in my 
size?” 

Double or multiple sales were not too common, except 
in department stores and community shops where the 
entire family is shod. Ringing the cash register in ex- 
clusive women’s salons was usually a solitary “ding”; 
that is, unless mother or sister inveigled dad, grandpa 
or auntie into parting with precious ration stamps. 

In those days if a customer asked for a suede, toeless 
and heelless high-styled pump or ankle strap, the fellow 
with the shoe horn may have brought out a gabardine, 
closed toe and heel, and said, “This is all I’ve got in 
your size.” If there wasn’t too much noise in the store, 
there may also have been a barely audible, “Take it or 
leave it.” 

It must be remembered that buyers in those days did 
not actually have a wide variety from which to choose. 
Customers were supposedly educated to understand that 
factories were on rigid material and production quotas 
set by the federal government because of tremendous 
armed forces consumption, and that factories in turn 
devised their own system of quotas for retail accounts. 


A S an overall result of such conditions, “shoe dogs” 


fell into a lackadaisical sales technique chasm. So far 
they have not attempted to force a stretcher into the 
chasm to jimmy themselves out. They are suffering 
from a convenient malady, forgetting that since the 
removal of restrictions on all types of footwear and the 
lifting of price controls, shoe production has increased 
considerably. 

Merchants on the whole are no longer told by factory 
representatives, “Here is what you can have for April, 
May and June delivery.” The buyer is selecting what 
he knows he can sell. If he wants brown suede, he 
isn’t buying black patent; if he wants tan leathers, he 
isn’t interested in red gabardine; if he wants backless, 
heelless shoes, he isn’t buying closed toe and heel pat- 


terns. 
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TECHNIQUE 


The Shoe Salesman Who Still Clings to a 
“Take It or Leave It" Wartime Attitude 
Toward His Customers Will Find His 
Commission Checks Suffering. A New 
Approach Is Necessary to Keep Your 
Customer, Your Boss and Yourself Happy. 


The salesman must remember that if a customer asks 
for a particular pattern in a particular color which he 
does not have in stock, he is employing a negative ap- 
proach by replying, “They're just not making anything 
like that now,” or, “There isn’t a store in town that has 
such a shoe.” , 

Established merchants who are aware of such tactics 
by salesmen are weeding those men from their employ. 
Others are attempting to educate trusted men, that the 
buyer did not anticipate the need for a particular type 
of shoe and did not order it from one of the factories 
with which the store does business. 

On the other hand, there are clear-thinking men in 
shoe departments from whom those who are getting 
skimpy pay checks can take a few lessons. Those men 
are now using a more positive approach to a customer 
who asks for a particular type of shoe which isn’t in 
stock. They converse amiably with the prospective 
buyer for several minutes and then suggest “something 
new that just came in, which I know you'll like.” Before 
trotting back to the shelves, they add, “I hope I have 
it in your size,” thereby heightening interest in the shoe 
and the desire to try it on before it is put before the 
customer. 

Another prime factor today is price. Although the 
standard of living in the nation has risen tremendously 
since 1942, money is not as free for spending today as 
it was in 1945. Mom is not working now. Sis may be 
working, but she’s saving her cash because she intends 
to wed soon and wants to buy a home of her own. 
Junior went back to college after getting out of service. 
There is no more allotment from him, and the few dol- 
lars he had in bonds went to buy new suits and shirts 
and perhaps an engagement ring for his best girl. Dad 
is the sole breadwinner of the family. And what with 
the high cost of living, dollars are scarce and being 
stretched to their utmost purchasing power. 

So now instead of bringing out the most expensive 
shoe in the store—unless there is a select clientele— 
the wise shoe man first brings out moderately priced 
footwear. With this technique there is still a chance to 
click if the customer wants a finer shoe. 
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by HY DELMAN 


If, however, the first shoe popped out of a box is the 
finest in the store and the price is quoted, the buyer may 
be visibly jolted and ask for something less expensive. 
After another round trip by the shoe man to the shelves, 
the customer's comparison between the higher priced 
shoe and the more moderately priced footwear may 
prompt a tone of disgust. 

Here is where the failure of readjustment makes the 
shoe man’s job doubly costly to an employer. The un- 
derlying element in such a case is that the salesman 
must now convince the buyer that although the prices 
vary, the shoes are comparable in style and wearing 
quality. The sad result in many of these cases is that 
the customer is not fully convinced and decides to 
“give it up now and come back later for the better 
ones.” 

The percentage is very slim that the prospective buyer 

[TURN TO PAGE 96, PLEASE | 























The women’s department is elegant in feeling, with 
luxurious rugs and comfortable divans placed at stra- 
tegic intervals. A grand piano is at right foreground. 


SWEDEN BUILDS THEM 


BIG ano BEAUTIFUL 


SWEDEN (our personal Baedecker 
reads) is a comparatively large 
Scandinavian country of some 173.- 
000 square miles of broken, moun- 
tainous land, divided into 9.4 per 
cent arable, 2.3 per cent meadow 
and 59.4 per cent forest, the rest 
uncultivable, on which live 6,406,- 
474 (January 1, 1942) Swedes of 
almost pure descent, with the ex- 
ception of 30,000 Finns and 6500 
Lapps. A constitutional monarchy, 
universal sufferage is extended to 
all citizens over 23 years of age. 
The government, from latest re- 
ports, is composed of five Social- 
Democrats, two Agrarians, three 
Conservatives, two Liberals and 
three non-partisan ministers, and 
operates a vast hydro-electric plant 
North of the Arctic Circle. 
Stockholm, a city of 603,086 in- 
habitants (about the size of Wash- 
ington, D. C., or Kansas City, Mo.), 
is the capital of Sweden and the lo- 
cation of Skoman’s, one of the na- 
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tion’s most elaborate and enterpris- 
ing shoe stores. Several of the more 
unusual features of Skoman’s, which 
reaches a decorative height of three 
stories in what is described as the 
geographical center of the city, are 


In the 


set down as follows: (1) 








Above: This beautifully curved stair- 

case leads to the second floor. In the 

background is the entrance to the 
men’s department. 


Left: The store maintains a shoe 

shining unit, and offers as an induce- 

ment to customers four free shines 
with every shoe purchase. 
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women’s shoe department, there 
rests a grand piano on which a 
well-known artist plays for sev- 
eral hours a day; (2) A tele- 
phone, part of the store’s special 
exchange, connects the women’s de- 
partment with the main stockroom 
for special orders; (3) In the men’s 
department two shoeblacks offer 
four free shines for each pair of 
new shoes, in addition to regular 
service; (4) Dancing shoes are 
fitted in an exclusive “reception 
room”; (5) The 90 people who 
comprise the employee personnel 
are educated in merchandising and 
languages in Skoman’s school and 
are also given a free lunch during 
each working day. 

The interior of Skoman’s is uni- 
formly elegant; oriental rugs are 


arranged across a gleaming floor in 





Above: The interior display is 
luxurious, and garden spots 
like this one make the store a 
pleasant place in which to shop 


Right: Exterior and display 

windows of Skoman’s. The 

illuminated sign reads, “Every- 
body goes to Skoman’s.” 
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Skoman's, One of Stockhoim's Most Elaborate and 

Enterprising Shoe Stores, Enjoys an Enviable Busi- 

ness in That Progressive City. Good Shoes, Low 

Prices and a Beautiful Atmosphere Have Earned 
a Reputation of Which the Store is Proud. 


the women’s shoe department on the 
second floor; fixtures are modern 
but unobtrusive. 

In a corner of the women’s de- 
partment, a garden some six feet by 
three contains trellised ivy and 
plants around a moderately monu- 
mental concrete bas relief of what 
might be the Swedish Eve. While 
not as ornately decorated, the men’s 
department is an example of pure 
and practical functionalism. Fitting 
seats line the open stock which runs 
high as an upraised hand around 
the four corners of the room, skirt- 
ing, however, an expansive and 
handsome display inset. The dis- 
play shoes here are segregated into 
browns and blacks. with clearly de- 
fined style divisions. 

Sales are carefully controlled, as 
they must be in a store with as large 
a turnover as Skoman’s. Each shoe 
and article has a dossier, so to speak, 
on which each purchase is marked 
to follow the demand for it and to 
maintain a well-rounded inventory. 
Credit is ostracized in Skoman’s: 
business is transacted on a strictly 


cash basis. The actual sale of a 


pair of shoes is directed by the man- 
agers of each department, who ask 
the wish of the customer and then 
direct him or her to the salesman: 
this division of duties results in 
courteous, quick efficiency. 

Accessories are not ignored. 
Stockings, laces, polishes, goloshes 
and rubber boots are sold in units 
attached to each department. Enter- 
ing the store, the first department 
is the children’s. The men’s depart- 
ment is situated downstairs, in con- 
junction with rooms for shoemakers 
and decorators. The women’s de- 
partment is on the second floor 
above street level, which is 50 
meters (or 164 feet) long. 

The management has said of its 
policies: “Skoman’s is not an ex- 
pensive store. On the contrary, the 
big turnover is due to the fact that 
Skoman sells good shoes at iow 
prices in a beautiful store and is 
able to give perfect service.” 

The neon sign which flashes high 
on the store’s facade seems slyly to 
reveal a natural bond between the 
United States and Sweden. It says: 
“Everybody goes to Skoman’s” 











ditorial outlook 


Meet Competition with New Ideas 


THE shoe trade seems to have taken it for granted that 
declines in pair sales at the retail level since the begin- 
ning of the year were caused almost entirely by the in- 
crease in shoe prices that followed the lifting last Octo- 
ber of OPA ceilings on hides, leather and shoes. 

Undoubtedly the removal of price ceilings and the 
sharp rise that followed were important factors affecting 
decline in the volume of sales. But if we are to have a 
clear picture of what is taking place in the shoe business 
today, and what needs to be done to stimulate unit sales 
in stores, it is necessary to take cognizance of certain 
other factors that also have a bearing on current con- 
sumer demand for shoes. 

Trade analysts have recognized that the gradual re- 
turn to retail markets of electrical appliances, auto- 
mobiles and many other products of the heavy goods 
industries would adversely affect the demand for ap- 
parel and soft goods. This anticipated consequence of 
postwar reconversion is now clearly apparent. Com- 
petition now facing the average retail shoe store, there- 
fore, derives from two sources, first from other shoe 
stores selling similar lines of footwear and, second, 
from industries other than shoes which are again turn- 
ing out a multitude of desirable products that are now 
being vigorously promoted in the growing scramble 
for the consumer’s dollar. 

Add to this new competition the fact that the heavy 
postwar backlog of demand for shoes from certain 
groups of consumers, notably the millions of dis- 
charged veterans who were in the market for new 
civilian footwear, had, in a considerable measure, been 
satisfied by the end of 1946, and it is reasonable to as- 
sume that pair sales at the retail level would probably 
have shown some decrease in the first quarter of 1947, 
even if shoes had continued to sell at former OPA prices. 

In a situation of this kind the retailer will find it 
futile to follow a policy of waiting for shoe prices to 
resume their former levels in the expectation that his 
problems will then be solved. He must fight back, even 
to maintain his present volume of sales against the com- 
petition that is shaping up as new products begin to 
flood the markets. He must advertise and promote his 
merchandise; he must display his shoes in attractive 
windows and he must train his salespeople to use ef- 
fective sales techniques in presenting merchandise to 


66 


customers, and in fitting and selling the shoes that he 
has stocked. 

If he has not already done so, every retailer must re- 
examine and re-appraise the shoes on his shelves to 
make sure he has a balanced stock of the types, styles 
and sizes his customers will buy. He must analyze his 
inventories from a coldly critical standpoint and look 
at the shoes he owns, not from the standpoint of the 
investment they represent, but from the viewpoint of his 
customers. Just how desirable are they as seasonable, 
styleful footwear which customers can be persuaded to 
buy? 

If the analysis is unfavorable, the retailer must have 
courage enough to face the issue and if necessary act 
with promptness, decision and fortitude in disposing of 
shoes that will become less desirable to customers the 
longer the merchant continues to hold them. 


NEXT, the merchant must face the question of what to 
do to replace undesirable merchandise with shoes his 
customers will buy. He must decide the issue of price 
and quality on the basis of what he has learned from his 
close and friendly contact with his own customers over 
these past several months. We believe he will in most 
instances be persuaded that it is better to maintain 
quality even if prices must remain somewhat higher 
than those that have generally prevailed in his store. 
But in the last analysis the merchant, because he is 
a merchant, is the one who must balance these delicate 
considerations of price, quality grades and the needs and 
desires which motivate his customers in their merchan- 
dise selection. 

Having done all of these things, today’s shoe mer- 
chant has still another responsibility to discharge. He 
must remember that the people who come to his store 
are not merely shoe customers, but men, women and 
children, animated by all sorts of human desires and 
ambitious and eager for many other things than shoes. 
He must remember that their means are limited. He 
must select shoes that will appeal to them strongly 
cnough to make them forget some of the other things 
they desire and prefer his shoes. 

Shoes today are definitely reflecting the improvement 
that has been taking place in quality, but to appeal to 

[TURN TO PAGE 94, PLEASE] 
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what 
did you say? 


Paradise Tangos 
are in stock for 
immediate delivery! 








Stock No, 2227 


Medium Heel 
a4 
Stock No. 2217 
High Heel 
Width Sizes 
AAAAA.... 4... 6%-10 
AAAA., 00 we eee 5 -11 
Giisétcecesse 4 -1!1 
ee 4 -11 
Rascceusstens 3%-11 
Disecsencsese< 1¥%-11 
CGeccccccccece 5 -10 


Price $6.10 less 2% 


Also available black 
potent leather D'ORSAY 
WAPEEKA PUMP. High 


heel only. 

Width Sizes 
ARRRccecccves 6 -10 
BRR coccscces 5%-10 
Piceviessiued 5 -10 
Mieescwedeesd 4%-10 
Beccececsceds 1%-10 
Gceeeswegeus 5 -10 


Price $6.25 less 2% 


BRAUER BROS. 





Paradise ‘Tangos, America’s favorite pump, 


are again available in black patent leather, 
size 114 to 11, width AAAAA-C. Send us your 


order today—we'll ship it right away. 


Leadive Shveo 


COMPANY + ST. LOUIS 8, MISSOURI 
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The Kessler store, looking toward the rear. Note the lavish amount of display space. The 
wg py ® left is used to emphasize new and popular models. 


DESIGNED for CO-EDS 





Above: Exterior of the store has an attractive, eye- 

catching display window. Below: Looking toward 

the front of the store. Two large mirrors add to the 
spacious and luxurious appearance. 





aia as much concentrated knowledge, or 
quest of it, resides in Evanston, Illinois, in proportion 
to its population (65,389, 1940 census), as anywhere 


‘ in the United States. Not only is the city flooded with 


an epochal enrollment of over 10.000 students from 
Northwestern University, but it is shot through with 
those of Evanston Collegiate Institute, National Teach- 
ers College and the Garrett Biblical Institute. Since 
most of these institutions are attended in part by young 
women, it is as natural as water seeking its own level 
for an enterprising ex-serviceman to open a women’s 
shoe salon in the vicinity. 

As a matter of fact, Al Kessler (who is an ex-service- 
man) recently threw open the doors of his place, Kess- 
ler’s Shoes, at 1728 Sherman Avenue, which is the clos- 
est shoe store to the University campus. “It’s refreshing 
to wait on college girls.” Mr. Kessler has remarked to 
friends with masterful understatement. Mr. Kessler has 
the experience and demonstrated ability to make the job 
of fitting college girls with shoes not only refreshing 
but a successful business. 

For seventeen years. Mr. Kessler was associated with 
Joseph Salon shoes, at different times acting as buyer, 
merchandiser. window display man and a manager. 
Through these years he has studied the footwear needs 
and the psychology of thousands of Evanstonians and 
out-of-town students. To attract both the co-ed and the 
clubwoman, he has erected a modern, pleasant salon. 
stocked with more than nine nationally advertised 
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Treds. This time it's 
P with a dra- 


: Appealing pat- 
fine choemaking and richer materials 
doubly attractive are g and sulli- 


y everyone is talking 


SHOE COMPANY 


HANOVER, PENNSY LVANIA 


about Beau-T reds. 


hirirk” 











Peaked front and pleats shorten look of vamp 
on walled last stepin. Built-up heel. Foot Rest 
by Krippendorf-Dittman. 





Walled last and attractive perforations give 
flattering lines to this walking oxford. Built- 
up heel. Miller De Luxe. 





black suede 


Perforations and stitching flatter 
open toe tie, Main Spring Arch, Walk-Over, 
Geo. E. Keith Company. 


| ene that makes shoes smarter 
and more attractive is good news to a fashion editor. 


Anything that gives style appeal to comfort type shoes 
is good rews to millions of women. Fall lines by lead- 
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NEW VIEWPOINT 


by ELEANOR MAUD RUTTY 






Hightriding tongue with 

strap makes smart walking 

shoe. Walk-O-Bout by Irv- 
ing Drew. 


Asymmetric strap and buckle 





Styl-Eez by Selby. 


xy 


Lal 


ing manufacturers of arch type shoes are a credit to 
their makers. Without any sacrifice of comfort fea- 
tures, they have introduced foot flattering lasts, patterns 
and detailing. 

The styles illustrated here show what progress has 
been made in the styling of shoes of this type. Every 
year sees improvements and we venture to predict that, 
in another five or ten years, few feature type shoes will 
be distinguishable from good-looking, low-heel style 
shoes. By virtue of their good workmanship, good 
leathers and good fit, they may actually be superior to 
the latter. In addition to the greatly improved styling 
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ON COMFORT SHOES 


More Style in Feature Type Shoes Meets 
Challenge of More Comfort in Style Shoes. 
Both Good for Feet and for the Industry. 


Suede and smooth leathers combine 

to give flattering effect on walled <4, 

last oxford. Arch Fitter Shee by » 
W. B. Coon. 






New-high-viding look interpreted 
in two-strap design. Matrix by 
E. P. Reed. 


of feature shoes, forward-looking makers of these shoes 
are appreciating the possibilities for comfort in certain 
kinds of style shoes; those on low or medium heels with 
a wide base; with flexible, often cushioned, soles; wide 
treads and very soft flexible uppers. 

In a sense, these shoes present a challenge to the true 
feature type shoe, which their manufacturers are begin- 
ning to meet, as can be seen in the shoes illustrated here. 
It is a healthy sign, we think, for the more attractive 
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New last, square back heel, pretty 
bow, style features of this pump. 
Natural Bridge by Craddock-Terry. 





Elasticized faille top gives spat lines 
to kidskin stepin. Arch Relief by 

Walker T. Dickerson. 
comfort shoes can be made and the more comfortable 
style shoes become, the better it will be for the Ameri- 
can woman’s feet and general appearance. And there is 
no reason why the two kinds of thinking should not 
meet in one shoe as the makers of all shoes broaden 

their point of view. 

One pitfall we hope will be avoided, that of putting 
too light a sole on these very soft, light style shoes. 
[TURN TO PAGE 90, PLEASE] 
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INDUSTRY WELCOMES RETURN 


OF ELASTICIZED SHOES 


Recorder Survey Shows Manufacturers and Re- 


tailers Throughout the Country Looking Forward 


to Return of Elasticized Shoes to Pre-War Volume. 


Important Style Trend for Fall, the High- 
Riding Shoe, Especially Adapted to the 
Use of Elasticized Backing. 


Ay interesting conclusion drawn from a recent survey 
made by Boot anp SHor Recorper is that elasticized 
shoes, the victims of the war, are in for a definite come- 
back. On this, both manufacturers and high-grade re- 
tailers in all parts of the country are practically unani- 
mous. 

Manufacturers queried in New England, Missouri, 
Ohio, Maryland and Illinois painted a picture of pro- 
duction resumption in this type of footwear. Ninety 
per cent of those who made elasticized shoes before the 
war are making them now; a scattered few are not— 
some because of the lack of the necessary material; 
cthers because they have not yet been able to find elas- 
ticized material which measures up to their require- 
ments. Practically all feel definitely that these shoe types 
will again be a strong factor in promoting sales. 

High-grade retailers operating in thirty states and the 
District of Columbia, saying in no uncertain terms that 
not only did they stock elasticized shoes before the war 
and that they were highly satisfied with customer, ac- 
ceptance, declare also that they are looking forward to 
their return in more nearly the volume which prevailed 
in prewar days. [TURN TO PAGE 96, PLEASE] 
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A new high in the styling of your window means 


a new high in traffic in your store. And the higher 
your traffic, the more your sales; the more your sales, 
the bigger your profits. It's simple. It's sure. And 

A NEW HIGH Fortune has the formula for you: Seven full color 
panels (a choice of three De Luxe or the Regular set of 
four )— more than plenty to give you fresh, new windows 

IN all season long. And as an added sales-builder, each 
panel ties in with one of Fortune's seven full color 
W IN [} OW ¢ TY | | lV (j pages in Fall editions of Collier's and True. 

Yes, for higher traffic, more sales and bigger profits, 
trim your window with Fortune panels —the panels that 
promote your Fortune brand where it does most for 


you...right in your own window. Richland-Davidson 


Shoe Co., Nashville, Tenn. Div. General Shoe Corp. 
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A strong national promotion in 
Seventeen with full color ads 
directed to one of your largest 
and fastest growing markets — 
the teen-age market. 
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In calfskin it’s Tandrite. 
Tandrite supremacy has been 
proved against the finest field 
of competition. Tandrite color 
has become the standard of 
comparison. Tandrite beauty 
and staying qualities, too, 
make it the odds-on favorite 
of designers, manufacturers, 
retailers and the public. 





ARCH PRESERVER 


Sheed 


BY THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 


Tandrite Army Russet Calf, 
No. 1024 
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E. HUBSCH MAN: @ SONS. INC., PHILA., PA. 
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How to Combine Toe Style and Toe Comfort 


For toe freedom—like walking on clouds—use Celastic box toe 
material. There's a three-in-one union of box toe doubler and 
lining—that keeps linings sag-free, wrinkle-free. 
Keep toe styles smart—use Celastic to reproduce accurately the toe lines of the last. 


Both toe comfort and style are a step ahead with Celastic. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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It's fooling the alligators themselves, 
this wonderful new grained calfskin Le ® my 


presented by us as Re nog he oe 

by RKO star Ann Jeffreys. Advertise 

in color on back a of Movie Fan and & oS & ® a * i 
Movie Teen. Applauded and ordered 

everywhere — in Totem Red, Cobra 

Green, Beige, Gray, Brown, Jungle 

Wine, Plum or Amber. Double A’s 

and B's. Immediate delivery. $5 net. 


MATCHING BAGS IN ALL 8 COLORS 


*NOTICE! As originators and publici- 
zers of the name “Africana” for foot- 
wear, we shall take any legal steps 
necessary to protect our rights. 


13) DUANE ST. NEW YORK 13, N. Y. © CHICAGO: 189 WEST MADISON ST: © ST. LOUIS: 1405 WA 
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Ni af 34 | ee )y | ...the softest. blackest. smoothest calf- 


skin...another Trostel Tannage..consistently seen in the lines of those makers 





whose quality is never in doubt.. 
hanap by | (ROSIN 
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FINE CALF AND SIDE LEATHERS «+ ALBERT TROSTEL & SONS COMPANY «+ MILWAUKEE «+ SINCE 1854 
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SQUAW 
AAA-C 
Sizes 3%-9 





shoes well-known to 13 million feet 


THE H. €. GODMAN CO., coiumeus 16, onIo 
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Trimfoot Appliances are easy to sell to women who 
wear fashionable shoes. They fit unobtrusively into 
the daintiest shoe and bring quick relief from 

the discomforts of “high heel strain.” Women who try 
Trimfoot Appliances buy them... and often take 

an extra pair for other shoes. 


These “double sales” increase your volume ... boost 
your profit per sale ...and help you give 
your shoe salesmen more money. 


Start making foot relief profits now. Write to Trimfoot 
and ask the Trimfoot Man to call. You'll recognize 
him by the dollar bill in his breast pocket. 





There’s profit 
in foot relief 


th hay lity avy 
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SPECTATOR SALES HEAVY 
IN NEW YORK 


M Any New York stores remained 
closed on Saturday over the long 
Decoration Day weekend, but most 
shoe stores and departments were 
open and enjoyed even a bigger Sat- 
urday than they had anticipated. 
The classic brown and white specta- 
tor was responsible for a great deal 
of this business, and play shoe sales 
also began to add up as warm weather 
started. 

All-over white shoes are not very 
important right now, although some 
retailers expect them to improve 
slightly; they are most wanted in ox- 
fords for older women, and young 
flats. Brown and white is the best 
combination among spectators, and 
the all-closed shoe is way out ahead 
of open styles, on medium and flat 
heels in particular. Blue and white, 
black calf or black patent and white 
follow, with a little call for red and 
white. 

Retailers seem to be trying to avoid 
fabric play shoes in the higher price 
brackets in order to avoid price re- 
sistance. Leather casuals are selling 
up to eight dollars without question. 
and sisal is acceptable over six dol- 
lars since it ran as high as twice 
that price last year. However. con- 
sumers appear to be pleased with 
colorful fabric shoes from the three 
and four dollar lines, and one buyer 
reports incredulously that customers 
have requested gabardine rather than 
leather. Sandals are the best sellers, 
although the sabot is the favorite in 
one store which caters to a rather 
conservative clientele. The popular- 
ity of brown and white carries over 
to this type of shoe, and other two- 
color combinations and multicolors 
are also good. Among solid colors 
black, white, tan and red are tops. 

Uptown shops make the exception 
to this general rule of brown and 
whites and play shoes. The former 
are selling, but are not considered 
important; one shop is doing some 
white business on all-white dressy 
sandals. Buyers in these shops don’t 
believe play shoes have a place in 
their stocks, although semi-casual 
leather anklet sandals are very good. 
This pattern seems to be number one 
in that section, particularly in airy 
suedes, including black, navy and 
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red. One shop noted outstanding 
business on golf shoes and white 
satin or gold kidskin evening sandals. 

Although patent has had no big 
popularity this Spring it seems to 
have picked up a bit for wear with 
Summer prints and sheers. Navy is 
still very good, black calf is out- 
standing in some spots, while black 
suede is always good. Some red is 
selling and multicolors have begun 
to move in small numbers. 

Buyers say that price resistance is 
very spotty these days; along the 
Avenue it becomes a threat only when 
price tickets read near or above twen- 
ty dollars. The customer’s main in- 
terest is in quality and the particular 
style she has in mind. 

‘2.2 


WEATHER DELAYS CHICAGO 
SUMMER SALES 


THERE was a time when people felt 
sorry for the farmers only when un- 
seasonable weather prevailed. The 
continued and unremitting cold 
weather which persisted in Chicago 
throughout the entire Spring has 
made people realize that the retailer, 
too, has his problems. Normally the 
season for selling spectators reaches 
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formal occasions 
ad by Mershell Field & Co., Chicago. 


its peak by the end of May; in June 
the white season in footwear starts, 
and whites sell actively into July. 
This year, however, the weather man 
will not cooperate with “normal” 
business. Shoe men have advertised 
their warm weather footwear consist- 
ently, but customers are buying dark 
shoes, preferably black suedes, in 
greater numbers than ever before at 
this time of year. There is also still 
great customer interest in navy blues. 

Flat heeled shoes still attract the 
younger crowd. Platform soles in 
modified form are still very popular, 
but the exaggerated high ones are 
largely a drug on the market. Women 
like the comfort of the moderate ones. 

With the present public interest in 
dark footwear, shoe men comment 
that some customers ask for the all- 
closed shoe, doubtless with an eye 
to Fall wear. But in the main, the 
principal business is still on open 
shoes, whether open at the toe or 
slingbacks. Strap sandals, too, have 
their adherents and many Summer 
models show ankle straps in varying 
interpretations. 

Although not many advance models 
for next season are yet in stock, in 
some of the higher priced salons new 
designs thus far shown could be 
termed straws in the wind. Several 
feature the diagonal wrapped line, 
the vamps rising high over the in- 
step, the leather smooth and plain, the 
heels high. For tailored wear there 
are some calfskins with medium or 
low heels, finished at the back with 
a little upstanding peaked dog's ear. 
Most retailers have strong convictions 
that the covered-up look will be the 
important one for footwear next sea- 
son, but currently the popular de- 
mand is largely for the open shoe, 
since the average customer is buying 
for the current season. 

* # * 


ST. LOUIS CUSTOMERS 
RETURN TO PREWAR HABITS 


PREVIOUS predictions of St. Louis 
buyers and shoe retailers in both 
men’s and women’s departments that 
the Summer season, 1947, would re- 
semble prewar Summer selling sea- 
sons is borne out currently in the 
noticeable trend of the consumer to 
buying habits in vogue from about 
1938 through the Summer of 1941. 
Men as well as women shop for shoes 





now, buyers explain, and while most 
of them do not back away because of 
price, it is becoming more and more 
a rarity when a salesman can sell a 
pair of shoes differing radically from 
the style requested. 

“Competitive selling in the men’s 
field is just as much a reality as in 
the women’s field,” a men’s shoe chain 
store manager said, “and any talk 
going the rounds, made in the fu- 
ture tense, ‘that such a condition is 
coming about or in process’ is un- 
true. The buyers’ market in men’s 
shoes is here.” Evidence supporting 
this belief is found easily, not only 
from similar opinions expressed by 
others merchandising men’s shoes, 
but by the show window space given 
over to the promotion of men’s shoes 
and by the appearance of price tags 
on every pair displayed. 

Because of the transition in the 
buying habits of the consumer, both 








male and female, many buyers fee! 
that there is no justification for 
comparing the volume of the current 
Summer to that of last year or the 
war years. “We are going to sell 
some shoes this Summer,” one buyer 
said, “and make a profit as antici- 
pated, but unlike the artificial war 
period we are not going to be able 
to shove the first pair of footwear in 
sight off on a customer.” 
Encouraging to many shoe mer- 
chants in St. Louis, however, despite 
the admitted return to a norm which 
has ended the golden era of war pe- 
riod sales, are notably improved in- 
ventories and the appearance of on- 
schedule deliveries from manufac- 


turers. 
= = * 


LATE SELLING OF WHITES 
IN BOSTON STORES 


BECAUSE of weather conditions 
which prevailed in Boston during 
most of May, the sale of Summer 
footwear got under way late in the 
month and proved a godsend to many 
stores in which business had been 
quiet for some time. In addition to 
all-over whites—oxfords, pumps and 
seme ties—there has been a strong 
demand for the spectator in a wide 
range of heel heights. Closed toe and 
heel patterns have sold best in those 
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Goldwater's in Phoenix, Arizona, uses 
@ stark approach for a dramatic, ef- 
fective presentation. 








stores which cater to the more con 
servative trade; other stores report 
that open toe and even slingbacks 
have replaced the classic type. 

There has been growing a sec- 
ondary and limited demand for camp 
footwear for the younger set and 
sturdy oxfords for mountain climbing 
and cross-country hikes, both of 
which seem due for a comeback as a 
result of the activities of the Appala- 
chian Club. 

Except for whites and the other 
types mentioned, however, retail shoe 
business has not been as good as it 
had been hoped it would be. This 
does not apply to those few stores 
where complete size ranges are car- 
ried and in which, therefore, the cus- 
tomer can reasonably hope to be fitted 
to any style selected. Here, business 
has been from good to very good. In 
other stores it has been spotty with 
most showing a decrease in dollar 
volume over the same weeks of 1946. 

Also almost without exception, stores 
are pushing their lower price lines to 
the fronts of their windows. 

Kays-Newport on Boylston Street 
has been featuring whites and two- 
tone styles at as low as $8.95. In ad- 
dition to combinations of brown and 
white, this store has been showing 
blue and white and black patent and 
white. Nearer Tremont Street, but 
still on Boylston Street, the Joseph 
Antell store recently displayed spec- 
tator pumps at prices ranging from 
$8.90 to $10.50; and the new Regal 
store in Park Square, departing from 
its one-price policy for the time being. 
at least, has been offering a wide 
range of whites from $4.95 to $6.95. 

On Tremont Street, the Walk-Over 
store has offered white oxfords with 
perforated vamps at $7.95 and spec- 
tators at $10.95 and $12.95; and Wil- 


bar's store, also on Tremont Street, 
has been pushing, at $4.98, a black 
suede, low-heel pump with ankle 
strap, made over a last closely re- 
sembling the baby doll. 

= = = 


COMPETITION STRONG 
IN SAN FRANCISCO 


SHOE retailing in San Francisco is 
back on a prewar hammer-and-tongs 
competitive basis. The stores that are 
getting the business are using smart, 
aggressive advertising and merchan- 
dising methods. With larger stocks 
of merchandise in every store and 
customers who are not-so-eager to 
buy, the competition is getting stiffer. 

The only places where a rush busi- 
ness is being done are those where 
cut-price sales are being held. The 
C. H. Baker Geary Street store was 
swamped with customers, reminiscent 
of conditions a year or two ago, fol- 
lowing their newspaper announce- 
ments of a closing out sale for this 
store. So great was the rush on the 
opening day of the sale that cus- 
tomers were standing in line waiting 
to be served. Some lines were quickly 
sold out, and it was necessary to call 
in reserve stocks from other stores of 
the company. Reductions in almost 
all lines were drastic, and bargain 
hunting customers took advantage of 
the money-saving opportunity. Com- 
pany plans call for the discontinu- 
ance of this Geary Street store as 





soon as a new one now being con- 
structed at 835 Market Street is 
completed. 

Merchandise stocks as a whole are 
in the best condition they have been 
in years. In fact, some of the lead- 
ing stores are overstocked due to the 
sudden delivery of a backlog of or- 
ders. A typical situation is that in 
one leading Market Street store where 
some large orders which were booked 
for delivery in March and April all 
came piling in during May, along 
with the orders intended for May de- 
livery. As a result the stockrooms 
are overflowing with merchandise 
and the merchant is wiring the fac- 
tory to hold any further shipments 
until space can be made for them. 

This situation has resulted in nearly 
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a better doe 


means more 
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the quality elastic backing 





Sure doeskin's soft ... but you can take the wrinkles out of it 
with a good strong backing . . . Firestone Confro backing! 

For Contro gives fitting shape to all shoes . . . holding them snug 
around the instep, close about the heel . . . holding them with 
comfortable, custom-like ease. And Contro holds longer, molds 
stronger because it's the only elastic containing Vitalin, the magic 


life-giving rubber vitamin. 


Write or call Firestone, Akron or our New York Sales Office, Empire 


State Building, New York 1, New York, for further information. 


“REG. U. S. PAT. OFF Listen te the Voelce of Firestone Monday Evenings ever NBC 
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all stores holding cut price sales in 
an effort to cut their inventories. 

New Spring and Summer numbers 
are also being displayed in most of 
the leading stores with the emphasis 
upon two-tone effects. For instance, 
the Frank More store is showing, in 
front of their Spring bluebird back- 
grounds, several groupings of two- 
tone shoes in combinations of blue 
and red, white and red, brown and 
white, and white and black. Also 
the dressier high heel numbers of 
grey lizard and suede combination, 
and a red and black number, all with 
matching bags and accessories. 

Vacation shoes and Summer cas- 
uals are also making their appear- 
ance in most of the Market and 
Geary Street stores. 





ALL-WHITE LEADS IN 
PHILADELPHIA 
RETAIL shoe business in Philadel- 


phia continues in a healthy state of 
activity despite the fear for after- 


Easter business. Although it is true 
that all-white is in greater demand 
than ever before as the dressy shoe 
of the season, black patent leathers 
and black suede are also in demand. 
White and brown spectators are claim- 
ed to be terrific sales makers every- 
where, but have to be stocked in both 
medium and high heels as requests 
for definite heel heights must be met. 
Other white and color combinations 
combine white with black patent, 
white with red, and white with navy. 

It seems that every woman wants 
a pair of white and brown spectators. 
Many of these customers are not even 
aware of the other color combina- 
tions, but certain enterprising shoe de- 
partment managers felt that sugges- 
tions were in order. This has resulted 
in many sales for a pair of white and 
brown and an accompanying pair of 
white with red or blue. In news- 
paper advertising, shoe stores and 
shoe departments are practically all 
featuring solid white suedes from 
conservative dress styles to highly 
styled “baby dolls” and ankle straps. 
Pure white in anything new and at- 
tractive seems to be the order of the 
day and for this reason merits con- 
siderable featured space. 





Mev ote Mele Irae 


Casual types and play shoes are 
selling mostly in the sturdier types 
and the solid darker hues for the 
present. Brighter colors and light 
weight casuals are hoped to be more 
in demand as the seashore season sets 
in. In a few past seasons play shoes 
at this time of year were selling more 
extravagantly, but shoe buyers do not 
feel that this is a worrying matter. 
This type of business usually starts 
all of a sudden as soon as really 
warm weather arrives. 

— 


WHITE SALES PICK 
UP IN TWIN CITIES 


WHILE sales of white footwear got 
off to a slow start in St. Paul and 
Minneapolis, due to poor weather 
conditions, merchants report that the 
demand is now good. The heavy stress 
that women’s ready-to-wear shops are 
putting on cotton dresses and suits is 
reacting favorably for the sale of 
white or white combined with basic 
colors in accompanying shoes. 

Blue and white, black and white 
and brown and white are selling 
above all-white. While the closed toe 
is a characteristic of shoes of this 
type, the open heel is in good de- 
mand. Perforated and latticed whites 
are featured in some stores with sell- 
ing accent on coolness. 

A Nicollet Avenue shop which 
stresses bag and shoe ensembles re- 
ports that white suede shoes and 
white plastic bags have met with 
good reception. 
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C. M. Stendal featured white kid- 
skin in both dressy pumps and in 
medium heel, open toe ties, tieing 
them in with Summer suits. 

Schuneman’s, Inc., carried a win- 
dow of white with color trim. The dis- 
plays were repeated in the store in 
cases near the entrance to the shoe 
department. 

Walking shoes are getting good at- 
tention for the approaching Summer 
season. Army russet calf and black 
calf are the colors in demand. Strong- 
ly featured are those with the new 
spade soles. Some styles had saw- 
tooth edge trim on tongue held with 
small straps; saddle stitching and 
punched perforated detail were used 
on others. 

Some novelty shoes caught the 
Summer fancy. Roy H. Bjorkman 
showed a high wedge heel sling san- 
dal in white doeskin with black and 
white snake trim. These were also 
designed in red or green doeskin with 
matching snakeskin trim. 

Spectator pumps are in the great- 
est demand in the majority of stores, 
although one St. Paul merchant re- 
ports his heaviest business in sandals 
with ankle straps. Platforms are be- 
ing passed by in many stores, partic- 
ularly models with high platforms. 
Half-platforms are better sale items 
at present. 





With clearance sales out of the 
way, merchants generally report that 
they are buying selectively for new 
season stock. Sales are holding up 


satisfactorily. Shoe men are opti- 
mistic but watchful for developments. 


= a | 
BRITISH WOMEN 
WANT STYLE IN SHOES 


Open toed, open heeled wedges are 
favorites with British women and are 
featured in the collections now being 
shown. As yet the output is small and 
is snapped up as soon as the quota 
appears in the stores. 

There is, at this time, a desire to get 
back to high fashion heels, but there 
is equally every indication that the ma- 
jority of manufacturers intend to fea- 
ture the wedge heel and in some in- 
stances to produce their entire outputs 
in this type. 
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SUMMER COMFORT 
FOR MEN ONLY-— 


HOUSE AND GARDEN SHOES 


e TO PEP UP TIRED, ACHING FEET 
e TO PEP UP YOUR SUMMER BUSINESS 


IN STOCK — IMMEDIATE DELIVERY 
TERMS: NET 30 DAYS 













ORDER TODAY! 


DON'T DELAY 
B5S72—MEN’S BROWN B 5S26—MEN’S BROWN CABERETTA 
Colt Skin Upper—Good Good Leather Sole. Stitched 
Leather Sole Opera. . Down Construction Everett $2.50 
Rubber Heel C Sizes 6 to 12 2- 
B 573—SAME IN BURGUNDY go 19 RS As 
Sizes 6 to 12 2: 





B S70—MEN’S BROWN COLT B S2S—-MEN’S BROWN 


Skin Upper. Good Leather Caberetta. Good Leather 
Sole Everett. Rubber Heel Sele Romeo, Stitch 
BS71—SAME IN BLACE Down Construction 
Sizes 6 to '2 $2.10 Sizes 6 to 12 $2.50 


WATCH THIS PAGE FOR OUR MONTHLY PRESENTATIONS 


Co WY, lids Shoe Ce mpfrariy AS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manapacluring nd Merely 


St. Louis 


CuRRENT reports from manufacturers here indicate a 
decided upswing in production over last month, although 
with materials high and calfskin and suede still hard to 
obtain, there appears an area-wide reluctance to produce 
above the level of orders. In contrast to May, however, 
when activity in the cutting rooms of some manufacturers 
was shut down for several days, a spot check of industry 
spokesmen this month reveals that most cutting rooms 
_ either are going full blast or are picking up daily. While 
one of the reasons put forward for a curtailment in pro- 
duction levels during May was a lack of orders, another 
cited was the slow arrival of patterns and dies. Pattern 
makers were swamped, some manufacturers explained, and 
could not make deliveries to all producers simultaneously. 

Most production of the current month is confined to the 
manufacture of Fall shoes, although instances were men- 
tioned, even in early June, of the winding up of Summer 
white production. Parts of the industry sold through Octo- 
ber, already are producing to capacity, while other manufac- 
turers, admitting a sharp increase over May, state that they 
still are not producing to their limit. Despite the stimulus 
of Fall orders, however, industry spokesmen state that the 
purchase of leathers still is limited to a short term basis, 
in most instances a 60 day maximum. This condition, in 
existence for many months, will not change, manufacturers 
declare, until wanted materials recede in price and become 
less scarce. 

“Production is geared to the wants of the consumer,” one 
manufacturer said, in explaining the self-imposed check 
which the industry has invoked, in an effort to eliminate 
the chance of producing above the level of demand, “and 
as long as the consumer continues in a high degree of 
selectivity, we cannot afford to go overboard on produc- 


tion.” 
Chicago 


THE burning question in the shoe industry revolves about 
the probability or the improbability of shoe prices being 
reduced. Most manufacturers maintain that reductions are 
practically impossible in view of the basic costs of all phases 
of manufacture. They point out that in no instance are their 
materials any cheaper, and their labor costs are higher than 
they were during the war. They contend that hides are as 
high as they ever were (or higher), and the basic cause for 
this is the price of cattle. They point out that the prices 
being paid the farmer are only a few dollars less per hun- 
dredweight than the all-time peak prices of a few months 
ago. And the fluctuations of a few dollars here cannot pos- 
sibly make any perceptible difference in the cost of the 
tanned hide. If a pair of shoes can be reduced by, say, 
50 cents or even $1 per pair, the difference to the consumer 
is negligible. 

What slump there may be in orders, and the larger 
houses say it is very slight, is mainly attributable to the 
unseasonable weather. Retailers are not selling their Sum- 
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mer shoes in the proportions they had hoped to, and as a 
result their inventories are heavier than they planned. As a 
consequence they are slow in making their commitments for 
Fall until they can realize some leveling off in their on-hand 
stocks. There is not the same urgency about getting mer- 
chandise as there was when footwear was scarce, and they'd 
rather be slow than sorry. The retailer is well aware of the 
manufacturers’ problems and he is not trying to exert per- 
sonal pressure on his resources to sell for less. But the 
merchant inevitably reflects the attitude of his customer. If 
his clientele refuses to buy in a certain price bracket, he 
must in turn try to find the price lines which he can sell 
readily. That there is uncertainty today in retailing is un- 
questioned. But manufacturers are confident that this 
period will soon pass. All agree that there will be no 
change in prices for at least 90 days, and some anticipate 
that the price structure will remain pretty much the same 
throughout the rest of the year. 


Boston 


Wat may prove to be a significant development in New 
England is the appearance of new manufacturing enter- 
prises, taking the place, to some extent, at least, of those 
which, organized during the war period and dedicated to the 
manufacture of non-rationed shoes, have recently passed 
from the picture. Without exception, insofar as can be 
learned, these companies, all of them small, are geared up 
to accept make-up orders and make deliveries within a few 
weeks. Although in numbers they are small, they are taking 
full advantage of the merchant’s present need to operate 
on a decreased working capital. 

Otherwise, the district, with some exceptions, is quiet and 
business being booked is spotty. Some manufacturers are 
said to have under consideration a considerable expansion 
of their sales forces with the idea of reaching the small 
town merchants in a more intensive drive for pairage. In 
the wholesale district on Lincoln and adjoining streets, it is 
reported that regular lines are being neglected by buyers 
while there is a steady demand for bargain basements for 
distress merchandise at extremely low prices. 


New York 


STRAWS in the wind which may significantly indicate a 
general course of future action in the shoe manufacturing 
industry, both here and elsewhere, are: 1) a plan an- 
nounced by an official of Council 13, United Shoe Work- 
ers of America, by which some 6000 unemployed shve 
workers, idle through shutdowns of slipper and play shoe 
factories, might be reabsorbed into the industry by the 
conversion of those factories to production of low-price 
compo street shoes; 2) The revealing of a planned meet- 
ing of member firms of the New York Shoe Board of Trade. 
Stitchdown Shoe Manufacturers Association and the Na- 
tional Association of Slipper & Play Shoe Manufacturers 
with officials of the Shoe Workers Union to discuss the pos- 
sibility of lower piece-rate costs. 
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AN ALL OVER AMERICA* CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 
AN 
ee In York, Pa., 50% of the women shoppers interviewed at 
“S Newswanger’s read Ladies’ Home Journal 


In your town... in your store... 


MOST OF YOUR GOOD CUSTOMERS READ oe seme 


2K 61,809 interviews— 159 cities—14 categories of stores confirm this fact. Results upon request—lodies’ Home Journal, independence Square, Philo. 5, Pa. 
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Window on the Pacific 


wear with accesscries and apparel, plays 
a dominant role. This is accomplished 
by remarkable attention to design in the 
accessory department and by the use of 
smartly gowned mannequins in the foot- 
wear salon wearing coordinated acces- 
sories. 

Described as a departure from con- 
ventional Long Beach retail establish- 
ments, the Guild House store is eye- 
arresting. It measures just 22 feet 
wide by 122 feet long, but clever design 
engineering produces an illusion of 
many extra feet of width. 

The facade is a tacit advertisement 
that this is a footwear salon catering to 
women of good taste—those who want 
stylish footwear and accessories to meet 
every need of their wardrobes. The 
visual or open front provides a sweeping 
view of the entire store. The all-glass 
front, which is set at a slight angle, is 
not obstructed by display cases, the only 
displays are those of a few shoes and 
bags on a small low lucite table and on 
stylized lucite display racks. To relieve 
the severity of the all-glass front and 
to prevent shoppers from walking 
through the window, a knee-high group 
of plants has been set into a circular 
brick arrangement where the front 
swings at an angle near the doorway. 


[CONTINUED FROM PAGE 59] 


To the left of the front door is an 
extruded glass display case, outlined in 
guinea wood. The front of the store is 
surmounted by a wide overhang, into 
which is set indirect lighting, which 
illuminates the name signs. The wide 
area above the overhang is in gray, thus 
providing a nice contrast for the name 
signs which are in white and in shiny 
gold lettering. 

The front part of the store is devoted 
to accessories, which includes hosiery, 
handbags, costume jewelry, belts, and 
leather umbrellas. Here one wall is in 
green and white striped wallpaper, high- 
lighted by extruded glass display cases, 
outlined in blonde wood. In the opposite 
wall, behind the triangular-shaped aisle 
cases of guinea wood, are glassless 
shadow boxes, outlined in rose-colored 
wood. Below are huge drawers of 
guinea wood. Large stockrooms for 
handbags and hosiery are located behind 
the two display-case lined walls. 

From the accessory department a 
broad aisle leads into the footwear salon. 
Between the twe sections is a smartly 
clad mannequin. Attention at the rear 
of the footwear salon is centered on an- 
other mannequin, who models her fash- 
ionable costume against an attractive 


backdrop of blue and rose wallpaper in 
a large geometric pattern. 

The color scheme in the footwear 
salon carries out that of the accessory 
department. Unusual delicate modern 
fixtures are in blonde wood, the chairs 
and fitting stools upholstered in alter- 
nating shades of old gold and leaf green. 
These blend with the pale green walls, 
which are pointed up by the small, 
glassless shadow boxes of guinea wood. 
The carpet is of soft rose. The ceiling 
is of chalk white, into which are set two 
rows of spotlights, which offer no-glare 
illumination. 

The service desk, hidden behind the 
wide backdrop, is convenient to the sales 
area but out of sight. It occupies the 
center part of the stockroom. A long 
hallway leads to the rear of the store. 
Much attention has been given to mak- 
ing the rear entrance of the store as 
attractive as the street entrance. Here 
are all-glass doors looking out on a land- 
scaped garden, complete with espaliered 
trees and fish pond. A few steps beyond 
the garden is a spacious parking lot. 

Pioneering this location and type of 
store in Long Beach, the Guild House 
store has met with unusual customer 
acceptance. Completed last December. 
it has become a mecca for smart women. 





Designed for Co-eds 
[CONTINUED FROM PAGE 68] 


brands of shoes that he knows will 
appeal to his market. 

The interior of the store has a color 
scheme of taupe, grey blue and cerise, 
softened by indirect lighting to give a 
relaxed, subdued atmosphere. 

Accessory promotion is featured in 
interior displays and Mr. Kessler plans 
an extensive advertising campaign for 
complete accessory selling. 

It is a safe bet to predict success for 
Al Kessler in his postwar venture, on 
the basis of three outstanding factors: 
1) insight and shoe-savvy acquired 
through long experience; 2) aggressive 
merchandising and promotion; 3) ad- 
vantageous location of an attractive 
and fashionable store. It is highly 
doubtful if Evanston’s campus beauties 
can resist the combination. 





N. H. Shoe Firm Boosts 
Wages 10 Per Cent 


BINGHAMTON, N. Y.—Dunn & Mc- 
Carthy, Inc., shoe manufacturers, in- 
creased the wages of its 900 employes 
here 10 per cent starting May 19, it 
Was announced by James H. Nolan, 
superintendent. 


New Family Shoe Store 
Owned by Vet Flyer 


BELLEVILLE, KANSAS — Grace’s Shoe 
Store held its formal opening here re- 
cently, and is the newest business house 
in Belleville. 

Charles A. Grace, owner and oper- 
ator, who had served six years in the 
Army Air Forces, hails from Atlanta, 
Ga., and has been here since October, 
1946, getting his new store underway. 

Ivan A. Wells, Topeka, Kansas, of 
the Peters Shoe company, and Alton 
Duman of St. Louis, representative of 
International Shoe Company, assisted 
at the opening. 





Appointments Made of 
Macy’s Shoe Men 


New YorK—Appointments of Joseph 
E. Frucht and Harold J. Goldberg to 
new positions at Macy’s department 
store here have been announced. 

Mr. Frucht, formerly department 
manager of men’s shoes and slippers, 
was named assistant to Thomas W. 
Johnston, vice-president, and Mr. Gold- 
berg, formerly department manager of 
men’s and children’s shoes at L. Bam- 
berger & Co., in Newark, N. J., was 
made joint department manager of 
men’s upstairs shoes and slippers at 
Bamberger’s and at Macy’s. 


Shoes Promoted As 
Year-Round Gifts 


St. Louis, Mo.—Added appeal of 
shoes as gifts, on a year-round basis, 
has been developed in the shoe de- 
partment of Famour-Barr, here, by 
the inclusion of a novel cardboard 
platform insert in standard merchan- 
dise boxes. 

The simple insert saves the expense 
of practically unobtainable special 
white cardboard boxes. The inserts 
are titled “Gift-O-Grams,” and are 
made of 6 x 5 inch or 3 x 4 inch 
white cardboard which have been cut 
to fold neatly into narrow, lengthy 
shoe boxes, or into larger square types. 

The cards are printed in blue and 
gold, with three lines permitting space 
for the shoe customer to write greet- 
ings. At the left is the identifying 
symbol “Gift O Gram” and Fameous- 
Barr’s comment “Another Fine Gift 
from Famous Barr Comuany.” 

To make the most of this new idea, 
the store has used newspaper display 
advertising to publicize the idea, and 
every salesperson is instructed to ex- 
plain it to as many customers as 
possible. The shoe management in- 
tends to suggest this novelty insert 
aggressively throughout the entire 
year. 
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Yes, alert retailers and display 
men agree that good-looking, well- 
modeled shoe forms are a “must” 
in order to show shoes to their 
best advantage. because shoes “on 
a form” show how well the shoe 
looks and fits on the normal foot! 
And, UNIVERSAL forms are de- 
signed to perfectly fit every type 
of shoe in your stock. In }-toe 
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able plastic in neutral flesh or the 
more daring deep pink. So mail in 
your order today to get your shoes 
into “forms” that will improve your 
window displays and promote 


faster sales! 4/] 3 heights 
per pair $785 
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Go Western in Resort Promotion 


Here are clothes that are suitable to 
any locale, and the wearer has a wide 
range of styles from which to choose. 
On the practical side are blue denim 
levis and cotton gingham and plaid 
shirts, to be worn with aplomb by the 
entire family. For Sunday-go-to-meet- 
ing or rodeos there are soft suede 
jackets in desert-inspired hues, worn 
with tailored shirts and riding pants in 
gabardines and whipcords, these usually 
in tan and beige shades, and often con- 
trasted by appliqués on yokes and 
sleeves of brightly colored flowers and 
Western motifs. Smart dudes are wear- 
ing the same vivid appliqués on their 
boots, where they afford gay contrast 
to plain clothes or carry out the theme 
of gaudily embellished outfits. 

For punching steers and more rigor- 
ous wear, the all-black or brown cowboy 
boot still reigns as uncontested favor- 
ite. But for dressier occasions, both 


[CONTINUED FROM PAGE 61] 


tenderfeet and rough riders are going 
in for bright colored boots. Red, green, 
blue, yellow and white are top choices 
for every occasion. Boots in these as 
well as conservative shades are spiced 
with brilliant contrasts of stitching or 
inserts of butterflies, steers’ heads, 
desert plants, Indian heads, and buck- 
ing broncos. 

Go Western is a style slogan on which 
alert retailers are capitalizing for re- 
sort wear departments from Maine to 
California. For colorful, highly pro- 
motable merchandise, cowboy boots, 
apparel and accessories are hard to beat. 
Two outstanding California department 
stores, the Emporium in San Francisco 
and the Broadway in Los Angeles, re- 
cently went all out when they staged 
Western cowboy boot promotions. Pub- 
lie response to the program—which in- 
cluded full-page newspaper advertise- 
ments, block-long window displays, and 


fashion shows, complete with cowboys 
and horses—was as sure-fire as the re- 
action to a rodeo. 

There are many new accessories in 
Western motifs that can be merchan- 
dised with boots. Slender cowhide belts 
with silver buckles and matching watch- 
straps and hatbands will complement 
sport suits as well as riding clothes. 
For the ladies, there are over-shoulder 
bags in saddle leather with fringed trim 
or nailhead designs. 

Department and apparel stores in 
major Middle Western and Eastern 
cities as well as those out West have 
found that interest in cowboy gear is 
stimulated when apparel, boots and 
accessories are presented together in 
one section. Merchants with strictly 
shoe and accessory store operations 
might profit by creating a department 
in the Western mood. 





Shoemaker Succeeds on Hollywood’s Whims 


Joe Napoli Makes Custom Shoes For Seeing Eye Dogs, Charlie 
McCarthy and the Movie Makers. Arrived in Hollywood from 
Sicily at 15, Started in Shoe Repair Shop, Began 
Own Business Six Years Ago 


HoLLywoop, CAL.—Adding inches to 
a man’s stature is only one of the many 
tricks that Joe Napoli of Hollywood, a 
custom shoemaker, is called upon to 
perform in the course of a day’s work. 
Not only can he build up a Hollywood 
celebrity, but he can likewise “tear” her 
down. In short, according to this shoe- 
making wizard, he tries to make people 
appear normal on the screen and off. 
For 25 years he has been adding inch- 
es to such stars as Brian Donlevy, 
George Raft, Alan Ladd, John Garfield, 
and James Cagney, only to mention a 
few, by the simple expedient of fitting 
his special tailor-made shoes with lift 
heels. 

Born in Sicily 40 years ago, Napoli 
started making shoes when he was 
eight years old, and has been making 
them ever since. Arriving in Holly- 
wood when he was 15, he began work- 
ing in his cousin’s shoe repair shop, and 
there he met Charlie Chaplin who hon- 
ored him by entrusting the young cob- 
bler with the repair of the famous big 
tramp shoes, the trademark of the 
comedian in those days. 

Napoli’s native skill in fashioning 
the unusual, even grotesque, type of 
shoe, caused him to launch his own 
business six years ago and today, using 
a five-man crew, he turns out on an 
average of fifty pairs of boots and shoes 
each week. In addition to the satisfac- 
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tion of craftsmanship, it pays good divi- 
dends. The price of his specially made 
shoes range from $12.50 a pair up to 
$175, depending upon the amount of 
skilled workmanship required for the 
particular job. 

For the picture, “Duel in The Sun,” 
he made eight pairs of shoes for Jenni- 
fer Jones; and for “Forever Amber,” 
he turned out 18 pairs of seventeenth- 
century shoes for Linda Darnell, in ad- 
dition to 275 pairs for other players. 

He has a specialty of turning out 
small footgear for Seeing Eye dogs, 
designed to protect them on hot side- 
walks during the summer heat. He has 
made four pairs of shoes for Charlie 
McCarthy, glass slippers for screen 
Cinderellas, special leather foot wrap- 
pings for actors in prehistoric pictures, 
and many, many other kinds of freakish 
footwear. 

“I work as painstakingly as any 
sculptor in designing and making my 
shoes,” he confided. “I lay out the job, 
down to the minutest detail, then my 
skilled workmen carry out my direc- 
tions. Of course, we have several fit- 
tings in some cases, where the job re- 
quires something of a grotesque or 
ancient design, and it is our job to see 
that all period shoes are absolutely 
authentic in every detail.” 

Mr. Napoli doesn’t confine his tal- 
ents solely to the movie people. He has 


customers from all walks of life, in- 
cluding professional men who desire a 
“little shortening or a little lengthen- 
ing” to make them appear more like 
normal people. 

The wildest demands of Hollywood 
for footwear will continue to be satis- 
fied, as long as Joe Napoli stays in busi- 
ness, plying his sure craftsmanship. 
His motto might well be: “We make 
shoes to your taste, need or fancy.” 





New Viewpoint 
On Comfort Shoes 


[CONTINUED FROM PAGE 71] 


Flexibility and softness are important, 
but so, too, is comfort, and city pave- 
ments present a hard surface to the foot 
that is not adequately cushioned. Women 
buy these shoes for their soft-as-butter 
uppers, but they expect a sole which 
will absorb much of the shock of walk- 
ing on city streets. 

As the thinking in regard to the 
styling and manufacture of comfort 
types changes, your thinking as a mer- 
chant is bound to change, too. You will 
want to have more types of comfortable 
—we don’t say “comfort” shoes, from 
those designed for very weak or de- 
formed feet to those intended to give 
sensitive feet softness and lightness and 
to keep healthy feet in good condition. 





Opens Shoe Department 


WASHINGTON, D. C.—A women’s foot- 
wear department has been opened in 
Marilyn’s Women’s Wear Shop, 904, 
14th street, N. W., here, to be operated 
by J. B. Oram. Mr. Oram is associated 
with the L. E. Massey organization of 
this city. 
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OXFORD 


AMERICA IS 


Now is the time to check your tennis shoe 
stock. Be sure you have on hand all sizes 
and styles because America is playing 
again. And playtime, as you know, calls for 
special footwear. 


Let The Servus Rubber Company help you 
satisfy your play- and sports-minded cus- 
tomers. Servus canvas, rubber-soled shoes 
have found a ready market for twenty-five 
years. You can count on these items to 
bring you quick turnover and big profits. 


Get ready now for summer playtime with 
a complete line of Servus Pla-Shu's. 


THE SERVUS RUBBER UU. 


SEMERAL OFFICES 


ROCK ISLAND ILLINOIS, U 
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Fine Shoe Dressings by 


WHITTEMORE 


FAMOUS FOR OVER 100 YEARS 
Whittemore Bros. Corp., Cambridge, Mass. 





Sales of Independent Shoe Stores 


Compiled by U. S. Department of Commerce, Bureau 
of the Census 


April, 1947 





———————_Dollar Sales --———_, 
Per Cent Change 
Number Apr., ‘47 = Apr., "47 
of com- com- 
Firms Pared Pared 
Report- with with April, 
States ing? Apr., "46 Mar., "47 19475 
0 Fa 909 — 5 +2 $11,798,423 
SD “kendeuseds 7 5 +1 214,081 
DL. ch iienss beesws 3 cc  . “aan 
PD dlvvctneceamaes o —4 +2 49,891 
Dn cegsedceugsias 106 — 1 +1 1,708,377 
ig RRS RES 9 —18 +4 84,851 
Connecticut senneatwed: “ae -2 0 231,272 
i enne nena wed c-  ¢geaase 
District of Columbia ... 13 7) +6 216,519 
Pt celiewnecsecene< 5 +16 3 79,294 
6 5 4 265,013 
0 ae ened oecce 
Illinois 78 1 +4 675,513 
de eS 32 + 8 +14 599,957 
Thigh «veccenceene 22 7 5 
a ta RE 9 +2 4 
Kentucky ....... " 8 4 
IR» dad oa we, ecb : 
Maine 7 11 +5 
Maryland 7 -9 tf) 
Massachusetts ....... 46 —9 +5 
Michigan 50 7 +14 
Minnesota ¢ eee 
Mississippi * sane 
Missouri 33 —9 +10 
Montana . 3 sees eede 
Nebraska ...... ere 9 -1 —?2 
DEL ci Vitihienteeecedes 9ene ian >- OF Seen 
New Hampshire ....... 3 ee ican * © +) lee 
OO _ eee 24 23 — 6 384,701 
DE MEDD ccccceceses tive eee ees 
 _ ayes 91 8 +3 1,009,920 
North Carolina ........ - OC sete” —<“aete °° “ Popeeeee 
i ee tkeies © |. . wees’ ~ ence * .-se0 
Dl cdeteweleute 56 0 7 684,932 
«hs Stade Sig a cca 7 2 13 31,880 
Dt dttagpanseunt ad 14 8 11 137,427 
Pennsylvania .......... 59 — 7 3 955,053 
Rhode Island ..... : _ Joon i mmis 
South Carolina ........ 4 +9 + 7 86,185 
South Dakota ......... ‘ Nate > - sane 
ED 6 cxtedhad ne dene ae one 
SD sccuececeuaneseses 35 —3 +2 854,949 
DP ciceconnvamuaadsens : 7 tees 
DD 20cceesenncteos sees 
ee 9 —19 2 80.913 
Washington ........... 27 —5 —6 353,421 
West Virginia 5 + 1 +6 102,805 
PE” 20 badges untene 47 —14 +7 420,779 
EE hebddsccesvee : vow ime ”- 9 ae 
* ees 49 +1 +7 474,584 
Angeles, Cal. ..... 37 —9 0 613,366 
Portland, Ore. ........ 8 25 —1ll 101,917 
OES, Oa 6 —1l1 +1 165,402 
San Francisco, Cal. .... 10 10 . 60,431 
Seattle, Wash. ....... 10 1 —4 160,546 


1 Includes reports received too late for inclusion in previous monthly 
totals. *Number does not apply in all cases to the year-to-date 
figures. * Insufficient data. ‘No data. *Compared with $12,443,365 
in April, 1946, and $11,564,193 in March, 1947. 





Clears War Stock, Gains Customers 


New Haven, Conn.—Offering 400 pairs of war-stock 
shoes, originally retailing at $8.95 for $1.95 a pair, Joseph 
Duffy, of The Fashion Booterie, here, found himself liter- 
ally swamped with trade. His entire stock was sold out in 
two days, and he found himself with a lot of new cus- 
tomers who had never been in his store before. 

Duffy decided on his move after several dealers had 
offered him 30 cents per pair when he attempted to clear 
his stock room. Rejecting all the offers, he built a center 
island counter in the midst of his showroom, dumped the 
left shoe of each pair around a sign showing the size, put 
two large display signs in his windows which read: “Shoes. 
all styles, all sizes, formerly retailing as high as $8.95. 
will be sold first come first served at $1.95.” This was the 
only promotion given the sale, but as soon as his door 
opened, the rush began. 

Only a cashier and a stock clerk were necessary to 
handle the special sale, with the store’s clerks serving only 
the regular trade. 
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Ever since Queen Nofretete of 
Egypt first slipped an Egyptian tab-teb (the old- 
est known type of leather footgear) on her 
perfumed foot, every generation has added 
something to the improvement of leather. Down 
through the ages, most nations of the world have 
contributed some particular knowledge and ex- 
perience to the ever-improved art of tanning. The 
leathers produced by the American Hide and 
Leather Company today. are the result of cen- 
turies of progress. They are beautiful, practical ~ 


a treasure of modern science in leather production. 


AMERICAN HIDE ano LEATHER COMPANY 
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OUT PROFITS! 


The exclusive construction features of 
PLAY-POISE—Shoes for Infants and 


Children—“punch out” extra profits 





for dealers everywhere. Nationally 
advertised in GOOD HOUSEKEEPING, 

PARENTS’, and THE JOURNAL 
OF BONE AND JOINT SURGERY. 
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THE VIRGINIA SHOE CO., INC. 


* Fredericksberg, Ve. 














Bermuda Store Modernizes 





This photo shows window display of H. A. & E. Smith, 


‘Ltd., of Hamilton, Bermuda, featuring first shipment of 


Church's shoes which the store has received in six years 
from the factory in Northampton, England. The firm of 
Smith's, which was established in 1889, has represented 
Church & Co. in Bermuda for more than 20 years. 

Stewart Atwood, long connected with the Smith store, 
is directing head of the shce department. He makes fre- 
quent flights to the United States to contact the sources 
of well known American lines of shoes and accessories 
which are also carried. The entire store is now in process 
of renovating and redecorating, which is possible for the 
first time since the early "40s. 


Editorial Outlook 


[ CONTINUED FROM PAGE 66] 


customers they need more than that. They need the 
refreshment of new ideas in patterns and design. Ever 
since the war retailers have been demanding new pat- 
terns. Now, for the first time, many manufacturers 
are in a position to supply them in relative abundance. 
Shoes are more attractive and alluring than they have 
been at any time since pre-war days. 

Some retailers, we are told, confronted by the new 
styles they have so long been asking for, are hesitant 
to buy. Some of them are more inclined to “size up” 
on the old styles than take a chance on new ones. We 
can understand, in some degree, their hesitation, but 
we also believe that from now on more and more of them 
will have the courage to face this issue and decide that 
the time has come to offer their public something new. 
different and therefore more desirable. Only by doing 
that, season after season. will the retailer who aims to be 
a style selector for his community be able to meet and 
vanquish the competition that he faces, not only from 
other shoe stores, but from scores of alert, enterprising 
industries now turning out highly desirable products 
and for the first time hitting their postwar production 
stride. 
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“Cushioned comfort”—that's the secret, 
ladies. Never again need you suffer foot 


agonies just to be stylish. It’s so easy now to 





get style PLUS Onco* Insoles—the insoles 
that put a magic carpet of comfort 


under your feet. 


specify Cleo insoles —The words “Onco 


Insole-ated” stamped on sock liners add extra prestige to the shoes you handle. 






Specify Onco when you order. Give your salesman a strong extra selling point! 


“One-Company” Control means uniform high quality 


From its own woodlands Brown Company selects only the most suitable, long 
fibered trees—for Onco Insoles. Every process from there to finished product 
is Brown-pioneered, Brown-supervised. This “one-company” control assures 
unvarying texture and thickness, unfailing high quality in Onco 
Insoles. For further information, write 


Brown Company, 500 Fifth Avenue, New York City, N. Y. 
ONCO INSOLES—ONCO BASE for Sock Linings and Heel Pads—ONCO PLUMPER STOCK for 

backing and reinforcement purposes—are products of Brown Compony. 
ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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CAVALIER — has all 
WHITE DRESSINGS 


Whether smooth or nappy, every white leather has a 
Cavalier dressing. Each of these dressings was develo 


roper 
scien- 


tifically and carefully, and each has been proved by scientific 
testing. Each is packaged complete with applicator—ready for 
use. Check over your Cavalier stock today. Notify your favorite 
Shoe Findings Wholesaler of your Gavin requirements. He 
has them all, for immediate delivery. 





CAVALIER COMPANY 


BALTIMORE 30, MD. 


Industry Hails Return 
Of Elasticized Shoes 


[CONTINUED FROM PAGE 72] 


It is obvious from the way in which 
they answered the questions asked by 
BooT AND SHOE RECORDER that they are 
now buying these shoes or, at least, soon 
will be open to buy them. 

A summary of the retailer vote tells 
the story better than any deductions 
which could logically be made. 

Sixty-two per cent of the merchants 
who sold elasticized shoes before the 
war, now are selling them, though many 
complain that they are unable to get 
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them in what they consider sufficient 
quantities. More than 95 per cent are 
convinced that the buying public will 
again look on them with favor. 

There is less unanimity of opinion, 
however, on how this elasticized mate- 
rial should be used in the construction 
of closed types of shoes such as pumps, 
step-ins, etc. Here 80 per cent of all 
retailers who replied prefer elastic back- 
iag in the types prescribed; while 20 
per cent prefer rigid backing. There 
were a few merchants who qualified 
their partiality for elastic backing by 
such comments as “improvements are 
desirable to prevent undue breaking,” 
and “except in vamp.” 





‘Goad Shoes 
Deserve 
A he’ P. rice” 


Beet and Shoe Recorder 
National Votce of the Trade 





The card illustrated above was dis- 
tributed at the National Shoe Fair, 
held recently in New York, and re- 
ceived favorable comment there. 
We believe that it and the message 
it conveys is worthy of a place in 
every shoe display window. If you 
would care to have this attractively 
designed, two-color counter or win- 
dow card, measuring 5" x 6", we will 
send you one with our best wishes— 
no charge. Address 


BOOT AND SHOE RECORDER, 100 East 
42nd Street, New York 17, N. Y. 





Reconvert Your Sales 
Technique 
[CONTINUED FROM PAGE 63] 


will ever darken your doorway again. 
It is a safer bet that he or she will go 
into another store and buy a pair of 
shoes which “look just as good as those 
high-priced ones,” but cost less. 

Yes, converting a shoe man’s wartime 
sales technique is not only important to 
his employer, but to himself—especially 
if he wants to see nice, fat pay envel- 
opes or checks when Saturday rolls 
around. 


Buy U.S.Savings Bonds 
REGULARLY 


oN 


- 


Ask where you WORK 
Ask where you BANK 
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Aye, mon, MAC* is thrifty, for 
*Multi-Angle-Cord is tougher- 
wearing, longer-wearing. Tire 
cords of cotton locked in the 
soles and heels at all angles 
give non-slip footing. 










Put MAC to work for you selling shoes for 
safety and long-wear. Shown is the new design 
No. 3006, brown sole, 3005, black sole; 3206 
brown heel, 3205, black heel; for men and 
Sole No. a — boys. Little Gents, Youths, Boys and Men's size 

ranges. This is one of the toughest soles in the 
extensive Gro-Cord line for long wear and 
non-slip protection. 













Heel No. 3205 Black 
3206 Brown 








GRO-CORD RUBBER COMPANY — LIMA, GQHIO 
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SOLES & HEELS IN THE 
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HEALTH And HAPPINESS 
Take Their First STEP Together 
In JOBAL 


No other article of apparel worn by infant or child con- 
tributes so much to its health, happiness and well-being 
as the tiny shoes it wears. Made by skilled specialists 
who work materials carefully selected for this specific 
type of footwear, ideal Baby Shoes are the finest shoes 


ever made for baby feet. 


MRS. DAY’S IDEAL sasy sHoE co. 


DANVERS, 


71 WEST 35th STREET 
NEW YORK 1, N. Y. 





MASSACHUSETTS 


1070 MERCHANDISE MART 
CHICAGO 54, ILLINOIS 


Holds Leather Industry Entitled to Profit 


Higher Labor Productivity Needed to Offset 100 Per Cent Wage 
Rise, Glass Tells Production Men. 


MILWAUKEE—Unless there is a gain 
in the productivity of labor in the tan- 
ning industry to compensate for the 100 
per cent increase in wages, the total 
cost of making leather will remain far 
higher than it was in the prewar 
period, according to Irving R. Glass, 
executive vice-president of the Tanners 
Council of America, who spoke to the 
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members of the Tanners Production 
Club of Wisconsin on May 23. 

“The specific problem of our indus- 
dustry,” declared Mr. Glass, “is the ad- 
verse pressure to which leather will be 
subjected by higher costs in the face 
of mounting competition from substi- 
tutes and synthetics.” 

“People want leather because they 


have come to recognize that it is a 
product with outstanding value and 
usefulness, and they know that Ameri- 
can leather is tops throughout the 
world. There is a solid and satisfac- 
tory market before the industry but it 
is up to production men to see that 





IRVING R. GLASS 


leather remains competitive by increas- 
ing productivity in order to offset some 
part of higher postwar costs. That is 
not, of course, the only problem of cost 


-but I believe that management in this 


industry is aware of the others and is 
fully capable of benefiting by the ex- 
perience of the past.” 

“The necessity of some reasonable 
rate of return is axiomatic in almost 
every other business,” said the speaker. 
“It is the keystone of a free enterprise, 
competitive system. Yet tanning in the 
past two decades—in the period from 
1920 to 1940—was a unique and far 
from shining exception. Instead of 
attributing to tanners the normal right 
to expect some return for capital, skill, 
and experience, the contrary was taken 
for granted. 

“Any compilation of earnings in 
tanning and in associated industries 
demonstrates all too vividly an extra- 
ordinary contrast during the 20’s and 
30’s. In the tanners’ column, losses 
were achieved with remarkable con- 
sistency, year after year. Shoe manu- 
facturing slipped into the red during 
only one year, while retailing held its 
head above water every year. 

“This strange record has created a 
tradition of unprofitability which has 
persisted through the years.” 

“What was the origin of the psychosis 
which relegated tanning to the bottom 
of the heap, which ignored the remark- 
able achievements of the industry and 
its magnificent contribution to Ameri- 
can standards of living? In my opinion 
the record of those years, the capital 
‘oss of $200 million, was not symptom- 
atic of a deep-seated malady which 
makes tanning a pariah among more 
profitable industries. Tanners and their 
employees are fully capable of enjoying 
the rewards which are reasonably ex- 
pected by every industry performing a 
useful economic function.” 
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...the secret of 
shoe comfort 





The upper, quarter or throat... whether this strategic point makes the shoe give 
made of leather, gabardine or other ma- gently with every step yet always return to 
terial ...is controlled by a fine lining woven the original snug, trim top line so impor- 
with Lastex yarn. The resulting stretch at tant in women’s shoes. 


An elastic yarn manufactured exclusively by United States Rubber Company 


For models, samples and prices of those shoe materials made with Lastex 
yarn which are now available, apply to ALFRED VAMOS, 406 Mar- 
bridge Building, New York City. Alfred Vamos is the inventor and Ss 
patentee* of Vamos stretchable shoes, and the selected consultant for 
shoe manufacturers using materials made with Lastex yarn. 
* Patents asugned to | mted Mates Rubber Company 
LASTEX, THE MIRACLE YARN THAT MAKES THINGS FIT 
} 
1230 Avenue of the Americas, Rockefeller Center, New York 20, N.Y. @® 
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Buyers Waiting for Values to “Settle Down” 


Cautious Buying Prevails Due to General Feeling That “Leather 
Prices Are Out of Bounds”—Calf Prices Chief Target. 
by Jack Minnoch 


CHICAGO, ILL.— While there are mix- 
ed feelings relative to the immediate 
future of the shoe industry, the pic- 
ture in its entirety is far from dark. 
On the contrary, there are footwear 
manufacturers who believe the present 
slump in production is a normal reac- 
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tion to the abnormally high activity 
of recent years and will, in the long 
run, prove “a good thing.” 

From the largest purchasers of 
leather, the shoe manufacturers, comes 
word that they are still awaiting set- 
tlement of values. The genera! com- 


ment from one end of the industry to 
the other is that “leather prices are 
cut-of-bounds.” No one is eager to 
build up large inventories, and those 
footwear plants that are running too 
far ahead of consumption are now 
making the most noticeable curtail- 
ments. Unemployment has temporarily 
found its way into the ranks of work- 
ers in some tanneries in the North 
Shore District of Massachusetts, where 
more than 1,000 leather employees are 
said to be idle. 

Shoe manufacturers use calf leather 
prices as their principal target in dis- 
cussions aimed to provide the answer 
for a lull in the buying of rawstock. 
Calfskin prices are still firm, but even 
some calfskin tanners are of the 
opinion that calf rawstock will decline 
during the summer, perhaps the late 
summer, and come closer into line with 
hide prices in general. The downward 
trend on hide prices may be resumed 
after tanners fill their requirements for 
the medium and lighter weight hides. 

The side leather trade already re- 
ports business is draggy and little de- 
mand for the inferior grades. Busi- 
ness at best is only moderately active in 
side leathers, but the signs are pointing 
to slightly increased demand. Pressure 
for lower prices in finished goods, in- 
cluding shoes, is creating resistance. 
Side leather tanneries are now mov- 
ing with extreme caution pending re- 
adjustments. 

Hardest hit are those producing 
sheep leathers. A recession started in 
this branch of the industry two or 
three months ago and business has 
been off to a marked degree. This fol- 
lowed an overstocking of the market for 
finished goods, particularly in leather 
coats, but the sheep lining side of the 
industry has been fair. 

As in the case of side leathers, prices 
are holding up fairly well, but any pro- 
longation of the present situation must 
invariably lead to lower prices. Al- 
ready sheep leather tanners are willing 
in some instances to reduce their fig- 
ures on the lower grades of sheep 
leathers. 

The call is for kip in the side leather 
industry, wherever these are available 
at a reasonable price. They are still 
wanted in fair quantities. 

Because shoes have not been selling 
in the same quantity that they have 
been shipped, kid leather tanners re- 
port that shoe manufacturers are not 
as eager to buy everything that is 
offered. They are becoming far more 
selective. The trend in footwear defi- 
nitely is moving away from low priced 
footwear and into the medium and 
higher grades, if the buying of kid 
leathers is any indication. Top quality 
kid leather is more desirable and de- 
mand for the inferior grades is falling 
off. Suede is the most popular line on 
the market today. Glazed is wanted in 
larger quantities than tanners are able 
to supply. Rawstock purchases are with 
an eye on leathers suitable for the 
outer part of the shoe. 
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Cayibytt 10- ye Good Sheet 


Every Type of Shoe « « men's, women's, children's for Every Type of Store «« 
in Every Price Range. Here in Chicago is a 


complete Footwear Market for style-minded, quality-conscious, profit-wise shoe Retailers 


For Every lype FD Shoe... 


for Geller -fasler Sewitce 














Predicts Pick-Up in 
Retailer Buying by July 


New York. — The importance of a 
closer relationship between manufac- 
turer and retailer was emphasized by 
Thomas F. Callahan, of Bonwit Teller 
and vice-president and treasurer of 
Caleo, Inc., told The Guild of Better 
Shoe Manufacturers at a recent lunch- 
eon meeting attended by member firms 
and guest manufacturers. 

Mr. Callahan predicted that in the 
next 35 to 40 days the retailer will be 
all “cleaned up.” “Business is good and 
very soon all retailers should be in a 
position to buy shoes.” 
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Mr. Callahan discussed the closed toe 
shoe, foreseeing a big demand “sooner 
or later.” 





Joseph’s in Chicago 
Damaged by Fire 

Cuicaco, ILL. — Fire which spread 
from a photographer’s studio next door 
got into the basement stock room of 
Joseph’s Michigan Ave. shop in Chi- 
cago and resulted in almost $125,000 
worth of damage. Smoke seeped into 
the corner of their new salon above, 
The Guild Room, and injured some of 
the wall and decorations. It has been 
temporarily closed for repairs. 


Reorganize Kay Karzmar 
Casuals 


New York.—A _ reorganization of 
Kay Karzmar Casuals, Inc., here, was 
recently effected, producing a change in 
officers and sales policy, it has been 
announced. The firm has also acquired 
the John Footwear Corporation to man- 
ufacture its products. 

The new officers of the firm are: 
Leonard Karzmar, president in charge 
of sales, promotion and administration; 
John Forma, vice-president; Michael 
Forma, secretary; and Albert Brief, 
treasurer. John Nicastro heads the 
styling division. 

The company, in harmony with what 
Mr. Karzmar describes as a policy of 
aggressive retailer service and com- 
petitive pricing, has lowered the price 
range of its casuals to $5.95-8.95, retain- 
ing, however, the emphasis on the $8.95 
line. Plans have been formulated for an 
extension service to the retailer for 
checks on quality of received orders and 
the development of promotions. Mr. 
Karzmar reports a good response to the 
policy changes and said that at present 
his factories are sold up to August. 

The firm’s nation-wide sales organi- 
zation now includes: Harold Lemke, 
who covers Ohio, Kentucky, Indiana, 
Tennessee and Michigan; Philip Smith, 
New England; Archy Benson, Middle 
West; Stanley Krell, Eastern Sea- 
board; Ruth Hamilton, West Coast; 
Max Garfinkel, New Mexico and Ari- 
zona; Bob Rosen, Southern states. 





Starts Manufacture of 
Shoe With New Sole 


New YorkK — Willy Weidner, well- 
known shoe designer and inventor of 
“Tabbies,” a patented sole construction, 
has recently organized the firm of 
Willy Weidner, Inc. for the manufac- 
ture of shoes with this sole. Associ- 
ated with Mr. Weidner, president, as 
members of the firm, are Al Tuzes, 
Ralph Saylor and Michael Stark. The 
factory is located at 129 Fifth Avenue, 
and will go into production early in 
July. Both low and high heel shoes 
will be made. 

The unique feature of the sole to be 
used on these shoes is a rubber strip- 
ping, made by Firestone, which com- 
pletely covers the edge of the sole, a 
10 iron split to which this rim is 
cemented. The sole, which was invented 
by Mr. Weidner a short time before the 
beginning of the war, was licensed to 
a few manufacturers and between 300,- 
600 and 400,000 pairs of shoes were 
made with it. Wartime restrictions 
stopped its use. In addition to its dura- 
bility and flexibility, the sole offers 
style possibilities in the use of a color 
contrast in the sole. All styles from the 
factory will be the creations of Mr. 
Weidner and will offer a wide choice 
of patterns in shoes to retail in a 
medium price bracket. 
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Men's Goodyear Welt 


Quality Loafers 
Rich top grain saddle leather uppers 


e Neolite or Avonite soles 
¢ Snug fitting counters 
e Leather innersoles 
e Neolite toplifts 
e Leather Heels 








_ Antiqued Brown 
* Golden Brown 
Minimum orders . . . 12 prs. 





Firm Nome 
Street 
- —_— 


\ 


Available in: a a 
THE “INVISIBLE” SHOE FORM! 
B Width 8 to 12 CLEAR PLASTIC! FITS EITHER SHOE. 
C Width 7 to 11 | ORDER ae a yi 
' 
D Width 5 to 12 et Gy nccassec $ 1.25 ec Small 42-5 Shoes 
: es pr <= _ Large 52-4 Shoes 
z ; 
4 } — 12.00 des Trade Mork Registered” 
ry 1 doz. small @ 15.00 7 3 doz. small 4 13.50 7 4 doz. small @ 12.00 
} | doz large @ 15.00 [) 3 doz large 13.50 T) 4 doz large @ 12.00 
~) SEND PAIR @ $1.25 PER PAIR ) LARGE [) SMALL 


) Please send, without obligation, your catalog Modern Design on Disploy 
containing 60 illustrations of modern fixtures 
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ROGER KENT COMPANY... Pleatics 








Ad Campaign Puts Over New Department 


New ORLEANS, La.—A clever cam- 
paign, which drummed from many 
angles at a single bring-’em-in idea, 
is given large credit for helping to se- 
cure immediate customer acceptance of 
a& new woman’s shoe department recent- 
ly opened in New Orleans by Beek- 
man’s. An old, established store, Beek- 
man’s had never featured women’s shoes 
until October, 1946, when the first 
women’s departments in its 50-year his- 
tory opened with a bang. Featured 
among them is a large and important 
women’s shoe section. 

When Beekman’s _§ sales - planners, 
headed by General Manager David Sie- 
gel, sat down to lay plans for what they 
considered a revolutionary changeover 
for a store of Beekman’s type they 
realized that some strong selling angle 
would be needed to secure customer ac- 
ceptance of the store as more than just 
a men’s wear shop. Mr. Siegel and his 
assistants determined to use a “teaser” 
advertising campaign, succeeded by 
stronger advertisements featuring ac- 
tual merchandise, to put across the new 
Beekman’s women’s shoe section. 

Beginning about two weeks before it 
actually opened, the ads appeared in 
New Orleans newspapers and on out- 
door boards throughout the city. In 
different forms, each plugged the con- 
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tinuing slogan: “No longer for men 
only.” Newspaper ads were two col- 
umns wide, about seventy lines deep. 
A typical one showed a woman standing 
at a U. S. Army recruiting booth. 
Other teaser ads showed the same girl 
bowling, sitting at a prize fight, and do- 
ing other things which were once con- 
sidered exclusively masculine. Each 
issue of the three New Orleans news- 
papers carried at least one insertion 
every day; often, as on Sundays, two 
to four ads appeared scattered through- 
out a single issue. 

While this newspaper campaign was 
appearing, outdoor billboards located at 
strategic spots blared forth the same 
message. When the time came to open 
the women’s departments, double truck 
papers carried at least one insrtion 
ads were ordered in each of the three 
papers. 

In operating this department, many 
changes have been made from tradi- 
tional policy, but two Beekman’s policy 
standbys were retained. The store had 
always been lenient with overdue charge 
accounts, and extra generous in accept- 
ing returns. “These two policies built 
a lot of friends for the store when it 
was, in truth, for men only,” says David 
Siegel. “We think they’re good. So 
we're carrying them over into women’s 


wear merchandising.” Other tradi- 
tional Beekman’s methods, however, 
were junked. 

“For example, there are the Beek- 
man’s windows which, while they 
weren’t bad, certainly stood in need of 
improvement,” Mr. Siegel says. “Item 
by item, the merchandise wasn’t badly 
chosen—but there was no underlying 
idea behind any window. No window 
was a unit. In effect, our windows 
said to customers: ‘Beekman’s has 
merchandise’—not ‘Here is merchandise 
you need for a specific reason.’ 

“Which of those two messages a win- 
dow puts across to customers is import- 
ant. 

Like its windows, Beekman’s adver- 
tising needed an injection of selling 
ideas, the store’s sales planners decid- 
ed. Now, instead of offering sometimes 
badly-chosen items, with no appeal or s 
weak one, Beekman’s newspaper adver- 
tisements are easy to read, and offer 
women’s shoes and other merchandise. 

Believing that what the individual 
salesperson does spells results in the 
final sum-up, Mr. Siegel and the other 
Beekman’s planners next blueprinted a 
skort but intensive training program 
for salesmen and saleswomen. On the 
planning blueprint, but not yet com- 
pleted, is a scheme for the complete re- 
modeling of Beekman’s old-fashioned 
store front, building in better facilities 
for the kind of idea displays that sell. 
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JANSENS SATIN SCUFF. 
A slipper designed to grace 
your foot to perfection... 
comes in Pink, Light Blue, 
White and Red. 


10824 BURBANK BLVD. * N. HOLLYWOOD, CALIF. 


J. C. Penney Plans Doubling 
Shoe Space in Larger Store 


LINCOLN, NEB.—Complete men’s, wo- 
men’s and children’s shoe sections will 
be installed by the J. C. Penney Co., 
here, in a new store which is to be 
erected at 13th and “O” Streets, ac- 
cording to Samuel F. Graham, Lincoln 
manager, and better lines of both men’s 
and women’s shoes will be featured. 
The company has signed a 30-year lease 
for a five-story and basement building 
to be erected by Miller & Paine depart- 
ment store and turned over to Penney’s 
completely furnished. 

The new store will have 54,000 
square feet of selling space, be modern 
in every respect and include air condi- 
tioning. The new shoe sections will more 
than double the space in the present 
store and provide 100 per cent increase 
in personnel. 


Third Floor Shop Opened 
For Children and *Teen—Agers 


OMAHA, NeB.—Brandeis department 
store has opened an exclusive shoe shop 
for children and teen-ager youngsters 
on the third floor, with a salon divided 
be a row of seats into the children’s 
department and the teen-agers. 

Stocks are hidden except for isolated 
displays, and decorations have a nur- 
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SWANK SHOE DRESSINGS, INC. 


61 East ! ith Street 


New York 3, N. Y. 








sery theme in the children’s section. 
Comfortable upholstered chairs and 
settees are provided in both sections, 
along with a pair of “hobby horses” in 
children’s. 

Another new third-floor shoe depart- 
ment has been added, featuring shoes 
for nurses, receptionists, technicians and 
other “young women in white.” 





Store Closing 


GLENROCK, Wyo.—Powell’s Clothing 
Store, which operates a large shoe de- 
partment for men, has announced it 
will close out its business. 


Syracuse Shoe Stores 
Forced to Move 


SYRACUSE, N. Y.—Several shoe stores 
have been forced to find new locations 
in recent months due to demolition of 
buildings and increased rentals. The 
Regal Shoe Store, managed by John L. 
Lisson, has moved from 354 S. Salina 
St. to 454 Salina St. Its former loca- 
tion has been taken by the G. R. Kin- 
ney Co. store which was forced to va- 
cate its store on the site of the new 
W. T. Grant Co. store. The Nisley 
Shoe Store, now in temporary quarters 
at 529 S. Warren St., expects to move 
to 440 S. Warren St. late in April. 


Two Shoe Stores Open 
In New Shopping Center 


Detroit, MicH.— Two modern new 
shoe stores have recently been opened 
in a new shopping community center 
erected around the Civic Theater in 
northeast Detroit—Belloli’s Fine Foot- 
wear and the Arden Boot Shop. 

Both stores are in new one-story 
buildings, with a typical macotta front, 
double-U-shaped vestibules, catering to 
the general family trade. 

Belloli’s, at 11706 Whittier Avenue, 
revives an old-time Detroit shoe name. 
Owners are Angelo J. Belloli, and his 
nephew, Frank J. Belloli, brother and 
son respectively of the late Frank Bel- 
loli who operated a small shoe store 
chain here up until 1929. Both were 
formerly associated with the latter 
chain organization. In addition, Angelo 
Belloli was subsequently with Shapiro 
Brothers and the Ernst Kern shoe de- 
partment, and operated a shoe repair 
firm for twelve years before returning 
to the retail shoe field. He has an- 
other brother and three other nephews 
also active in the shoe business in De- 
troit. 

Around the corner, the Arden store 
at 15222 Houston Avenue has been 
opened by William Kawa, who oper- 
ated a store on Grand River Avenue. 
Front is tan shade above, dark brown 
beneath, with double entrance doors. 
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Shoes shown in this impressive window display, seen by 
thousands of visiters at the DuPont Exhibit os Atlantic 
City's boardwalk, were of white kid and kip leathers made 
by G. Levor Co., Inc., in smooth, suede and crushed finishes. 
“Unpriceable white,” said display card quoting Vogue, “un- 
priceable when it is all-white . . . clean, unmixed.” Photo 
shows middie portion of extensive display. 





Price Appeal Sells New Department 


“We push price in this store and our volume is jumping,” 
reported Sam Washofsky, manager of the recently-opened 
children’s shoe department in Rubenstein’s, New Orleans 
specialty store. 

“Customers began asking for children’s shoes to a point 
where we couldn't afford to be without them,” he 
pointed out. “The addition was in line with good bysiness 
practice, and our floor was really incomplete without a 
full line of children’s shoes. Heretofore, we handled all 
types of shoes for adults and our shoe department is one of 
the most profitable in the store. . 

Before the shoe department was opened, Mr. Washo 
was faced with the problem of whether to promote style 
or price. After careful analysis of the store’s customers, 
he decided to stress price, since the store’s merchandising 
was directed toward price-conscious customers. Working 
with customers with a limited amount of money to spend, 
Mr. Washofsky found that the merchant who sells a large 
enough volume at a low mark-up, can make a substantial 
profit. 

“Our next problem,” said Mr. Washofsky, “was to estab- 
lish the addition as a quality department with reasonably 
priced merchandise. We advertised the department heavily, 
stressing the fact that we had good shoes at low prices. 
The results were better than we had expected. Artistically 
designed display windows were dressed with our most pop- 
ular shoes, and the flow of customer traffic into the store 
was terrific. In the near future we hope to put across some 
strong direct mail advertisements, featuring our low priced 
children’s boots and shoes.” 

Mr. Washofsky is a firm believer in good treatment of 
his employees and says that the shoe department can at- 
tribute much of its success to the fact that the employees 
work with and not for him. “We have had very little turn- 
over in personnel in the shoe department—even in hectic 
times,” he pointed out, “and we know we get better results 
from our customer traffic by keeping the same salespeople.” 
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Children’s Shoe Business 


Your customers expect careful attention in fitting 
their children’s feet. The John Arthur 6 Feature Plan 
gives you extra features to sell. Your customers will 
buy with greater confidence when easy-to-understand 
reasons are used in your selling. John Archur Shoes for 
children are RIGHT for little growing feet. Build your 
reputation for better children’s shoe service. Sell John 
Arthur Shoes. This high quality, sensibly priced line 
spells more P-R-O-F-I-T and more repeat sales for you. 










First steps to retail , 
at $2.95. Sizes 2 to 
5 at $3.95. Sizes 5% 
to 8 at $4.45. 


JIM ‘nm JILL 
No. 430—Brown 
and white Elk saddle 


sales. Widths B, C, D, E. 
Sizes 5, 10 8. Price $2.50. 





MEDICALLY APPROVED SHOES 
STYLED ON THE SCIENTIFICALLY 
DEVELOPED JOHN ARTHUR 


6 FEATURE PLAN 


Write or wire for catalog and additional information 
John Arthur Shoe Manufacturers, Inc. 


2655 Sidney . 
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Saint Louis, Missouri 
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IN PERFUME, 


IN LEATHER SOLES, 
FIBRE-SORTING 


makes the difference 


FIBRE-SORTING, by England-Walton’s skilled 
craftsmen, provides superior matched soles. . . 
because these men have sensitive “X-ray” eyes, 
trained to detect minute differences of inner fibre 
construction of leather. Manufacturers who spec- 
ify E-W FIBRE-SORTED cut soles are assured 
of retailer and customer repeat orders— because 


they're satisfied. 


FIBRE-SORTED soles offer that extra value which 


is a unique E-W selling feature. 




















SET 1 


POLARIZED LIGHT PARALLELS KEEN 
INSIGHT OF ENGLAND-WALTON SORTERS 


SET 2 


E-W fibre-sorted soles offer greater flexi- 
bility and wear-resistance. 

Uneven stress lines developed in unmatched 
flexed samples are shown in Set 1 of these 
paired photoelastic pictures. They're like in- 
ternal structure of unmatched leather soles: 
UNEQUAL WEAR SERVICE. . 

Uniform stress lines in Set 2 are comparable 
to soles matched by E-W sorters: 
LONGER, MORE EVEN WEAR. 





ENGLAND-WALTON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Boston - Camden + Peabody - New York + St. Louis 
Columbus - Milwaukee + Los Angeles - San Francisce ' 
Ashland, Ky. + Newport, Tenn. + Hazelwood, N. C. 
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RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Shoe Chains Show Substantial Sales Gains 


W. W. Stephenson Sees Prices on a Plateau Rather than at a Peak, 
Citing Stability Factors in Current Situation. 


New YoRK—An improved tone in re- 
tail shoe business, despite unfavorable 
weather conditions, was reported from 
a number of important trade areas for 
the month of May and further improve- 
ment was apparent during the first 
week in June. Flood damage gave a 
temporary setback to business in Mid- 
western sectors affected by the over- 
flowing Mississippi and _ tributary 
waters, but it was too soon to gauge 
the effect of these factors as this sum- 
mary was compiled. 

National Shoe Manufacturers .Asso- 
ciation, in its June 6 Bulletin, quoted 
figures from May sales reports of three 
large shoe chains showing very substan- 
tial gains for May as compared with 
the same month in 1946. Melville Shoe 
Corporation sales to May 24 showed 
an increase of 32.1 per cent over the 
corresponding period last year; A. S. 
Beck Shoe Corporation showed a gain 
of 34.2 per cent and Edison Bros. 
Stores, Inc., registered a gain of 13.3 
per cent. 

“In the light of what these chains 
have done in May, it is reasonable to 
expect a substantial improvement in 
the sales of other shoe retailers,” the 
Bulletin’s summary concluded. Else- 
where it was pointed out that April 
sales of independent shoe stores were 
five per cent under the corresponding 
month last year but two per cent over 
March sales. The apparel group as a 
whole was down eight per cent from 
April, 1946. These comparisons refer 
to dollar volume. 

In an open letter to the West Coast 


Shoe Travelers Associates on the oc- 
casion of their semi-annual convention 
opening in Los Angeles June 15, W. 
W. Stephenson, executive vice-presi- 
dent of the National Shoe Manufactur- 
ers Association observed: 

“It is trite to say that shoe prices 
have advanced because of labor and 
material increases, yet this is a basic 
fact which must be recognized. As an 
example of some of these increases, 5 
to 7 lb. calfskins currently are selling 
at $5.35 as compared with an OPA ceil- 
ing price of $1.80. Other increases over 
wartime ceiling prices are: Kipskins, 
135 per cent; kidskins, 60 per cent; 
side upper leather, 67 per cent; sheep- 
skin linings, 100 per cent; men’s weight 
soles, 40 per cent; women’s weight 
soles, 50 per cent. 

“In addition to these increases in raw 
materials prices, labor costs have ad- 
vanced more than 100 per cent since 
September, 1939, and more than 67 per 
cent since January, 1941, and well 
over 25 per cent since V-J Day. 

“The full story of the comparison 
between prewar and current shoe prices 
is not told, however, by these simple 
statistics. Much of the increase in aver- 
age prices has resulted from the elimi- 
nation of extremely low-end shoes and 
a corresponding increase in the pro- 
duction of medium and higher price 
footwear. It has been estimated that 
whereas before the war, 75 per cent of 
the total production of shoes whole- 
saled at $2 and below, today, only 10 
per cent is produced at this level. This 

[TURN TO PAGE 124D, PLEASE] 





Somebody Took a Shine 
Te His Shoes 


Kut, N. D.—Dr. Frank P. Tolleen 
has been reindoctrinated to the United 
States after a 20-year stay in Sweden 
and has diseontinued one age-old Euro- 
pean custom that he had acquired. 

According to’an A. P. dispatch, Dr. 
Frank, stopping at a hotel en route to 
his former home, left his shoes outside 
the door of his hotel room before retir- 
ing—expecting to find them shined in 
the morning. 

The difference in Swedish and Amer- 
ican custom, he feels, accounts for the 
missing pair of shoes. 


June 15, 1947 


European Children 
In Need of Shoes 


The Foster Parents’ Plan for War 
Children is desirous of obtaining shoes 
for children overseas..New or used 
footwear will be acceptable, and shoes 
may be of any size, width or descrip- 
tion. Shipments should be made to 
Foster Parents’ Plan Merchandising 
Receiving Depot at 122 East 34th 
Street, New York, N. Y. All express 
charges will be paid by this organiza- 
tion and shoes will be shipped over- 
seas immediately. 

Children of fourteen different nation- 
alities are being cared for. 


J. & J. Slater Will Open 
Greenwich, Conn., Unit 


GREENWICH, CONN.—J. and J. Slater, 
Madison Ave., New York, shoe firm, 
specializing in highest quality women’s 
shoes has rented the store in the Green- 
wich Mercantile building on a long term 
lease from the real estate office of 
Joseph D. Curley. 

Curley did not -disclose the monthly 
rental but it was learned that the lease 
represents a rental over the period of 
its tenure of approximately $150,000. 
Extensive alterations will begin at once 
with the tentative opening date set for 
Aug. 15. 

“This will be the only Slater store to 
serve Westchester,” Curley said, “and 
after* long deliberation they decided 
against opening in White Plains, choos- 
ing Greenwich as the quality center for 
Westchester and Fairfield.” 

The real estate agent said that L. J. 
Horan, president of the Slater Corp., 
and John Slater, 86-year-old dean of 
the shoe business, had signed the lease. 
Horan expressed the opinion that 
Greenwich is destined to become the 
quality center between New Rochelle 
and Westport and that despite the rapid 
growth of White Plains, he felt that = 
store located in Greenwich would be 
better able to serve their clients than 
it would be in any other section. 


Surplus Shoe Sales Total 
85 Million in Original Cost 


WASHINGTON—Certified veterans of 
World War II and other priority claim- 
ants were offered 8,298 pairs of surplus 
Navy shoes at $3 per pair in minimum 
lots of 500 in a regional WAA sale last- 
ing through June 11, according to Car! 
P. Malmstrom, WAA Regional Direc- 
tor. 

The shoes, all unused, are high black 
blucher style with plain toe and rub- 

[TURN TO NEXT PAGE, PLEASE] 


Official Dates and Hotels Set 
For Fall National Shoe Fair 


New York.—The official dates of the 
National Shoe Fair in Chicago are Octo- 
ber 27, 28, 29, 30, it has been announced 
by the Shoe Fair Committee which Is 
composed of members of the National 
Shoe Reteallers Association and the Ne- 
tional! Shoe Menefacterers 
The hotels chosen to house exhibits for 
the Fell eves? ere the Paimer Heese, 
Morrison ond Stevens Hotels. 
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Management 


No. 1 Problem 


Largest Number of Small Business 
Failures Due to Lack of Skill 
in Direction. 

WASHINGTON—A program designed to 
strengthen small business in its marr- 
agement, in its finance and with respect 
to taxation, and to improve competitive 
opportunity, is contained in a statement 
on national policy made public this 
week by the Committee for Economic 
Development. The statement, which 
follows twe years of study by the CED 
Research and Policy Committee, was 
made public by Paul G. Hoffman and 
Raymond Rubicam. Hoffman is presi- 
dent of the Studebaker Corporation and 
CED chairman, while Rubicam is cMMir- 
man of the Research and Policy Com- 
mittee. 

“In releasing the statement at this 
time, we do so fully aware of the fact 
that small business, in most lines, has 
been unusually vigorous and prosperous 
since the war,” Hoffman said. “But the 
boom times of 1946 and early 1947 will 
not last forever. r 

The statement declares that the num- 
ber one problem of small business is 
management, and that more failures are 
due to lack of skill in running the enter- 
prise than to any other single cause. 
The committee makes several recommet- 
dations to solve this problem. It pro- 
poses that manufacturers, suppliers and 
trade associations increase their tech- 
nical aids to small business, that com- 
munity organizations widen their ser- 
vices and that colleges and universities 
set up special training courses in this 
field. Continuing research in the field 
of small business and expanded service 
to it by the Department of Commerce 
are also recommended to improve the 
levels of management. 

In the field of financing, the statemeat 
points out that the biggest problem of 
small business is long term credit and 
equity capital. It also states that while 
in times of prosperity most small busi- 
ness men receive all the short term 
financing they can reasonably use, small 
business needs assurance that its credit 
sources will not dry up in emergencies. 





Surplus Shoe Sales 
[CONTINUED FROM PAGE 107] 


ber heel, available in,various quantities 
in sizes ranging from 4 to 14, widths 
A to F. 

Malmstrom reported that latest 
Washington figures on WAA shoe- dis- 
posals of all types to date totaled ap- 
proximately $85,000,000 in original cost 
value, recovering about 34 per cent of 
cost value. The largest surplus shoe 
sale this year closed March 17 when 
veteran-dealers bought an entire $9,- 
000,000 offering of unused Navy shoes, 
chiefly Navy black dress oxfords. 


Spectators Lead Sharp Sales 
Upswing in New Haven 


New HAVEN, CoNN.—A definite up- 
swing in sales, helped by the arrival of 
Spring weather and a sizeable demand 
for spectator shoes, sent women’s shoe 
retailers grosses for the month of May 
move up from 20 to 30 percent, with 
the highest peaks recorded by the lower 
priced stores. 

A very late Spring, which finally 
made a full blown appearance about 
mid-May, and the arrival of some very 
fine merchandise sent sales figures soar- 
ing, with the spectator the principal 
money earner for all of the Women’s 
stores. 

Anticipation of a big spectator year 
had been general, and most stores were 
stocked heavily, not so much in depth 
as in variety, and one store stated that 
not since the late thirties had they of- 
fered so many varieties of attractive 
summer wear and spectators to the 
public. Ten different styles of the spec- 
tator alone were on display in the win- 
dow. 

Brown and white spectator is the 
leading seller with all white’s a fairly 
close second. In the better priced 
stores the cobra, and alligator-trimmed 
spectators were proving very popular 
with the red, green and blue trimmed 

[TURN TO PAGE 113, PLEASE] 


Rain Molds Buying Interest 
At Michigan Show 


Detroir—The three-day Fall Shoe 
Show sponsored by the Michigan Shoe 
Travelers Club, June 1-2-3, at the Hotel 
Statler, was badly hit by the weather 
on two counts. Continuous rain for the 
first two days kept attendance down, so 
that selling was comparatively slow, 
despite the interest in shoes, especially 
men’s, for Fall delivery. 

The white season was further hit by 
the rainy weather, so that this antici- 
pated leader was driven into the back- 
ground, with other colors taking the 
lead in all types of shoes. 

Dark shoes were strongly in the lead 
in women’s lines, with the top demand 
again going to patents. Brown was the 
leader, followed closely by red, while 
black kid was considerably down the 
line. There was a nice demand for 
sports and casuals. 

Supply in children’s shoes was re- 
ported fairly easy for the first time, 
with no style trends noticeable. 

Brown was again the leader, consid- 
erably outselling black, in men’s lines, 
with the supply situation here still very 
tight. 

Date of the July showing will be one 
of the latest this year, July 13-14-15, 
at the Statler, because of the Indepen- 
dence Day holiday. 





April Shoe Output Stays 16% Below ’4 





Leather Report Confirms Style, Price Emphasis of Consumer. Hides- 
Skins Production for °47 Expected’'To Be Record. Tanners 


Keep Output 


WASHINGTON, D. C. — Preliminary 
shoe production in April, 1947, totaled 
slightly more than 40 million pairs, a 
decline of some 16 per cent from the 
same period last year, it has been re- 
ported by the Department of Commerce. 

The preliminary April production fig- 
ure correspond identically to the final 


Up in April. 


production of totals for March, 1947, 
which showed total production reaching 
40,361,000 pairs, falling 16 per cent be- 
low March statistics for 1946. The 
March output was six per cent higher 
than that of February, a rise that may 
be attributed to seasonal variation. 
[TURN TO PAGE 119, PLEASE] 


Comparative production figures for March and February and the per cent 
of increase or decrease are shown in the following summary: 














PRODUCTION 
(Thousand Pairs) 
aS ea ee —— 
March | February | Increase 
KIND OF FOOTWEAR 1947 | 1947 or 
| (preliminary) (revised) Decrease 
SHOES AND SLIPPERS, TOTAL ; 40,361 38,255 6 
I CIID... nb Sa a clna.vs sveemcnch ace vovstabsedesdees 37,700 35,631 6 
Snciiss ticendos 9,121 8,581 6 
Youths’ and boys ve 1,528 * 1,533 -1 
Women’s... . 18,330 17,838 6 
IN 26 cnL Hive Caecansv CEES death ote < cwneth te gtapel mens 2,494 2,372 5 
REA STS SRNR EE RE. aes 4 2,51 | 2,364 8 
Infants’ 2,049 1,918 7 
Babies’ 1,070 1,045 2 
i. del oc nic cidadhe cuakmeect eso te <a2bs oneal ae 4 — —2 
Si inde daaednecs wth Gahwes bests ts scs encescctesehbatreunl x 3 
a 66 dudtiudhbathicltns pawncesn = t.st-ajesacee wel dumememidmlinel 160 133 20 
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Dates to Remember 


Associated Shoe Travelers Fall Shoe 
Showing, Wisconsin Hotel, Milwaukee, 
Wisc. June 14, 15, 16, 17, 


Semi-Annual Convention, West Coast 
Shoe Travelers Ameciotes. H Hoas Bldg. 
and Hotel Lankershim, Los 
Cal. June 15, 16, 17, 18, 


Monthly Shoe Show, Chicago Shoe Trav- 
elers’ Association, Morrison Hotel, 
Chicago. June 23, 24, 25, 


Display Market Week, National Associo- 
tion of Display Industries, Convention 
Hall of Stevens Hotel, Chicago, Ill. 

June 23, 24, 25, 26, 27, 


Store Modernization Show, Grand Cen- 
tral Palace, New York City. 
July 7, 8, 9, 10, 11, 12, 


Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 

July 13, 14 

Monthly Shoe Show, Michigan Shoe 

Travelers Club, Hote! Statler, Detroit, 

Mich. July 13, 14, 15, 


New York Shoe Travelers Association 
Annual Golf Tournament, North Hills 
Golf Club, Douglaston, L. |. July 17, 


Baltimore Third Annual Shoe Fair, 
Southern Hotel, Baltimore, Md. 
July 27, 28, 29, 30, 


Allied Shoe Products & Style Exhibit for 
Spring, Hotels Belmont Plaza and 
Commodore, New York City. 

September 3, 4, 5, 

Official Opening of Spring Leathers, 
Tanners Council of America, Waldorf- 
Astoria Hotel, New York. 

September 4, 5, 


Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Po. 

November 8, 9, 10, II, 


Annucl Convention ond Show, Texas- 
Southwest Shoe Retailers Association, 
Fort Worth, Texas. 

November 10, 11, 12, 


Southwestern Shoe Travelers Association 
Spring Shoe Style Show, Adolphus 
Hotel, Dallas, Texas. 

November 10, I!, 12, 13, 


Apporel Show, Ak-Sar-Ben Men's Ap- 
perel Club, Inc. Paxton Hotel, 
Omaha, Neb. 

November 15, 16, 17, 18, 


1947 


1947 


1947 


1947 


1947 
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Selby Expands 
Portsmouth Plant 


PORTSMOUTH, O.—Modernization 
the re-equipping of 14,000 square 
of the Selby 


and 
feet 


Shoe Company’s plant 


here, formerly used for storage of lasts 
and incidental purposes, was recently 


completed. The manufacture of 


the 


company’s Tru-Poise line is carried on 


in the renovated space. 


Among the modern features employed 
in the new plant are two banks of 


infra-red drying lamps, 


“Foggers” to 


keep humidity surrounding sole leather 
up to 65 and 70 per cent and fluorescent 


lighting. 


The expansion more than doubles 


the production of the division. 


June 15, 1947 


































Mere than 


DISTRIBUTING POINTS 


fe Sewe You! 


Qeaste Bengues tediiee te cer Side SD aaies Se pees 
Trade Builder. EK toughest leather of 
its weight in the world. or sak cae ono alee fit him 
properly, and he'll come back for another pair. 

If you are not acquainted with this outstanding value in our Trade 
Builder line, write your NEAR-BY wholesaler immediately for a 
sample pair. 
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Los Angeles, Chesney Shoe Co. 
nto, Van Voorhies- 





Colorado 
Denver, Kemp Shoe Co. 


Atlanta, Gramling & Collinsworth 


IMinois 


Chicago, Keehn Bros. 
Peoria, John Moser & Son 


Indiana 
Indianapolis, E. P. Bayless Shoe Co. 
lowa 


Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 


Maine 
Bangor, W. S. Emerson Co., Inc. 













S$ID—Genuine Kan- 
garoo with Rock 
Oak and Bench 
Brand soles. Steel 
arch support and 


Massachusetts 
Springfeld, M. T. Shaw Shoe Co. of 
N. E., Inc. half rubber heel. 


Michigan 

Detroit, American Shoe Co. 

Grand hy Hoekstra Shoe Co. 
ichigan Shoe Co. 
Minnesota 

Minneapolis, Dodson-Fisher Co. 

° Nebraska 

Lincoln, Branch Bros., Inc. 

Omaha, Driscoll Leather Co. 
New York 

New York City, Powell & Campbell 


Ohio 
Cincinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe > 
Cleveland, Whitney-Roth Shoe Co. 
Toledo, Ainsworth Shoe Co. 
Zanesville, Black & Grant Co. 


Pennsylvania 





, -2 7 to 12 
Philadelphia, Bell, Walt & Co., Inc. 1 
Pittsburgh, Newell & — Co. e; - ~4 
& 
York, D. S. tins 7 4+ 
ennessee 





Bristol, King Bros. Shoe Co. 

caewvtiie, "McCallie Shoe Co. 

Memphis, Wm. R. Moore Dry Goods 
Co. 





Uteh 
Salt Lake City, Zion's Co-Operative 
Merc. Inst. 


Washington 


Seattle, W -hington Shoe Co. 
Spokane, Adams Leather Co. 


West Virginia 
Huntington, Jefi Newberry Co. 


Wisconsin 
Milwaukee, Gaenslen Bros. Leather 


WHERE TO BUY 


This Nationally 


DISTRIBUTED LINE 





C 
Oshkosh, H. C. Roenitz Co, 











It Costs You Less NOW TO HAVE 


SMARTER BETTER-SELLING DISPLAYS 











TREE STAND 


Of '/" solid steel rod. Chrome 
finish. Folds flat when not in 
use. 24" tall. Adds luxury touch 
to shoes, handbags, accessories. 


each | J475 : Se 























7 - a CaP 
il was {Pe eS 
~ of Pegs TES 
“, 2 
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LA WS 
With three 10" circle shelves; one 8x24" shelf. 


Shelves of 4" ebony-black bevelled Masonite to 
contrast with "chrome. Ideal for windows, counters. 















ANGLE STAND 


Chromed, '/2"' solid 
steel rod. Folds flat 
when not in use. 32" 
tall. With two 8x 24" 
clear plate glass 
shelves. 12" space be- 
tween shelves. 
Rubber crutch 
tips. Makes 
swell window 
and counter 
showings. Cuts 





work in half. 5% DISCOUNT IF 
YOU SEND CHECK 


each 925 WITH ORDER 
RONNIE DISPLAY CO. 


WOODSIDE, N. 


32-01—57th ST., 








Cal.—Meodern functionalism, 


Beverly Hills, 
woods, draperies and furniture, all custom designed, key- 
note the new Joseph Salon Shoes establishment, recently 
opened here. Height of the rooms is accentuated by the 


striking 


Jow divans, chairs and display tables. The color scheme 
is pale lime yellow and grays, in contrast to the siate- 
brown of the furniture coverings. The photograph at left 
is the main part of the salon looking toward the street. 
The store was designed by architect Burton Schutt and 
decorated by Paul Frankl. 

A striking and pleasing incongruity is provided by a 
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brick-walled garden in the rear, over which falls natura! 
light entering through a glass ceiling {photo at right). 
Hand-woven draperies can be pulled to shut off this rear 
garden section. To the left are broad all-glass doors which 
look out upon a spacious parking lot. 

This is the sixth unit in the Joseph chain and the first 
to be opened on the West Coast. Five other Joseph Salons 
are located in Chicago (three), one in Evanston and one 
in Ook Park, ill. |. Joseph is founder of the 7 Yo 
Irving Joseph, president and Joseph Wallace is m 
of the new Beverly Hills unit. 
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Baltimore Shoe Fair 
July 27th to 30th 


BaLTimore—After a lapse of five 
years, Baltimore’s third annual Shoe 
Fair is to be held July 27th to July 
30th, in Hotel Southern. 

Since present Fall commitments 
have been relatively small and prices 


uncertain, a large turn-out from the | 


Southern states, as well as from neigh- 
boring states, is expected. Manufactur- 
ers and distributors will show complete 


lines at the fair and retailers will find | 
all the newest and latest developments | 


in style and price. They will also have 
an opportunity to learn at first hand 
details pertaining to present day sup- 
ply and demand. 

Frank Bogan, general chairman, 
urges every buyer in the Southern and 
Middle Atlantic states to visit this 
buying event. This show is designed 
for the express purpose of helping both 
buyers and sellers to work out mer- 
chandising problems. . 

Information may be obtained by-ad- 
dressing Mr. Bogan at Hotel Séuthern, 
* Baltimore 11, Maryland. 





Retail Shoe Men to Meet 


In Syracuse June 22 


New YorK—The New York State 
Shoe Retailers Association is to hold 
a luncheon and meeting at 12:30 Sun- 
day, June 22, at the Hotel Syracuse, in 
Syracuse. L. E. Langston, executive 
vice-president of National Shoe Retail- 
ers Association, is assisting in the or- 
ganization of this meeting. 

Retailers who plan to attend the 
meeting are requested to write to O. K. 
Johnson, secretary of New York State 
Shoe Retailers Association, 72 Rich- 
land Street, Rochester, N. Y. 





Pennsylvania Spring Golf 
Tourney to Be Held June 27 


READING, Pa.—The Spring Golf 
Tournament of the Central Pennsylva- 
nia Shoe & Leather Association will be 
held at the Reading Country Club, 
here, on Friday, June 27th, it has been 
announced by Frank C. Brawley, chair- 
man of the golf committee. 





The golf tournament will start at 9 | 


A.M. 





Fire Destroys 25-Year-Old 
Shoe Firm 


RUTHERFORDTON, N. C.—-One of the 
worst fires in this city’s history oc 
curred recently in the building which 
housed Mr. and Mrs. I. Goodman’s 
Rutherford Shoe Hospital. The total 
loss was estimated at $100,000 and the 
building and stock of the shoe shop was 
almost completely destroyed. 

Mr. Goodman is rebuilding and mod- 
ernizing his store, which was estab- 
lished 25 years ago. The fire began in 
an adjoining dry cleaning plant. 


June 15, 1947 








The Name 


Now Identifies the Origin 
X-RAY SHOE FITTER! 


al 


The metal name plate pictured above is now affixed to all 
X-RAY SHOE FITTERS produced by this company. The 
name “SIMPLEX”, has been adopted as the official trade 
name for the ORIGINAL fluoroscopic X-RAY Shoe Fitter 
which has been in production for more than 25 years. This 
new name has been adopted to eliminate any possible 
confusion with other makes of X-Ray Shoe Fitting devices 
which have come into the market in the last few years. 


“SIMPLEX” is the 


Logical Choice... 


It is only natural that SIMPLEX should be 
chosen as the new name for the ORIGINAL 
X-Ray Shoe Fitter because it was the SIMPLEX 
SHOE MANUFACTURING COMPANY which 
PIONEERED X-Ray Shoe Fitting, and which 
provided the facilities which made it a real- 
ity. It is with great pride that we adopt the 
name SIMPLEX for our product... a name 
which has long been known to the shoe trade 
as a symbol of quality and integrity. Look for 
the SIMPLEX Name Plate on the original 
X-Ray Shoe Fitter .. . PPONEERED, develop- 
ed and sold by SIMPLEX SHOE MFG. CO. 


X-RAY) 





TWO -HANDSOME MODELS 


The SIMPLEX X-RAY SHOE FITTER 
is available in two classically styled 
models, both finished in beautifully 


7 é = 
MURS ARES WME Sat matching finishes are available 


3533 NORTH PALMER STREET 


at slight extra cost. 
MILWAUKEE 1, WISCONSIN 

















boot, priced right but still 
QUALITY. Soft kid cut- 
out uppers — calf below 
and all leather, long wear- 
ing soles and heels. Lined 
with soft suede—the exact 
custom made boot that 
cowboys wear. A sure 
mover at this price. Made 
especially for us, for a 
highly competi- 
tive market. 
Packed as or- 


dered. 


SIZES 10 to 1... 
SIZES 1'/p to 3 . 





ANNOUNCING THE NEW 


Soy Lee cnito's 
COWBOY BOOT 


Here is a new cowbo aa 











A TRUE COWBOY BOOT 
. $5.00 


F.O.8. BROWNSVILLE. 2%—10 DAYS 


BROWNSVILLE IMPORTERS 


BROWNSVILLE, TEXAS 




















Chain Store Group Appoints 


"47-48 Committee Chairmen 


New YorkK—The appointments of 
special and standing committees for 
1947-1948 of the National Association 
of Shoe Chain Stores were announced 
by J. O. Moore, president. The associa- 
tion recently changed its name from 
the Popular Price Shoe Retailers Asso- 
ciation. 

Committee chairman appointed were: 
D. W. Herrmann, Miles Shoe Stores, 
Labor Advisory; Benjamin Kellner, 
Kitty Kelly Shoe Stores, Insurance; 
Mark Edison, Edison Bros., Member- 
ship; Jack Schiff, Schiff Co., Trade Re- 
lations; Louis Fried, Seigal & Fried, 
Nominating Committee; George L. 
Smith, G. R. Kinney Co., By-Laws; D. 
W. Herrmann, Organizational Policy. 





Correction 


In the May 15th issue of the RECORDER 
(page 58) it was mistakenly asserted 
that Harry J. Evans was president of 
the West Coast Travelers Associates. 
Mr. Evans was the president of the 
organization two years ago and is now 
a director; Carl Winneguth is currently 
president of the Associates. To Mr. 
Winneguth and Mr. Evans, we extend 
cur most sincere apologies. 
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Made Manager of All 
Bamberger Shoe Depts. 


NEWARK, N. J.—George Bersch, 
executive vice-president and merchan- 
dise administrator of L. Bamberger & 
Co. basement store, has announced re- 





LOUIS NEWMAN 


cent promotion of three executives in 
his division. 

Louis Newman, manager of men’s, 
boys’, junior miss and children’s shoes 
since 1946, now also heads slippers, 
artics, and women’s shoes. Sarah 
Karan, associate manager of hosiery 
and umbrellas, has been given addition- 


al responsibilities as manager of gloves 
and novelty jewelry, and William T. 
Farrell, manager of millinery, also 
serves as manager of handbags, neck- 
wear and flowers. 

Newman came to Bamberger’s in 
1942 as an experienced shoe merchant. 
Until 1946 he was either an assistant 
or acting manager of two of the four 
departments he now heads. 





Production Inflates Soaring 
Inventories, With Falling Sales 


Sr. Louis, Mo.—Shoe production in 
the Eighth Federal Reserve Bank dis- 
trict rose nearly 20 per cent in the first 
quarter of 1947, and shoe inventories 
in department stores increased over 100 
per cent with sales falling from 12 to 16 
per cent, according to statistics released 
by the Eighth Federal Reserve Bank, 
here. 

Shoe production in the district for 
the first quarter of 47 was estimated 
at 24.3 million pairs of all types. 

The statistics compiled from report- 
ing department stores in St. Louis, 
Louisville, Memphis and Little Rock 
showed that stocks in men’s and boys’ 
shoes increased 116 per cent from 
April, 1946, to April, 1947, and women’s ° 
shoe inventories were up 119 per cent. 
Children’s stocks rose 23 per cent. Sales 
in men’s shoes dropped 12 per cent, 
women’s remained about level, and 
children’s shoes fell 16 per cent. 
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Made New Manager of 
I. Miller 5th Ave. Store 


New York—Murray Marcus has been 
appointed manager of the I. Miller store, | 
54th Street and Fifth Avenue, to suc- 





MURRAY MARCUS 


ceed Arthur Martin, who has resigned, 
effective June 2nd. 

Mr. Marcus has been associated with 
I. Miller for eighteen years as a sales- 
man and has been a salesman in the 
store that he will manage since it was 
opened in 1939. 





Davison-Paxon Announces 


Personnel Changes 


ATLANTA, GA.—A reorganization of 
personnel of the Davison-Paxon stores 
in Atlanta, Augusta, Macon and Co- 
lumbia, S. C., was recently announced 
by Joseph Guzy, vice-president of the 
company. Dan Hix, formerly manager 
of the firm’s shoe department in Co- 
lumbia, S. C., will become buyer of 
women’s and children’s shoes for all 
Davison-Paxon stores, effective July 
15th. 

William Geissler will manage the 
women’s and casua! shoe department in 
Atlanta; Miss Lena Taylor will man- 
age the children’s department in At- 
lanta; Alton Glover will be department 
manager for men’s, women’s and chil- 
dren’s shoes in Augusta; Robert Nich- 
ols, former buyer of casual shoes in 


Atlanta, will be transferred to Colum- | 


bia as department manager for men’s, 
women’s and children’s shoes, and Mar- 
shall Davis will remain as department- 
manager for women’s and _ children’s 
shoes in Macon. 





Toes Glitter in Miami Beach 
Smart Set 


MIAMI BEACH, FLA. — The women’s 
shoe fashion avant garde, in the smart 
clubs here, apparently are dissatisfied 
with the simple open-toe evening slip- 
per. A current elaboration on the open- 
toe theme is the fastening of gold se- 
quins to toenails with glue, to harmonize 
with gown and hair ornaments. 
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Spectators Lead Sharp Sales 
Upswing in New Haven 
[CONTINUED FROM PAGE 108] 


spectators also selling well. 

In the lower priced shoes, and es- 
pecially in the chain stores, playshoes 
were selling very well. Most of the 
higher priced stores did not bother to 
stock playshoes too heavily, figuring 
that there would not be the demand 
of last year. Their surmise was cor- 
rect for the demand for playshoes did 
not materialize in the better and med- 
ium priced shoes, but the cheaper shoes 


found plenty of popularity at $1.99 and 
$3.99, in both shoe stores and in sh 
departments. 

Men’s shoes followed. the trend up 
as far as sales volume was concerned, 
but the jump was not as evident as 
with the women’s. Sales were up over 
April by better than 15 per cent, and 
most retailers declared that they were 
pretty nearly par with 1941, but back 
from last year’s figures. 

The all white shoe, both the leather 
soled and the heavy red rubber soled 
shoe which is the Yale requisite for the 
well-dressed man, were sales leaders, 
with saddles, brown and white and loaf- 
all in heavy demand. 
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Pattern #330—a combination binding —soft, beautiful 
grosgrain-type ribbon combined with pliont, easy to handle cotton. 
Pattern #330 comes in standard colors ond can be dyed to your 


specifications. When filling your binding needs—remember Pattern #330. 





Infant Last Based 
On Health Research 


RICHMOND, Va.—A new last for in- 
fants’ shoes, designed by Belcher Last 
Company’s veteran designer, George A. 
Shaw, and based on extensive orthopedic 
research by Dr. Joseph Lelyveld, chair- 
man of the National Foot Health Coun- 
cil, has been adopted by the Virginia 
Shoe Company, of Fredericksburg, Vir- 
ginia. Because the new last takes into 
account the actual contours of an in- 
fant’s foot, the new feature is called 
“Actualife Fit.” 

In the course of his research, Dr. 
Lelyveld studied the feet of many in- 
fants. He finally selected the one foot 
which he had determined as having per- 
fect measurements. A cast was then 
made, and from this actual cast of a 
perfect foot Mr. Shaw constructed the 
new last, over which shoes are now 
being manufactured in a size run of 4 
to 9. As the lasts become available, 
they will be used to make shoes in 
Children’s and misses’ sizes. 

According to the manufacturers, the 
chief features of “Actualife Fit” are 
as follows: (1) Heel fit has asymmetric, 
rather than pear-shaped design to con- 
form to the natural contours of the heel; 
(2) Cuboid fit correctly places the cu- 
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For almost half a century the name 
of Altschul has been synonymous 
with the finest in shoes for tots to 
teens. 


boid roll to the rear of and below its 
location in the conventional last; (3) 
Center cone fit relocates heel-to-toe line, 
placing it further away from the big 
toe, nearer to center-line of foot; (4) 
Straight line fit strengthens outside line 
and retains straight inside line; - (5) 
Metatarsal sole imprint built-in sole de- 
pression cradles vertical projection of 
metatarsal bone, increasing foot com- 
fort; (6) Toe spring fit raises toes to 
give natural rocking-chair motion in 
walking; (7) Flexibility transflux out- 
sole with flexible split in-sole gives ex- 
treme flexibility in Goodyear Welt con- 
struction. 

The Virginia Shoe Company gave the 
trade its first look at “Actualife Fit” 
during the recent New York National 
Shoe Fair. 





Leases Two More 
Shoe Departments 


HUTCHINSON, KANSAS.—Adding two 
units to his present two shoe stores, 
David H. Pittell has leased the chil- 
dren’s shoe department at The Leader 
Store, Kansas City, Kansas, and also 
the shoe department at 3935 Main 
street, Kansas City, Missouri. Both de- 
partments will be opened on August 1. 

Mr. Pittell is a former store man- 
ager of Edison Brothers and the Wohl 
Shoe Company. 
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The demand for these fine quality 
Juvenile Shoes is greater than 
ever before! Production (especially 


go My - of orthopedic types) is being in- 
N.Y creased to make more of these 
~ better shoes available. 





Vet-Families Will Hit Peak 
Of 43% in Next Five Years 


WASHINGTON—Veterans Administra- 
tion estimates that the number of liv- 
ing veterans and members of their 
families will reach a peak of 43 per 
cent of the nation’s population within 
the next 5 years and decline in per- 
centage thereafter. 

VA presents the following three esti- 
mates to show the present and antici- 
pated ratio of the veteran-family popu- 
lation to the entire population during 
the next 10 years: Jan. 1, 1947—32 
per cent; Jan. 1, 1952—43 per cent; 
Jan. 1, 1957—41 per cent. 

A veteran’s family is defined as a 
family unit living together and headed 
by a veteran. The family unit may 
include a wife, children, parents, and 
relatives by blood, marriage, or adop- 
tion. 

On the basis of this definition the 
following estimates are computed of 
the number of veterans and members . 
of their families for 1947, 1952 and 
1957: Jan. 1, 1947—46,000,000; Jan. 1, 
1952—62,300,000; Jan. 1, 1957—62,500,- 
000. 

The net result is that veterans and 
their families will comprise a larger 
percentage of the total population in 
1952 than they do now or than they 
will 10 years hence. 
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Cost Reduction Analyzed 
By AMA Booklet 


“Departmental Cooperation in Cost | 
Reduction” ($.50) is a booklet of es- | 
says by leaders in management on cost | 
reduction, one of the crucial problems | 
of the contemporary economic scene. 
It is published by the American Man- 
agement Association, as No. 85 in the 
Financial Management Series. 

The five sections of “Departmental | 
Cooperation in Cost Reduction” are: 
“Insurance,” by Herbert L. Jamison; | 
“Sales,” by W. E. Jones; “Customer 
Service,” by J. O. Eastlack: “Produc- 
tion,” by Alfred L. Smith; and “Office,” 
by William H. Evans. 

Others from the series are: “Eco- | 
nomic and Pricing Problems in Post- 
war,” “Future Patterns in Corporate | 
Finance,” “Control of Salary Expense,” | 
“Executive Compensation and Accom- | 
plishment.” 


NRDGA Issues Break-Down of 
°46 Dept., Specialty Trade 


For those that want to know the 
facts and figures of department and | 
specialty store retailing during 1946, | 
the 1947 edition of Departmental Mer- 
chandising and Operating Results of 
Department Stores and Specialty Stores | 
($7.50 to non-members of NRDGA) 
has been published by the Controllers’ 
Congress of the National Retail Dry 
Goods Association. 


D' Scholl's 


cr 


T 








relieve foot troubles in 


order to prevent shoe 


ice) tell 








June 15, 1947 


NEW x 


CLOGS and SANDALS for MEN 
AVAILABLE in TAN and BLACK 


A Pretitable 
Line Te Retail 


CLOGS tan... $1.75 


Unique Construction Feature 
Builds Profitable Business 


For Jebbers And Dealers 


PATENTED 


SANDAL-STRAP 


PRINCIPLE 


Sandal strap principle molded in the rubber— 
extending from the base of the arch to the top of 
back of rubber—prevents the rubber from com- 
ing off or flopping at the heel under any service 
conditions. A dressy rubber for dress shoe tailored 


black $1.50 per pair 
SANDALS taz . . $2.00 
| Siack $1.75 per pair 


The 75 page manual is magazine size 
and contains the complete figures on 
every phase of retailing. Its contents, 
as indicated by section headings, in- 
clude 1) 1946 In Review (a brief round- 
up of retail trends, inventory situation, 
price structure, etc.); 2) Merchandis- 
ing Results (brief collection of signifi- 
cant factors in retail operation); 3) 
Departmental Trend Charts (showing 
gross margin per cent to sales, index 
ef sales, average gross sales in dollars, 
etc.); 4) Total store data for Depart- 
ment and Specialty Store 1935-1946; 
5) Ibid.—for 1946 by Size of Store; 6) 
Miscellaneous Data (analysis of figures 
for department and specialty stores). 


to fit with no gaps. 


NO FABRIC OR FILLERS 7 
FOLDABLE . 


Steck three sizes of cach item and cover the popular 


FPEATHERW® EICHT 
CLEANS INSIDE AND OUT 


range of men's shoes 


| TINGLEY-RELIANCE RUBBER CORPORATION 
| Established 1896 


RAHWAY, NEW JERSEY 





Leaves for Europe 


Boston, Mass.—John E. Harris, 
president of the International Advisory 
Service of Lynnfield, Mass., sailed for 
Europe on the Queen Elizabeth on June 
11th to visit foreign clients, it has been 
learned. 

Mr. Harris’ tour will be of eight 
weeks’ duration, in which time he will 
cover England, Scotland, Eire and the 
Continent. For seven years, mostly in 
wartime, Mr. Harris worked in Eng- 
land and on the Continent as a director 
of Lotus, Ltd., and as Footwear Ad- 
viser to the American Army. 
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Lion 


707 BROADWAY 


Our Modern Factory Is Now In Full Production And We Are 
Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women And Children. 


Catalog Showing New Styles and Prices 
Available On Request 


NEW YORK 3, N. Y. 
FORMERLY LION LUGGAGE CO. 




















Bids on Army Shoes 
Heavily Oversubscribed 


New YorK—Bids on three lots of 
Army shoes totaling 1,125,000 pairs 
have been announced by the Army- 
Navy Purchasing Office, which was re- 
cently established at 111 East 16th 
Street, here. 

Of the companies who offered bids, it 
is noted that the largest proportion are 
located in Massachusetts, where recent 
reports indicate rather sharp drops in 
employment in shoe factories. 

The bids oversubscribed the Army- 
Navy offering by some 1,500,000 pairs. 
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Bidders on the first lot—153,900 pairs 
of low quarter tan shoes for delivery 
during July, August and Septémber, 
were: Perry Norvell Co., 60,000 pairs 
at $4.60 per pair; Doyle Shoe Co., 
12,000 at $4.61; International Shoe Co., 
76,950 at $4.65; A. R. Hyde & Sons Co., 
30,000 at $5.24; John Foote Shoe Co., 
12,000 at $4.875; Belleville Shoe Mfg. 
Co., 15,000 at $4.6978; Hill Bros. Co., 
12,000 at $5.14; R. P. Hazzard Co., 
50,000 at $5.00; E: J. Givren Shoe Co., 
60,000 at $4.82. 

Bidders for a lot of 941,100 pairs of 
the same type of shoe, with deliveries 
extended well into 1948, were: E. J. 
Givren Shoe Co., 180,000 pairs at $4.81 


; a pair; Roberts Hart, Inc., 75,000 at 





$4.975; G. P. Crafts Co., 63,000 at 
$4.97; General Shoe Corporation, 225,- 
000 at $5.07; Endicott-Johnson Cor- 
poration, 426,240 at $4.75; Diamond 
Shoe Corporation, 40,000 at $4.85 and 
40,000 at $4.92; R. P. Hazzard Co., 
50,000 at $5.00; Hill Bros, Co., 28,000 
at $5.25; John A. Frye Shoe Co., 225,- 
000 at $4.85; Joseph M. Herman Shoe 
Co., 80,000 at $4.99; Shelby Shoe Co., 
100,000 at $4.98; Gardiner Shoe Co., 
190,000 at $4.88; John Foote Shoe Co., 
120,000 at $4.875; M. A. Packard Co., 
66,000 at $5.34; Belleville Shoe Mfg. 
Co., 90,000 at $4.6128; International 
Shoe Co., 150,576 at $4.65; Doyle Shoe 
Co., 96,000 at $4.47; Hubbard Shoe Co., 
150,000 at $4.65; A. Freedman & Sons, 
85,000 at $5.169. 

The third lot bid on were 30,000 pairs 
of combat service boots with composi- 
tion soles. Bids were: Ascutney Shoe 
Corporation, 21,800 pairs at $6.465 per 
pair; Endicott-Johnson Corporation, 
30,000 at $6.64; International Shoe Co., 
30,000 at $6.81; Shelby Shoe Co., 15,000 
at $7.64; and Allen-Squire Co., 15,000 
at $8.0975. 





Canada Forced to Import 
70,000 Hides in June 


OTTAWA, ONTARIO.—The prices board 
has announced that arrangements have 
been completed for Canadian tanners 
to import approximately 70,000 cattle 
hides during the month of June, most 


of them from the United States, to re- 
lieve a temporary shortage of domes- 
tic hides. 

The importations will be under gov- 
ernment subsidy, and tanners will be 
required to collect a 2 per cent sur- 
charge from footwear manufacturers 
and other users of leather on sales of 
cattle hide leather and remit it to the 
Prices Stabilization Corporation. 

Tanners who import hides under this 
arrangement will be subsidized to a 
rate 1 cent above ceilings for domestic 
hides. 

Officials said they expect the domes- 
tic shortage, brought on by a decline in 
cattle slaughterings, will begin to ease 
in the late Summer. 


VINE ou 


MOCCASINS 












Handsewn Black Waterproof Elk 


S56 


Men's 6%-12 $2.75 

Boys’ 2%-6 $2.65 

S706 Littleway Black Waterproof Elk 
Men’s 6%-11 $2.25 

Boys’ 2%-6 $2.15 

S766 Women’s Littleway Brown Upper 
Elk 4-8 $2.25 
S764 Women’s Littleway White Elk 
Uppers—White Soles $2.25 
S743. Men’s Littleway Brown Split 
Retan Upper 6% to 11 $1.35 





NURSE'S WHITE OXFORDS 


Goodyear Welt! White Elk! White 
Rubber Sole, Military Heel. 
#8100 AA to D 4-9 $3.85 








CHARLES SPIEGEL CO., INC. 
411 Essex Street Salem, Mass. 
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Invents Successful 


Screwed-on Heel 


New BriTaIn, Conn.—E. Harmon 
Levine of New Brtain, has invented a 
device that now makes it possible to 
replace and change heels on shoes with- 
in a few seconds. The device answers 
the problem faced by shoe repairers for 
many years as to how to fasten heel 
and shoe by a screw arrangement. 

Levine, a 47-year-old tool salesman, 
began his experiment on the device five 
years ago when he noticed rundown 
heels on bis daughter’s shoes and dis- 
covered that her feet were being in- 
jured. by the nails which joined heel 
and shoe. Others had conceived the 
screw idea but experiment with it had 
failed. 

The New Britain tool salesman over- 
came the difficulty by using a moveable 
link which embodies two features—a 
socket and a screw. The screw-like por- 
tion of the link is planted in the heel 
section and the socket goes into the heel 
itself. By adjusting from the inside, 
Levine has been able to fasten the two 
together. 

Levine, who has secured a patent on 
this, his first invention, says that he 
sees wide possibilities for it if manu- 
facturers adopt the idea. Not only can 
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What’s New 


worn shoe heels be switched easily 
and rapidly, but it may be possible to 
sell an extra pair of heels when a cus- 
tomer buys new shoes. Already the in- 
ventor says he has been contacted by 
several manufacturers who believe that 
the new device can be used without any 
radical change in the present system of 
shoe manufacture. 
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Plywood Sign Designed for 
Fifth Avenue Shoe Store 


A store-front sign constructed of an 
attachment of white porcelain enamel 
letters to a background of water-proof 
marine plywood was recently designed 
by the architectural firm of Ketchum, 
Gina and Sharp for the Florsheim Shoe 
Store at 516 Fifth Avenue, New York. 


The background plywood panels of 
the unusual store front sign are of a 
walnut color and the letters are white 
porcelain enamel. The letters are at- 
tached to the background by aluminum 
pins %” from the face and a band of 
porcelain enamel around the edges of 
the letters is used as a further protec- 
tion against the weather. According to 
the Florsheim management, the sign is 
attracting a great deal of attention 
from window-shoppers. 
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Custom Boot Studio Uses 
New Measurement Method 


TRENTON, Mo.—A new boot and shoe 
studio, owned and operated by Carl 
Warnmark—who has been in the shoe 
and boot making busines for more than 
62 years—and his grandson, Carl Hall, 
has moved to a new location at 1228 
Tinsman Avenue in Trenton, Missouri. 

A trip out-of-town is made unneces- 
sary for local residents in the market 
for fancy cowboy boots, English army 
boots or any type of tustom made 
shoes by the new studio—but the ma- 
jority of the business is mail order. 

Particularly important, since the 
larger portion of the work is for mail 
order customers, is the measuring. “A 
new system is used,” Warnmark de- 
clares, “that will guarantee a perfect 
fit.” 

Hall said, “With the old system a 
customer often gave us the wrong 
measurements which resulted in a shoe 
that didn’t fit. With this new system, 
it has to be right.” 

Measurements by the new method 
are taken by the tape method, tape be- 
ing placed around the stocking. When 
the stocking is removed from the foot 
the tape adheres to the stocking. The 
mold is then made to fit the stocking. 
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Style V. Tough pigskin top, soft sponge rubber metatarsal 


Women's sizes: 5 thru 10, wide aad serrow, $14.40 per dozen pairs 
6 thre 13, wide and sarrow, $16.80 per dozen pairs 


Men's sizes: 






VOSBURG FOOT APPLIANCE CO. 





A NEW LINE OF FOOT APPLIANCES 


Designed to give the dealer a professional 
type appliance that will bring him a 


longer margin of profit 


Let us show you how a $50.00 stock of our 
supports backed up by weekly size-ins can 
show a profit of over $1000.00 a year on ten 
sales a week. 


Write today for small run of sizes or for our cataleg 









1616 LAVACA Sr. 


AUSTIN TEXAS 





Decrease in N. H. Shoe Pro- 
duction Drops Employment 


Concorp, N. H.—Curtailment of pro- 
duction in leather and shoes contributed 
largely to a decrease in industrial em- 
ployment in New Hampshire during 
April, according to Wendell D. Mac- 
Donald, regional director of the Bureau 
of Labor Statistics, U. S. Department 
of Labor. 

He reported that the loss of 1,000 
workers between March and April 
caused employment in the leather and 
leather products group to fall to 18,- 
400, or three per cent below the level 
of a year ago. 
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Elected President of 
R. H. Fyfe & Co. 


Detroir—Steven J. Jay, who has 
been vice-president of the R. H. Fyfe 
& Co. for the past 10 years, has been 





STEVEN J. JAY 


elected president of the company, suc- 
ceeding William H. Adams, who re- 
cently retired. Jay has been with the 
company for the past 30 years as buyer 
for the men’s shoe department and in- 
terested in personne] supervision. 

Jay, active in the Detroit Retail Mer- 
chants Association and serving several 
terms as its president, has also been 
active in civic affairs. He is president of 
the Detroit Grand Opera Association, 
guarantors of the Philadelphia La 
Scala Opera Co., Inc. 





Fire Hits Shoe Store 
In Columbus 


CoLuMBus, O.—An _ early-morning 
fire on May 27 caused $75,000 damage 
to a group of stores at corner of High 
and Town Sts., here, with the Modern 
Youth Shoe Shop, 179 S. High St., 
virtually destroyed. Loss to the build- 
ing was unofficially estimated at 
$25,000, while thousands of dollars loss 
Was caused to the shoe store and two 
adjoining shops. 


Members of Newburyport Plan 


Continue 10% Discount 


New York.—Most of the retailers 
in Newburyport, Mass., are still oper- 
ating under the Newburyport plan by 
which customers are given a blanket 
10 per cent discount, it was reported 
by the United Press recently, and 
sponsors of the plan said that the prac- 
tice will be continued until the nation’s 
prices “come down all the way from 
maker to consumer.” 

Ten per cent of the retailers have 
withdrawn—chiefly hard-hit foot men, 
who have not had cooperation from 
wholesalers—it was asserted by one of 
the sponsors of the plan. “We have 
just started to fight,” said John E. 
Swanson, the plan’s originator. 





Manufacturers’ Inventories 
Increase in April 


WASHINGTON—The total value of in- 
ventories held by manufacturers in- 
creased during April and shipments de- 
clined slightly, the Department of Com- 
merce announced today. 

Preliminary data based upen tele- 
graphic reports by representative man- 
ufacturers indicate that the April rise 
in value of stocks held in the nation’s 
factories was about $450 million. The 
increase brought the value of manufac- 
turers’ inventories to slightly over $22 
billion. 

Dollarwise the increase was a little 
larger than in the two preceding 
months. Because of the higher costs of 
goods currently going into inventories 
the rise in dollar value of stocks does 
not indicate a corresponding expan- 
sion of physical stockpiles. 

As was true in the preceding two 
months, the inventory holdings of the 
nondurable goods industries changed 
in value much less than did those of 
the durable goods industries. The $100 
million rise in value of stocks of the 
“soft” goods industries resulted from 
diverse movements among the indus- 
tries composing the group. Strong up- 
ward trends were reported by the 
chemical, petroleum and apparel indus- 
tries. 


Boot and Shoe Recorder 








GLORIFYING THE AMERICAN( SHOE STORE WITH 


Yta 


Ps 


fo, 





AA dhhh hha 
FOR EVERY TYPE OF INTERIOR 


—. 
pated 





April Shoe Production 
Stays 16% Below °46 
[CONTINUED FROM PAGE 108] 


Uncertainty about prices appears to 
be the principal factor affecting the vol- 
ume of production, according to the De- 
partment’s Leather Industry Report for 
May. Retailers hesitate to place orders 
for substantial supplies until they are 
assured of price stabilization. They feel 
that consumer resistance may grow suf- 
ficiently to force price reductions and be- 
lieve it desirable at present to operate 
with short inventories. 

Retail shoe sales were disappointing 
during March and most of April, al- 
though larger than in February, accord- 
ing to the report. Value figures indicate 
some increase in business from a year 
ago, but this was mainly due to higher 
prices which prevailed this year; actual 
pairage sales were somewhat lower than 
a year ago. 

“Reports from trade centers state that 
the public is very quality and price con- 
scious,” the report continues. “Consum- 
ers are insisting on getting exactly the 
kind of shoes they feel they should have 
and will not pay asking prices for styles 
they believe are not suitable. Most re- 
tail eenters report that their Easter 
business was not up to expectations and 
admit that unseasonable weather was 
only partly responsible. 
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“According to reports, the volume of 
business at the National Shoe Fair held 
in April was somewhat better than the 
exhibitors had expected but fairly limit- 
ed because buyers were quite cautious. 
Price was apparently the principal con- 
cern of both buyers and sellers. Some 
producers met the situation by lowering 
prices, others by emphasizing their 
cheaper lines and the remainder held 
firm. Retailers insisted on prompt de- 
liveries of their purchases as they want- 
ed to obtain consumer reaction to the 
styles and prices of the items they 
bought.” * 

The report reviews the leather indus- 
try’s raw material situation and states 
that domestic production of cattle hides 
and calf skins is expected to continue at 
high levels, with 1947 a record produc- 
tion year. 

Preliminary estimates of the volume 
of hide sales for export place the total 
for April at about 100,000 hides. Most 
foreign buyers are very cautious in plac- 
ing orders and have indicated that they 
will insist on getting what they pur- 
chase, according to the report. 

Despite much talk of price resistance 
and reduced sales of shoes and other 
leather manufactures, with resultant 
adverse effects on leather output, pro- 
duction during April was very well 
maintained. Tanners kept close watch 
on market demands and trends, and 
geared their operations to prevent any 


abnormal accumulation of inventories. 
They have refused to accept long-term 
orders in the few instances where buy- 
ers have attempted to place such busi- 
ness. 

Demands for most types of leather 
have been sufficiently good to permit 
tanners to maintain the production 
schedules established at the close of 
1946. Favorable activity was recorded 
during both March and April in cattle 
and kid leathers, with some easing in 
sheep and calf. Total output was as 
high as in the earlier months. 

“Until the industry feels that prices 
all along the line — raw materials, 
leather and shoes—have been stabilized, 
the outlook will continue to be uncer- 
tain,” the report states. “It is interest- 
ing to note that many tanners who in- 
sisted on the use of the ‘escalator’ clause 
during the rising market are being re- 
quested to use this on orders placed for 
early delivery. 

“Decline in production and retail sales 
of shoes is bound to have a similar effect 
on leather production and demand. This 
has already been felt by the tanning 
industry and will undoubtedly continue 
to have a strong influence on tannery 
operations. The hand-to-mouth opera- 
tions of leather buyers will continue to 
prevail in the immediate future, at least 
until the demand for shoes and leather 
goods can be determined more definite- 
ly.” 
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Chrome tanned for extra 
strength, finished or unfin- 
ished. Flynntan Sole Splits 
ore easy to work, hold 
stitches well, give extra 
good service. Economical 
for casuals, women’s street 
and dress shoes, infants’ 
and children's shoes, bow!l- 
ing and boxing shoes and 

all kinds of slippers. 


John Flynn & Sons, Inc. | 








Carson Pirie Scott Elects 
Four Vice-Presidents 


CuHicaGco, ILt.—The first major re- 
organization of executive duties since 
their stock was placed upon the public 
market last January was put into effect 
by Carson Pirie Scott & Co., depart- 
ment store, here, at a board meeting 
on May 26. Bruce MacLeish continues 
as president, as does Frederick L. Scott 
as chairman of the board. The com- 
pany’s business was divided into six 
major divisions with the following vice- 
presidents in charge: 

Monroe Fearing who has been one of 
the firm’s general merchandise man- 
agers for some years becomes vice- 
president in charge of merchandising. 

Norman D. Weir, also a general mer- 
chandise manager, returns to New 
York where he will again be head of 
the New York offices’ operations, a 
position he had held before he came to 
Chicago in 1926. 

Frederick C. Williams, formerly ad- 
vertising manager, becomes vice-presi- 
dent in charge of sales development. 

Robert L. Scott, Jr., was elected vice- 
president of wholesale floor coverings, 
a position held until now by John T. 
Pirie, Jr., who is now first vice-presi- 
dent of the firm. 

Sam P. Carson was given charge of 
personnel and store management and 
Frederick J. Price was named in charge 
of finance and control. 
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Declare University Shoe 
Design Class Success 


St. Louis, Mo.—Declaring the class 
in shoe design at Washington Univer- 
sity’s School of Fine Arts a success, 
after completion of the first year of the 
course, The St. Louis Shoe Manufac- 
turers Association, sponsors of the 
class, have outlined plans for adding to 
the course of instruction next year and 
the appointment of an instructor who 
has had a working experience in the 
shoe industry in design and manufac- 
turing. 

Expansion of the program at Wash- 
ington University, beginning with next 
autumn’s term, was made by the com- 
mittee of the Association in a meeting 
with Dean Kenneth Hudson of the 
School of Fine Arts at Washington 
University. Members of the committee 
are William S. Milius, chairman; A. L. 
Johnson, A. J. Brauer, Jr., William 
Moulton, L. K. Kane, F. J. Cornwell, 
Jack Jacobs, L. K. Kane and Oscar C. 
Orman, secretary of the Association. 

Next year’s course will be offered to 
26 students, according to Dean Hudson. 





Six Million Pairs of Shoes 
Lost by British Shutdown 


LonDON—Six million pairs of boots 
and shoes were lost as a result of the 
February production shutdown in 
Great Britain. 

This disclosure was made by J. W. 
Belcher, parliamentary secretary to the 
British Board of Trade, in a parlia- 
mentary reply. The estimated loss up 
to the end of March was 8,000,000 
pairs. 





Bids Received for 
Army Boxing Shoes 


New York—The Army-Navy Pur- 
chasing Office has announced that four 
firms have submitted bids on 1,000 
pairs of boxing shoes for the Army. 
Bids were: 

Athletic Shoe Co. and Brooks Shoe 
Mfg. Co., each 1,000 pairs at $4.90 per 
pair; A. R. Hyde & Sons, 1,000 at 
$4.75; and Gotham Shoe Mfg. Co., 1,000 
at $4.60. 


Asserts Canadian Footwear 
Best Dollar Value 


SEIGNIORY CLUB, QUEBEC — Frank 
Millington of Montreal told a gathering 
of shoe manufacturers here that “dollar 
for dollar, Canadian footwear repre- 
sents the best value of any manufac- 
tured commodity offered to the public 
today.” Mr. Millington is executive 
vice-president of the Shoe Manufac- 
turers’ Association of Canada. 

“If shoes had advanced in price at 
the same rate as other commodities, 
they would be vastly more expensive 
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than they are at present,” he said. “If 
they had advanced in price as much as 
the cost of materials which go into 
them, they would be much more expen- 
sive, too.” 

Mr. Millington estimated that the 
price of shoes generally in Canada was 
less than 20 per cent higher than in the 
basic period, 1939-41. He pointed out 
that in the same period, the cost of 
leather had increased from 40 per cent 
to 95 per cent; cotton fabric had more 
than doubled in price; sheepskin lin- 
ings had increased 65 per cent in cost; 
and that the prices paid by manufac- 
turers for nails, flax thread, fibre, wood 
and labor all had increased proportion- 
ately. 

“In the fact of these sharply in- 
creased manufacturing costs, shoe 
manufacturers have been able to keep 
down the cost to the consumer only be- 
cause the entire industry cooperated 
wholeheartedly in effecting economies 
and because increased production led to 
production savings,” he said. 

He recalled that from 1941 until Jan- 
uary of this year, the selling price of 
shoes had been kept stationary through 
cooperation of manufacturers with the 
Wartime Prices and Trade Board. 
When an increase was allowed by the 
board in January, some manufacturers 
advanced prices and some did not—and 
when controls were removed completely 
a short time ago only a few shoe lines 
went up in prices. 
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General Shoe Sales Rise 
More Than Third in °47 

NASHVILLE, TENN.—For the six 
months ended April 30, 1947, net sales 
of the General Shoe Corporation here, 
have risen 10 million dollars, from $26,- 
331,071 in the same period in 1946 to 
$36,868,726 in 1947. Net profit after 
taxes for the first six months of 1947 
totaled $1.668,904, as compared to $1,- 
324,498 in 1946. 

Earnings per share of stock amount- 
ed to $2.22 in 1947, against $2.04 in 
1946. 


Teeple Shoe Co, Sold 


MILWAUKEE, W1s.—The capital stock 
of the Teeple Shoe Company, located in 
Waupun, Wisconsin, was purchased by 
Hauth-James Shoe, Inc., of this city, it 
has been announced. 

Edward C. Huth, president of the 
Milwaukee firm, was associated with 
the former Huth-James Shoe Company 
until its liquidation in 1943. Mr. Huth 
then went into the Armed Services. Dis- 
charged from the Navy as a Lieutenant 
Commander, Mr. Huth formed the pres- 
ent company. He has been in the shoe 
business for almost 20 years. 

The name of the company will tem- 
porarily remain unchanged. 
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Financial Statements 





Melville’s °47 Sales 
Rise Eight Per Cent 


New York—Melville Shoe Corpora- 
tion today reported retail sales for the 
four weeks through May 24 of $5,745,- 
423, compared with sales of $4,348,860 
for the comparable four weeks in 1946, 
an increase of 32.1 per cent. Sales for 
1947 through May 24 were $25,324,803, 
as compared with $23,430,194 for the 
similar period last year, an increase 
of 8.1 per cent. 


Unit Sales Up 50% in Three 
Day Sale of 13 Shoe Stores 


CHEYENNE, Wyo.—Thirteen shoe 
stores and departments here cooperated 
in staging a three-day sale of new mer- 
chandise as the first promotion of the 
newly formed merchants’ division of the 
Cheyenne Chamber of Commerce. Unit 
sales were reported approximately 50 
per cent over the preceding three days, 
and promotion included a 14-page spe- 
cial section of the local newspapers, 
radio spots, window cards and banners, 
free bus rides downtown for women and 
a free square dance the final evening 
with $40 cash prize for the best square. 


Get the habit of a weekly size-up order with 
Adelia, a sound line for basic arch 
Adelia patterns move faster and the Adelia 
plan brings new stock into 
More sales and more satisfied customers to- 
day! Write or wire your requirements. Cata- 
log on request. 
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Wyoming Indians Net $20,000 
In °46 Moccasin Trade 


RIveRTON, Wyo—Indians of the 
Wind River reservation did a $20,000 
business in moccasins and similar 
merchandise during the past year, ac- 
cording to Jessie Schultz counselor for 
the Northern Plains Indian Crafts As- 
sociation. The association held a meet- 
ing in the community hal] at Ethete 
near here recently, with representa- 
tives from Montana tribes in atten- 
dance in addition to the Shoshoni and 
Arapahoe. 





U. S. Leather Earns Over 
Million in Six Months 
Ending April 30 

New Yorx—Net income, after provi- 
sions for taxes and depreciation, of 
the United States Leather Company 
for the six months ended April 30, 1947, 
amounted to $1,275,442.47, it was re- 
vealed in a letter to the stockholders of 
the firm. 

The total profits from operations, 
after reserve provisions, for the same 
period amounted to $2,274,900.47, in- 
cluding dividends on investments in 
affiliated companies. 
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About Shoe People 





Robert C. Erb, president and general 
manager of the J. F. McElwain Co., 
shoe manufacturers, in Manchester and 
Nashua, gave the principal address at 
the recent annual meeting of the New 
Hampshire chapter of the National 
Associatign of Cost Accountants, at the 
Carpenter Hotel, Manchester, N. H. 

- > > 


Spencer E. Ladd, owner of a number 
of shoe stores in Jacksonville, Fla., 
guest speaker at a recent luncheon 
meeting of the Jacksonville Rotary 
Club, outlined the mechanics of the 
shoe retail business. Mr. Ladd dis- 
cussed the various selling techniques 
and some of the problems faced by the 
shoe stores in correctly fitting the 
clients. 

7 > > 

J. R. Hamelin has been appointed 
West Coast representative for both the 
A. S. Kreider Shoe Manufacturing Co., 
with their line of men’s and big boy’s 
welts, and the A. S. Kreider Shoe Co., 
handling their line of women’s, misses’, 
and growing girl’s welts and compos. 
Hamelin will make his headquarters in 
the Haas Building, Los Angeles. 


Charies Singerman, who has been in 
the retail shoe business in Southern 
California for several years, recently 
opened a family shoe store at 30 Hunt- 
ington Dr., Arcadia, Calif. The store 
has been named Arcadia Bootery. 


Norman Gartman, formerly buyer 
for National Dept. Stores, Philadel- 
phia, Pa., has opened a shoe salon at 
1456 4th St., Santa Monica, Calif. He 


will feature nationally advertised 
women’s footwear in his store. 
7” > : 


Jas. A. Sewell, president of Burns- 
Cuboid, Inc., Santa Ana, Calif., re- 
cently announced the opening of a new 
Cuboid department in Combs Brothers, 
Zanesville, Ohio, one of the most out- 
standing shoe stores in that area. Al- 
bert Duncan, formerly at Polsky’s will 
head the department. 


G. W. Van Ausdall, of the Melville 
Shoe Corp., has been elected a director 
of the Indiana Chain Store Council. 


Leon R. Watts, old-time Detroit 
shoeman, and Mrs. Watts celebrated 
their golden wedding anniversary May 
13 at their home here. Watts was form- 
erly with the Drew-Selby Shoe Com- 
pany of Portsmouth, O., later the Selby 
Shoe Company, and then came to De- 
troit for the former Pingree Shoe Com- 
pany. He then went with the Witchell- 
Shield Company of Detroit, manufac- 
turers of sports shoes, until about 1929, 
when the company merged with an- 
other firm and moved to Chicago. 


Through an error, Joe Severance, 
well known Southeastern sales repre- 
sentative for Edwin Clapp & Son, 
makers of fine quality men’s shoes at 
East Weymouth, Mass., was identified 
in a news item in the May 15 RE- 
CORDER as being connected with 
another manufacturing organization. 
The RECORDER offers its apology to 
Mr. Severance, although certain that 
his host of warm friends in the .trade 
have his name linked inseparably with 
that of the famous manufacturer 
whose shoes he has sold successfully 
for many years. 

7 > > 

W. J. Sweyer, manager of the G. R. 
Kinney Shoe Store at Williamsport, 
Pa., for the past 10 years, has been 
appointed manager of the company’s 
Harrisburg store. Mr. Sweyer, who 
has been with the Kinney firm for more 
than 24 years, succeeds E. P. Dimm, 
who has been transferred to Provi- 
dence, R. I. ‘ 

+ . > 

Archie Kaplan of the Colonial Tan- 
ning Co., spent a week recently in 
Milwaukee with Gus Sokol, the head 
of the Glove & Garment Division of the 
company. He reports that postwar 
plans are proceeding along according 
to schedule. 

John Mercon, also of Colonial, spent 
this week with Ed. Perry of the A. E. 
Perry Company, going over the Ro- 
chester-Binghamton-Endicott territory. 

> i * 


Lawrence V. Smith soon will open a 
shoe store in Main Street, Canton, N. Y. 
Mr. Smith’s store will be known as The 
Bootery and will feature women’s and 
children’s shoes. The location is now 
being remodeled for the new store. 

A native of Canton, Mr. Smith has 
had eight years’ experience in the shoe 
business there and in Red Bank and 
Asbury Park, N. J., and Washington, 
D.C. He is a veteran. 

> . = 

Theodore G. Wyman of the Inter- 
national Shoe Co. was elected treasurer 
of the New Hampshire Chapter, Na- 
tional Association of Cost Accountants, 
at the eighth annual meeting of the 
organization at the Carpenter Hotel 
here. Howard T. Kidder of the Sullo- 
way Hosiery Mills in Franklin was 
named to the board of directors. 

> = > 

Frank C. Remick, owner of the F. C. 
Remick & Co. shoe store in Portsmouth, 
O., has resigned as a member of the 
State Board of Public Welfare. 

o 7. > 

Lionel Lavigne, who is proprietor of 
the Shoe Mart in Manchester, N. H., 
has opened a branch store in the Har- 
riman Block in Laconia, N. H. Mr. 
Lavigne specializes in odd lots, but will 
also carry a full retail line of foot- 
wear. 
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Parents Follow Children 
To Junior Fitting Service 

















This ad, if the management of Robinson's 

is correct, will attract shoe purchases 

from parents both for their children and 
themselves. 


Kansas Crry, Mo. — Parents are 
more interested in shoes specially 
adapted to the growing and changing 
feet of their children than in their own 
foot comfort, in the opinion of the man- 
agement of the Robinson Shoe Store, at 
1016-18 Main street, in Kansas City. 
“If you can make the parents feel that 
a store retailing shoes is offering some- 
thing in service, or in types of shoes, 
which is essential to the foot welfare of 
their children, you can be pretty well 
assured that the parents will buy their 
shoes here, as well as patronizing the 
Children’s Department.” 


walking on a floor, and all the essential 
mechanisms are included to discern 
through an X-ray device how the foot 
is adjusted to the shoe. 

An added attraction of this business- 
building Robinson Service is that this 
store will gladly examine the fit of the 
children’s present shoes without charge 
or obligation, and it’s a safe bet the 
next pair will be purchased at the Rob- 
inson store. 

Mrs. Creed, buyer and children’s shoe 
department manager at Robinson’s, is 
the chief supervisor in operating the 
platform, but during peak hours she re- 
quires a skilled assistant. 

Even during rush hours, the platform 
has served to keep up with speed of 
merchandising, says J. A. Cox, Jr., 
buyer for the Classie Lassie Shop for 
Girls and general manager at Robin- 
son’s. 





Detroit Unemployment Up 
In Past Nine Months 


Detroit, Micu.—At least one reason 
for the continued drop in local shoe 
business is indicated in a study of ac- 
tivities of Detroit’s Superintendent of 
Welfare, Daniel J. Ryan. A substan- 
tial portion of the population has just 
dropped right out of the market, it 
may be inferred from Ryan’s report. 
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Following this course of reasoning, 


Robinson’s has recently installed a spe- 
cialized new fitting service for children. 


The store has introduced a new posture | 


study fitting platform, and under the 
supervision of experts, this in- 
sures a fitting service, the aim of 
which is to see that children grow up 
with healthy and normal feet. 

As they walk in their new or old 
shoes on the elevated platform, the ex- 
pert supervisors can tel] whether the 
shoes they are wearing are properly 
adapted to their feet. The elevated 
nature of this platform enables the 
supervisor to follow foot reactions 
more readily than if the child were 
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Our factoring service makes it possible 
for the shoe executive to devote full time 
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The situation is especially significant 
because Detroit’s employment and gen- 
eral business conditions have generally 
been a reliable barometer of the na- 
tional trend. 

In the past nine months, the number 
of welfare cases has increased 3005, 
the report showed. A gradual reduc- 
tion “in the immediate future” is an- 
ticipated by Ryan, but no hope of long- 
term improvement is forecast. 

Principal reasons given for the in- 
crease of unemployment are: 

1. Marginally employable persons, 
working during the war, have been dis- 
placed by younger able-bodied em- 
ployes. 

2. Savings, such as War Bonds and 
bank accounts have now been ex- 
hausted. 

3. Discharges and layoffs have been 
important in causing recourse to wel- 
fare. 

4. Increased cost of living has cut off 
aid from friends and relatives. 

The conditions described by Ryan are 
largely independent of temporary in- 
dustrial employment trends, and indi- 
cate in part a delayed effect of recon- 
version. 


Fr. WALTON, Fta.—Ray O. Deal is 
opening the Deal Shoe Shop here. 
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No. 5685 Brown 

No. 5686 White 

No. 5687 Red 

Sizes: 8'/2-12, hes, $2.40. 
Regular alt Sizes. 

All Leather Sandals, Leather 
Lined, Leather Insole, Leather 
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No. 1401 

Child's and Misses’ 
Brown and White 
All Leather, Saddie 
Oxford. 


Sizes: @/,-12, 12/,-3 
Regular Half Sizes. 
Price: $2.45 net. 
Leather insole, Ful 
quarter leather lin- 
ing, Panolene Sole. 


GERDA FOOTWEAR CO., INC. 
158 Duane St., New York 13, N. Y. 








Announces J & K Sold Up 
Through September 

CoLuMBUs, OHIO—Announcing in the 
June issue of J & K employees’ maga- 
zine that the factory of Julian & 
Kokenge Company is now sold up solidly 
through the month of September, 
Herbert Lape, Jr., president of the firm, 
attributed this success to the firm’s poli- 
cy of maintaining quality and keeping 
prices as low as possible, consistent with 
that principle. 

“We frankly do not know what the 
future holds,” said Mr. Lape. “Many 
well informed people seem to think that 
there is going to be a drastic decline in 
prices. If prices do decline the demand 
for our shoes will be even greater pro- 
vided we can maintain our quality and 
produce the same fine shoes for which 
we have established a nationwide repu- 
tation. ... Each day let us try to make 
better shoes than those which were pro- 
duced the day before. With such a poli- 
cy none of us need fear what the future 
may bring.” 


New Firm Sells Boots 


And Cowboy Equipment 


Wicaira Fau.is, TexaS—Formal open- 
ing of the Dixon-Allen Boot Company, 
specializing in both wholsale and retail 
sale of boots and cowboy equipment, 
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was held here recently in the new 
building recently completed to house 
the firm. 

The concern is under the ownership 
of Elmer Allen and Andy and Nobel 
Dixon, all associated with the leather 
business for 20 years. 

The new company manufactures 
boots, cowboy equipment, belts, bits, 
bridles, robes, chaps, spurs, saddles and 
belt buckle sets, as well as billfolds, 
belts, women’s handbags and watch 
bands. 

The building was purchased through 
the Industrial Foundation, Inc., spon- 
sored by the Wichita Falls Chamber of 
Commerce for the encouragement of 
new business enterprises. 


O’Connor & Goldberg Lease 
Five-Story Building 

Cuicacgo, Inn.—O’Connor & Goldberg 
Shoe Store has leased the entire five- 
story building at 4025-29 West Madison 
Street, here. 

The upper floors are leased separate- 
ly for warehouse space to Madigan 
Bros., a local department store. O’Con- 
nor and Goldberg plan to take advan- 
tage of the five-story front by putting 
in a five-story facade. They plan to 
take possession of the building in 1949. 
Landau & Perlman, of Chicago, were 
brokers. 


Prominent Arizona Shoeman 
Opens Third Store 


PHOENIX, ARIZONA—Cecil E. De 
Vaney and Wayne Heffner, long time 
residents of Arizona, have opened a 
new shoe store for men in the Adams 
Hotel Building, considered one of the 
most desirable locations in this city. 
The new store, called De Wayne’s, faces 
Central Avenue and the foyer and front 
are constructed of Arizona Flagstone, 
with an Arizona decor throughout. 

De Vaney has been identified with 
the shoe business in Arizona for the 
past 25 years. In addition to his co- 
partnership in the De Wayne Shoe 
Store, he owns the De Vaney Conformal 
Shoe Store at 16 West Adams, here, 
and the D. D. Bootery, in Flagstaff, 
Arizona. He is also president of Alex’s 
Toggery in Kingman, Arizona. 


Appointed Sales Manager 
And Stylist 

Derry, N. H. — Lou Shindler, for- 
merly of the Darlene Shoe Co., recent- 
ly dissolved, and previously connected 
with the John Irving Shoe Corp. and 
the Rogers Bros. Shoe Co., has been 
appointed as sales manager and styl- 
ist for the Chelmsford Shoe Co., with 
headquarters at 210 Lincoln street, 
Boston. 
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MADE IN A FULL RANGE OF 


SIZES AND WIDTHS FOR ACCURATE FIT 


Here is a bowling shoe that just didn't happen. It was.de- 
signed and constructed to specifications laid down by 
bowling experts who know the need for a shoe with 


built-in quality and fit .. . 


a balanced shoe with com- 


fort and stamina. Look at these 10 points of superiority 

. every one a hard hitting selling point. In fact, Slax 
Kegler has everything that should go into a real bowling 
shoe . . . designed with all the skill and know-how at 
Bostonians’ command. 


BOSTONIAN“@O 


SLAX FOOTWEAR, 
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“Reg. US. Pot. Of. 
INC., NORTH QUINCY, MASSACHUSETTS 
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Uppers of soft, pliant meaty ten- 
nage. 


Pinhole-ventilated through and 
through to keep feet cool and dry. 


Styleful, stitched with contrasting 
white thread. 


Tough, durable and flexible soles 

(c) right shoe of cushiony Avonite 
white rubber 

(b) left shoe of sole leather, chrome 
tanned for utmost flexibility 


Regulation height, spring-wedge 
heel, insures relaxed, restful, en- 
ergizing support to the arch that is 
down or has a tendency to sag. 


Balanced construction throughout. 


Platform firmly anchored to upper 
— sturdy, shapeholding, service- 
able. 


Ground cork filler lends improved 
lightness and flexibility over welt 
construction. 


No linings to shrink, crease, 
buckle or cause frictional dis- 
comfort. 


Slax hold their shape through long 
hard usage in a friendly per- 
formance as flexible as your foot 
itself. 
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WOMEN'S SHOES 


Me 


Cool, Perforated Whites! 


Per? One Sivep 
White saeeu 





TIPS 
TURNOVER 


No. 6302 


forms; Pred, po 
leather soles; 12/8 


SHOE COMPANY 





SANDALS 








SMOOTH ELK LEATHER 


Retan Leather 
Soles 


























Children’s Dept. Designed 
For Delight and Convenience 


Boston, Mass.—A new slant on chil- 
dren’s shoe retailing was ushered in re- 
cently with the opening of Richard’s 
unusually designed and decorated store 
located in the heart of downtown Bos- 
ton. Featuring the latest in store de- 
sign and the most up-to-the-minute 
techniques in sales practices, Richard’s 
new establishment was hailed at the 
opening ceremonies as a model for the 
shoe retailing business. As America’s 
largest single-brand children’s shoe op- 
eration, Richard’s children’s depart- 
ment will carry only Yankee Shoemak- 
ers’ Little Yankee and Yankee Deb 
shoes. 

Decorated in a fantasy of wooden- 
soldier counters, drummer-boy seats, 
merry-go-round horses, Richard’s chil- 
dren’s shoe department is a wonderland 
to capture the heart of any youngster. 
For mothers, too, Richard’s has made 
shoe-shopping a pleasure. A _ baby- 
minding service allows mothers to con- 
tinue their shopping alone while the 
children remain in the care of a regis- 
tered nurse. In the playroom, black- 
boards, toys and books provide amuse- 
ment and relaxation. There is also a 
sanitary, crib-equipped nursery, sound- 
proofed and air-conditioned as in the 
entire floor. 


Predicts Upturn in 
Display Business 

Cuicaco, Ini.—Larry Lyons, sales 
manager of the Northern Display Fix- 
tures, a division of the Northern Mill 
and Turning Company, 1828 West 
Hubbard Street, here, returned from a 
tour of the Eastern states recently. 

“I believe the display business will 
take a big turn for the better, shortly 
after the Chicago Convention,” said 
Mr. Lyons. “Stores everywhere need 
new equipment for featuring new fall 
merchandise of all kinds.” 





Theater Head and Shoe Buyer 
Form Partnership in Store 


Detroit, MicH.— New partnership 
under the name of Ross Shoes has 
taken over the former key store of the 
Gabriel chain at 10222 Joseph Campau 
Avenue, in the northeastern suburb of 
Hamtramck. Store was probably the 
first modern postwar store opened in 
the Detroit area. 

Owners of the new firm are Harry 
Danzig, who was formerly in show 
business here as manager of the Family 
Theater, since his discharge from ser- 
vice, and Irving Rosenberg, formerly 
assistant buyer in the shoe department 
at Sam’s Cut Rate store here. Store 
carries a line of women’s and chil- 
dren’s shoes exclusively. 





Shoe Firm Makes Largest 
Gift to Italian Relief Drive 

St. Louis—tThe largest single con- 
tribution made in St. Louis to the 
American Kelief itor italy campaign 
came recently in a gift or 2000 pairs 
of shoes by the Morris S’Renco shoe 
Co. ; 

According to Judge Joseph C. Catan- 
zaro, chairman of the campaign, about 
$25,000 in cash and merchandise has 
been contributed. The quota, however, 
is for twice that amount. 


Celebrates Anniversary 
With Remodeling 

JAMESTOWN, N. Y.—Opening its store 
here 39 years ago, Wade Brothers Shoe 
Store, 212 Main St., is celebrating its 
anniversary in a newly decorated and 
remodeled interior. 

The store has been equipped with 
new fixtures and furnishings and oc- 
cupies the street floor, basement and 
rear half of the second fioor. A fluores- 
cent lighting system has been installed, 
along with new individual walnut 
chairs, covered with plastic upholstery 
in beige. New show cases for ladies 
handbags also have been installed. 

The interior is finished in rough 
tropical wood in darker and lighter 
tones. Thirty-nine years ago the store 
employed one salesman. Fourteen em- 
ployes are now on the payroll. 


Opens New Store 
On 70th Anniversary of Firm 


PorTLAND, Me.—Davis & Cartland 
Company recently celebrated their 70th 
anniversary by opening a new shoe 
store with all modern equipment. The 
store is 100 feet deep, with a ten-foot 
front widening to 22 feet, about 50 feet 
back, all located on one floor. 

The floor is covered with tile asphalt 
in red and reddish brown. The shelves 
are gray against peach walls, and the 
25 royal chrome chairs are upholstered 
in red, green, and blue leatherette. Eye- 
catching is the attractive mural, 30 
inches wide, and 20 feet long, hanging 
on the wall near the entrance. At pres- 
ent the picture is an attractive sea- 
scape, with white clouds and vivid blue 
ocean, dotted by ships, and a lighthouse, 
typical of Portland Harbor. The mural 
will be changed four times each year, 
in keeping with the seasons. 

Mr. Charles A. Davis, back from a 
winter in Florida, attributes the suc- 
cess of the firm to reliability, both in 
stock, and personnel. Four of his 
clerks boast more than 20 years ex- 
perience in shoe business, with another 
of 62 years experience. 











Will Make $7,000 Renovation 


BEAUMONT, TEXAS — The Wilkerson 
Shoe Company, 584 Pearl street, will 
build additions and make repairs, in 
the near future, at a cost of $7,000. 
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HUARACHES 








WOMEN'S GENUINE 


MEXICAN HUARACHES 
$1.30 






No. 551 


ALL LEATHER UPPERS 
LEATHER INNERSOLE 
LEATHER OUTERSOLE 
SIZES: 3 TO 9 
immediate Delivery 
Minimum Order 18 pairs 
Terms: Net F.O.B. N. Y. 


GERDA FOOTWEAR COMPANY Inc. 


158 Duane Street, New York 13, N.Y. 
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ACE BOWS, INC. 
212 20th Street Brooklyn 32, MN. Y. 
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Exporter Says U. S. Reputation 
In Europe imperiled 

New Yorx—“What I would most 
like to cry out against,” said Walter 
Stern, “is the vicious practice of a 
very few shoe exporters in the United 
States in sending inferior merchandise 
to Europe and exporting merchandise 


ae Pee ‘< *s La ra 
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' WALTER STERN 


which is different from that contracted 
for.” Mr. Stern, who has returned 
from two months abroad, is the presi- 
dent of Walter Stern, Inc., in New 
York, an import-export company im- 
porting shoes indigenous to certain 
European countries (e.g., ski boots 
from Switzerland) and exporting shoes, 
leather, handbags, and textiles used in 
shoe manufacture. 

The United States is acquiring a 
deplorable and alarmingly widespread 
reputation in European footwear cir- 
cles, Mr. Stern feels, because of the 
malpractices of one or two “inexperi- 
enced” agents. In one country, for 
instance, he talked to an embittered 
wholesaler, who had contracted with 
an American agent for 32,000 pairs of 
leather-soled children’s shoes, of one 
pattern. He received 32,000 pairs, but 
of 17 different patterns and with black 
rubber soles. It is also well-known 
abroad now that the Purchasing Com- 
mission that came to the U. S. last 
year were embarrassed and chagrined 
by the poor workmanship and quality 
of the shoes that they bought. 

Forced by fear and suspicion, 
Europe’s buyers are turning to sources 
nearer home, Mr. Stern said, where 
they are assured of honest deliveries 
by the generally current method of 
payment on receipt, and of quality by 
the earnestness with which England, 
Czechoslovakia, Sweden, Switzerland 
and others desire to build exports. 
When goods from the U. S. are or- 
dered, business is now being restricted 
to transactions through old and well- 
known contacts. 

It is Mr. Stern’s opinion that the 
demand for American-made shoes today 
is largely concentrated in high priced 
lines, since the manufacture of lower 
priced shoes is rather highly developed 
in Europe. The unspecialized structure 
of shoe manufacturing in Europe, 


where a numver of different manufac- 
turing processes are often utilized in 
the same factory, constitutes the prin- 
cipal difficulty in competing with U. S. 
shoes. 

During his travels through England, 
Holland, France, Belgium, Switzerland 
and Luxembourg, Mr. Stern noted the 
sharp competition which we are meet- 
ing from English and Czechoslovakian 
shoes. 

Caution and low inventories were 
virtually slogans among jobbers and 
retailers of shoes, and shoe manufac- 
turers, impeded by labor, material and 
machinery shortages, were distributing 
on strict allocation. 

Rather surprising was the discovery 
that German shoe manufacturers were 
beginning to export, despite a prevalent 
resistance to German products through- 
out the continent. At the border of 
one country, Mr. Stern observed 60,000 
pairs of German shoes which were 
about to enter. 


Shoe Chains Show 
Substantial Sales Gains 


[CONTINUED FROM PAGE 107] 


change is not the result of any un- 
willingness on the part of manufactur- 
ers to produce low-priced shoes, but 
because it is simply impossible under 
today’s conditions to manufacture foot- 
wear in this price range. These figures 
are important because they tend to dis- 
qualify some of the higher publicized 
statistics relating to the increase in 
the average price of shoes since 1939. 

“Now let us examine the stability of 
current shoe manufacturing costs. De- 
spite the dire predictions which were 
prevalent in the shoe industry during 
the early part of the year, the demand 
for honestly made footwear which rep- 
resents good value remains as strong 
as ever and the raw material market is 
simply a reflection of this demand. 
Shoes are being produced and sold right 
now at the rate of approximately 480 
million pairs a year, and most of this 
production is on basic types. This 
means that the demand for and pro- 
duction of basic footwear is at an all- 
time peak. In further analyzing these 
figures, it should be remembered that 
the population of the United States has 
increased 10 per cent since 1940 and 
without taking into account increased 
purchasing power, the industry should 
produce and sell 10 per cent more shoes 
than prewar, simply to maintain the 
prewar per capita consumption .. . 

“Apparently the demand for foot- 
wear which represents good value will 
continue so long as the national income 
remains at high levels. It is extremely 
interesting to note that during the four 
most recent months for which figures 
are available (December to March) the 
average price of shoes has not varied 
one cent. For the past several months, 
hide prices also have been remarkably 
stable. Both these developments sug- 
gest strongly that we are ‘on a plateau’ 
rather than ‘at a peak.’” 
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A. G. Hoblitzell 


PARKERSBURG, W. VA.—President for 
34 years and founder of the Regent 
Shoe Company, here, Albert G. Hob- 
litzell, 78, died recently in the Camden- 
Clark Memorial hospital after a short 
illness. 

A member of a family that was 
widely known in this area, Mr. Hob- 
litzell was born in Waverly and spent 
his entire life in Wood county. 

He is survived by his widow, Mrs. 
Minnie Hoblitzell; two sons, a brother, 
three grandchildren and three great- 
grandchildren. 


—_——_ 


Mrs. C. G. Plant 


WINTER PaRK, FLA.—Mrs. Caroline 
Griggs Plant, widow of Thomas G. 
Plant, shoe manufacturer, died here 
June 3rd. Mrs. Plant was well-known 
in art and literary circles in Boston and 
Chicago. 

A cousin, Mrs. Robert 
Bronxville, N. Y., survives. 
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Carter Branham Snow 


RICHMOND, VA.—Carter Branham 
Snow, 71, president of the W. H. Miles 
Shoe Company, died June 3 at his home, 
here, 2911 Monument Avenue. 

Mr. Snow entered the wholesale shoe 
business with Magnus Hessburg, where 
he was an order and shipping clerk, and 
salesman in 1896. 

About three years later, he became 
connected with the Stephen Putney Shoe 
Company here and was with that firm 
until 1904, when he formed the W. H. 
Miles Shoe Company with Mr. Miles. 
He served as vice-president of the con- 
cern until Mr. Miles died in 1922, at 
which time Mr. Snow was elevated to 
president, a post he held until his death. 

He is survived by his widow, Marion, 
together with two daughters, Mrs. Carl- 
ton H. Furr, of Norfolk, Va., and Mrs. 
W. Archer Bagley, of Richmond, and 
four grandchildren. 
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Bruno C. Ross 


Cuicaco, Itu.—Bruno C. Ross, 75, 
chairman of the board of directors of 
A. H. Ross & Sons Company, one of the 





ROSS 


BRUNO C. 


oldest established tanneries in this city, 
died May 20th. 

Mr. Ross had been associated with the 
tanning business for 60 years, working 
in his father’s tannery at the age of 
fifteen. He was born in Breslau, Ger- 
many. In 1891, he assumed the active 
management of A. H. Ross & Sons 
Company and built a new tannery at 
1229 North Branch street. The business 
criginally comprised the tanning of 
glove leather alone, but has since ex- 
panded into a complete line of shoe side 
upper leathers, glove and garment 
leathers and specialty lines. 

Mr. Ross is survived by his widow, 
Lydia E., a daughter, Mrs. Charles R. 
Hearn, one son, Harold B. Ross, presi- 


dent of A. E. Ross Company, three ‘| 


grandchildren and two brothers, Alfred 
A. and Harry F. 


we 


Wilfred G. Lamirande 


MANCHESTER, N. H.— Wilfred G. 







Lamirande, 54, manager 
for the J. F. McElwain Co., shoe manu- 
facturers, of Manchester, and Nashua, 
died suddenly at his home in Hooksett, 
recently. 

He was born in Manchester, the son 
of William and Suzanne (Regnier) 
Lamirande, and attended local schools. 


employment 


Survivors include the widow, Suz- 
anne (LaCourse) Lamirande; a 
daughter, Miss Lucille Lamirande, and 


two sisters, Mrs. Emelia Despins and 
Mrs. Malvina Nadeau. 
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WOMEN'S CASUALS 


_ 
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HAITI SANDALS 
Fascinating, Captivating, Exciting 


for « Home 





For Completing 
Feminine Ensembles 
Now In Vogue 


Lot B-405!, Natural Sisol 
Lot B-4053, Red Sisal 
Lot B-4054, Green Sisal 
Lot B-4055, Brown Sisal 
Lot B-4057, Yellow Sisal 


$4.65 PR. NET F.OB. BALT. 
Women’s Sizes 3-8. Each Pixir Boxed 


P. H. VOLK & Company 


2-4 W. Lombard St. Baltimore 1, Md. 
Importers & Distribstors 








FOOT SOCKS 








LYCO Foot Socks 





SIZES: 8% te 11. 
PACKING: Indi 
aD 


Write for Samples also HOSIERY FORM Information. 


LYONS & COMPANY 
Quality Shoe Store Supplies Since 1900 
120 DUANE STREET NEW YORK 7, N. Y. 


Buy Savings Bonds 
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Restore Boot and Shoemaker’s 
Shop in Colonial Style 

WILLiaMssurG, Va.—Another of this 
restored city’s war casualties—the 
picturesque Colonial Boot and Shoe- 
maker’s Shop—once again has its 
quaint sign out and in June its doors 
will be opened to visitors by a cobbler 
trained in the methods of old and 
dressed in the Colonial costume of his 
predecessors. 

The shop where much of the Colonial 
footwear worn by the costumed atten- 
dants of this city has been made and 
repaired was closed in 1942 and the 
little building converted into a neat 
apartment to help ease the housing 
problem. Its last tenants moved out 
several months ago and it is again be- 
ing outfitted with the tools and equip- 
ment of a Colonial shoemaker and cob- 
bler and, as before, will be maintained 
as a free exhibition building of Colonial 
Williamsburg, the organization that 
carries forward John D. Rockefeller’s, 
Jr., restoration of this one-time Colo- 
nial capital to its Eighteenth Century 
appearance. It is located on famed 
Duke of Gloucester Street, next door to 
the Travis House. 

An attendant in Colonial dress, with 
large leather apron, will be on hand 
daily after its opening this month to 
explain the various tools and methods 
of work and to make and repair some 
of the shoes worn by the costumed 
hostesses and attendants. 





Open Quality Store 


PENSACOLA, FLA.—Under the slogan 
“Quality, Like Character, Endures,” a 
new Quality Shoe Company store 
opened here recently (May 23) at 114 
South Palafox Street. Leonard H. Sea- 
well is president of the eompany, and 
Edmund B. Lévan is secretary and 
treasurer. They are natives of Mont- 
gomery, Ala., where they operate a 
Quality Shoe Store as well as at 
Brownsville. Both have been in the 
shoe industry for the past 25 years. 

James B. Kennedy, of Pensacola, is 
executive vice-president of the firm and 
will manage the local store. 


Marott’s Starts Modernization 
Program After Reopening 


INDIANAPOLIS, IND.—Marott’s reopen- 
ed last month after the damaging fire 
which occurred in March. 

The store has started on a moderni- 
zation program and fluorescent light- 
ing has been installed on the first and 
sixth floors. The third floor has new 


‘ asbestos tile flooring in green which is 


to be used on all of the floors. 

For the convenience and comfort of 
customers, offices have been opened on 
the sixth floor with Dr. George Kavan- 
augh and Dr. L. A. Schaffer, podiatrists, 
in charge. The office suite is complete 
with waiting room. 
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WOMEN'S SHOES 





IN STOCK IN CHICAGO 


Really Washable! 
NURSE OXFORD 


SS Kleenette leather 
SA NEOLITE sole . 
Rubber Hee! 


genuine 






Net—30 = - 
No. 2910—White only: for ——— - 
Nurses, Waitresses, Attendants, Occupo- 
tional weor. Sizes: AA 5 to 9, B 4 to 9, 
C 4 to %. 


immediate Delivery * 2%, -10-Net-30* FOB Chicago 











Casuals + Sport Shoes - Slippers 


WILLIAM COHAN 


COMPANY 


SANDALS 


— 


BEST SANDAL BUY 


All Elk Leather of Finest Quality with 
Heavy No-Mark Brown Rubber 
Soles and Heels. 


Colors: Brown — White 
—Red 


i hie 
















Sizes: % @ $1.25 
. BA/Il @ $1.35 
14/2 @ $1.45 


Net 30 Days—F.0.8. Pgh., Pa. 


ARLYNN SHOE CO. 
902 Fifth Ave. Pittsburgh 19, Pa. 
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WORK SHOES 








Men's Steel Toe Safety Shoes 


Men's Popuar Priced Work Shes 


GOODWILL SHOE COMPANY 
Hollistoa, Messechasetts { 
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News of the Salesmtht dil Suypliers 


Retires as Manager of 
Friedman-Shelby 


St. Louis, Mo.—Paul B. Jamison re- 
tired June 1 as manager of the Fried- 
man-Shelby Branch of the Internationa! 





JAMISON 


PAUL B. 


Shoe Co. but will continue as a vice- 
president and director of International 
Succeeding him as manager of the 
Friedman-Shelby Branch is Harold F. 
Oyaas, who has served as assistant 
general manager since 1942. 

Mr. Jamison’s career in the shoe busi- 
ness began in September, 1904, when he 
went to work as a salesman for Fried- 
man-Shelby traveling the Nevada and 
Wyoming territories. In 1907, assigned 
the duty of factory superintendent, a 
job he filled in various plants of the 
firm. 

With a background thus steeped in 
both the selling and production end of 
the shoe business he was made sales- 
manager of the Southern Division in 
May, 1911, and general sales-manager 
of Friedman-Shelby itt December, 1912. 
This advancement was followed by his 
election to the directorate of Interna- 
tional in January, 1913, and by his ele- 
vatien to the managership of the Fried- 
man-Shelby Branch in 1924. He was 
elected a vice-president of International 
in 1928. 

Mr. Oyaas joined the Friedman- 
Shelby Branch as a salesman in August, 
1925, switching from the road to the 
credit department two and a half years 
later. He then moved to sales promo- 
tion and from there to the merchants 
service department where he remained 
until his appointment in 1942 as assis- 
tant general manager. 
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Announce New Sales 


Manager, Changed Address 


Boston, Mass.—Simultaneonsly with 
the removal of Horn & Short Com- 
pany’s women’s shoe factory from 
Natick to Boston, Mass., this week 
an official announcement was made ap- 
pointing Philip H. Green, of 210 Lin- 
coln Street, here, as general assistant 
in sales and factory management, to 
become effective immediately. 

“Phil” Green, as he is better known 
in the New England shoe manufactur- 
ing industry and among large volume 
shoe buyers throughout the country, 
has for many years been associated 
with the trade in a sales and executive 


capacity. His experience covers shoe 
manufacturing, and factory represen- 
tation of women’s novelty footwear. 





Made Head of 
Groves Home Office 


St. Louts, Mo.—Vernon R. Potter of 
the St. Louis office of the Grove Shoe 
Co. has succeeded Frank R. Nitchy, 
formerly in charge, who has been ele- 
vated to the post of sales manager of 
the firm in the home office in Chicago. 


Appointed Salesman for New 
General Shoe Women’s Line 





RALPH DOBSON 


NASHVILLE, TENN.—Ralph Hobson, 
for many years salesman for well-known 
brands of shoes, has been appointed rep- 
resentative for the Bellewood Shoe Divi- 
sion of General Shoe Corporation. Mr. 
Hobson will represent a new line of 
women’s fashion shoes known as Valen- 

[TURN TO NEXT PAGE, PLEASB] 





United Last Superintendents Meet 





Listening intently to a point made by E. S Tremaine, Jr., of the Boston office, 


cre eight of United Lest’s su 


met in Boston to coordi- 


nate activities: (seated, left to right! Aialey yn Sunean § Homer Boyd, St. Louis, 
Mo.; E. G. Tremaine, Jr., Boston office; ae Boker, Rochester, N. Y.; (stonding. 


left to right) Walter Corey, Auburn, Me.; A 


. J. Holmes, Boston office; George 


Stewart, Lawrence, Mass.; Williom Ballentine, Lawrence, Mass.; Wm. Meyer, Mil- 
waskee, Wis.; Anthony Andreach, Brooklyn, N. Y. 


Boston, Mass.—Following a plan of 
regularly scheduled meetings to promote 
coordination between plants and con- 
stantly improve the quality of the prod- 
uct, the United Last Company called to 
Boston its- superintendents for a three 
day session recently. 

The company method of manufacture 
was thoroughly discussed and every 
effort was made to uncover new ideas 


and suggestions that would increase 
production, insure the quality of the 
product and keep working conditions at 
the highest level possible. 

Trips to the New England factories 
and to the Beverly plant ef the United 
Shoe Machinery Corporation were in- 
cluded in the program which was high- 
lighted with a get-together and dinner 
at the Parker House. 
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Tober-Saifer Reorganizes Sales Force 


Two new men with the organization 
have been appointed to the Jolene divi- 
sion. They are Sam Gubin who will 
cover the states of Ohio and West Vir- 
ginia, and Jack W. Cooke, who will 
travel the states of California and Ore- 


St. Louis, Mo.—J. J. Scott, general 
sales manager of the Tober-Saifer Shoe 
Manufacturing Company, has recently 
announced a complete reorganization of 
the company’s sales force. 

The purpose of this change is to split 





Left to right: Sam Gubin, Jack W. Cooke, newly appointed salesmen for the Jolene 
Division of Tober-Saifer; Hy Levy, George Hagy, Jr., Joe W. Killen, new salesmen 
for Victoria Cross Division. 





Left to right: Sydney Ginsburg, Oliver W. Gold, H. W. Hulsebus, Arthur B. Peterson, 
all of the Victoria Cross Division, and W. H. Fine, newly appointed to represent 
both divisions. 


the company into two separate divi- 
sions; i.e., the Jolene division and the 
Victoria Cross division. These changes 
are being made in anticipation of doubl- 
ing the production of the Tober-Saifer 
factories. The company now owns and 
operates four large factories in and 
around the St. Louis area. Several 
additional factories are being con- 
sidered. 

A new, nationally advertised line of 
welts to be known as “Melody Walkies” 
will be sold by both divisions. 


gon. W. H. Fine has been newly ap- 
pointed to cover Washington, Idaho and 
Montana for both divisions. 

Other men, formerly with the com- 
pany, whose territories have been 
changed are as follows: John Burns, 
New York, Pennsylvania, New Jersey 
and Delaware; Harry Schaffer, Vir- 
ginia, North Carolina and South Caro- 
lina; Morris Rosen, Alabama, Georgia 
and Florida; Ben Mandel, Southern 
Indiana, Kentucky and Tennessee; Allen 

[TURN TO PAGE 132, PLEASE] 





Joy Shoemakers Realign 
Salesmen and Territories 


St. Louis, Mo.—Joy Shoemakers, 
Inc., has announced the following 
changes in their sales territories and 
personnel: 

Milton Berner has replaced 
Schloss, who has retired, in the 
York office, and will cover the New 
England states in addition to the New 
York area. Walter Feder, who pre- 
viously has covered Michigan, Penn- 
sylvania, West Virginia, Virginia and 
Ohio has been given the additional 
state of Maryland and Washington, 
D. C. 

Ernest Levin and Sol Solomon have 
been added to the sales staff, with the 
former traveling Iowa, Minnesota, 
Wisconsin, Nebraska, Illinois, Indiana 
and North and South Dakota and the 
latter covering Texas, Oklahoma, New 
Mexico, Arkansas, Louisiana, Colorado, 
Kansas and Missouri. 

The sales-manager of the firm, Har- 
old Rosenthal, who covers the south- 


Amy 
New 
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eastern territory, including Alabama, 
Mississippi, Florida, Georgia, North 
and South Carolina and Tennessee will 
also add Kentucky to his itinerary. 





Appointed Salesman for New 
General Shoe Women’s Line 


[CONTINUED FROM PAGE 127] 


tines, which were first shown at the 
National Shoe Fair in New York. 

The new line has a patented feature 
and is manufactured in Compo, welt, 
slip-last and Littleway patterns in a 
$7.95 price group. John Gifford is man- 
ager of the Bellewood Shoe Division. 

Mr. Hobson, familiar not only for his 
business ability but for a fine baritone, 
will cover large city merchants and de- 
partment stores. He has been asso- 
ciated with Koziak & Mclaughlin, J & T 
Cousins and M. Wolf & Sons, all of 
Brooklyn, and for the past ten years was 
a mid-West salesman for the Valley 
Shoe Corporation. 


Appointed Designer 
For Johansen 


St. Louis, Mo.—The appointment of 
Miss Margaret Clark as designer for the 
Johansen Bros. Shoe Company line, 
working as assistant to J. Roger Johan- 
sen, vice-president in charge of styling, 
was recently announced. Miss Clark 
will work from the Johansen New York 





MARGARET CLARK 


offices in the Marbridge Building. 

Miss Clark has been a member of the 
design staff of I. Miller & Sons, Inc., 
Long Island City, during the past two 
years. She first joined I. Miller as an 
assistant to Grace Powell. Prior to this, 
Miss Clark free lanced for various New 
York shoe manufacturers. Miss Clark 
is a graduate of the University of Okla- 
homa and the Parsons School of Design 
in New York. 





Pantasote Appoints 
Mid-West Representative 


New York—Raymond Neubecker has 
been appointed district sales represen- 
tative in the mid-West territory for the 





RAYMOND NEUBECKER 


Pantasote Corporation of N. J., it was 
announced recently by R. M. McGuire, 
vice-president of the corporation. Mr. 
Neubecker has been associated with the 
firm for many years in various technical 
capacities, including plastics. 
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TENNIS SHOES 


—_ 











ee 





erm 


TENNIS SHOES 
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GENUINE TENNIS COURT SHOE 


t Buffed Crepe Sole 
Cushion Heel and Arch 
Leather Insole 








» = , - = , 
No. 705 Men's White 
No. 706 Men's Blue | 


Sizes 6'/2-12—24 prs to case. 
ALSO WOMEN'S Sizes 512-9 $1.90 
IMMEDIATE DELIVERY 





\RNOFF SHOE CO.,INC..101 Duane St..N.Y.C 





OFFICE COATS 
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OFFICE COATS 


Office and Shop 
Coats in All 
Fabrics and Colors. 














Also 


American Legion and 


Auxiliary Uniforms 
6) 


HARRY L. Du BRIN UNIFORM CO. 
148 E. 33 ST., LE 2-7052, N.Y. 16, N.Y. 

















PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices fo choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
209 Se. STATE ST. CHICAGO 4 











Opens Buffalo Branch 
Office of Arch Firm 


BurraLo, N. Y.—The first branch 
office of the Keys Arch Company, with 
headquarters in New York City, was 
opened here recently under Donald Bee- 
man. Mr. Beeman is considered one of 
the top-ranking arch specialists in New 
York. 


June 15, 1947 


Pincus Honored At 
Testimonial Dinner 





LESTER J. PINCUS 


New York—Lester J. Pincus, of the 
Lester Pincus Shoe Corporation, here, 
was the guest of honor af a testimonial 
dinner of the United Jewish Appeal of 
Greater New York, June 9th, at the 
Ocean Breeze Hote!, Brooklyn. 

This is the second time thet such spe- 
cial recognition has been given Mr. Pin- 
cus, who is honorary chairman of the 
Sea Gate Division and has been long ac- 
tive in many philanthropic causes. 





Made Sales Manager for 
Monsanto Leather Chemicals 


Boston, Mass.—The appointment of 
H. J. Heffernan as general manager of 
sales for the Merrimac Division of the 





H. J. HEFFERNAN 


Monsanto Chemical Company was an- 
nounced recently by J. B. Butter, gen- 
eral manager. 

The Merrimac Division, one of the 
nation’s leading producers of leather 
chemicals, has its main plant and offices 
at Everett, Mass. 
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WORK SHOES 
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r 
You’ve got to See it 
to Believe it 





We'll send you a stock pair 
for your Inspection 


$2.40 


Men's 
Sizes 6 to 12 
#8435 















IMMEDIATE DELIVERY 











Brown . . plump, smooth split 
leather. Reinforced at all points of 
wear. Amortred cord wear. Molded 
rubber sole and welting. 
28435, . . . Boys’ Sizes 
lteé6... $2.30 
28435 . . . Gents Sizes 
10 to 1%, . . . $2.00 
The 
Shoe Co. 
31 Hopkias Place, 
Baltimore 1, Md 
_ Honest Mode Since 1899 








= tel callie ial 





PLASTIC SHOE FORMS 








Lodies’, misses’, children's, infants’ — tiesh 
color only, varied heel heights and sizes — 
immediate delivery. Write for samples, also 
HOSIERY FORM detolls and Shoe Findings 
Catalog. 


LYONS & COMPANY 
120 Deane St., New York 7, M. ¥. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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JODHPUR BOOTS 
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GET INTO THE SADDLE | 


with this AMAZING LOW PRICE! 


LADIES’ 


Jodhpurs 
$3.85 


* Choice Elk Up- 
pers 
* Leather Soles 
















* Lined 
Throughout 
* Packed 12 as- 


case | 
5-9 C Width | 


Style 
' No. 3000 
IMMEDIATE DELIVERY 


Ss 





~~ 


sorted sizes to | 
4%2-9, 5-8, | 








OXFORDS 


for TURNOVER 


Cool, Perforated Whites! 


No. 6300 Perf Oxford White 
Smooth Leather 
with platform; gen- 
uine leather soles; 
12/8 heel. 


N- STOCK IMMEDIATE 


of 
SHOE COMPANY 


me ro 
VELIWERY 
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Miller & Bergmann 
Resume Design Studio 


New YorkK—Meri Miller, in conjunc- 
tion with Kurt Bergmann, has re- 
opened after the lapse of the war the 





MER! MILLER 


design studio of Miller & Bergmann. 
The firm will give practical advice on 
the manufacture as well as design of 
shoes to their clients. 

When the design studio was closed 
in 1942, the firm began the manufac- 
ture of casuals, which it now continues. 
When Mr. Bergmann entered the 
Armed Services, Miss Miller gained 
valuable experience by the sole opera- 
tion of the factory. Miss Miller origin- 
ally was a designer for Fred Uilman 
and her experience includes a Euro- 
pean tour of study in 1939. 

Both the manufacturing and design 
phases of the firm are carried‘on at 105 
East 16th street, here. Currently, Miss 
Miller is on the West Coast studying 
style trends. 





British Walker Shoe Workers 
Take Chicago Bowling Title 

Cuicaco, Inu.—The British Walker, 
pin-blasting fivesome romped away 
with °46-’47 championship honors in 
the Chicago United Shoe Workers 
League recently. Unfortunately, the 
boys from the J. P. Smith Shoe Com- 
pany didn’t find any real competition 
among the 15 other teams entered. 
They led all the way and came home 
with a 12-game margin over the place- 
finishers. Their final record was 77 
matches won, @nly 28 lost. 

The British Walker team boasted a 
season average of 901 pins—a lot bet- 
ter than fair for men who spend most 
of their time producing shoes. The 
season average for the members of the 
champ team was: J. Sounheim, 188; 
George Koss, 183; J. Krezmer, 179; 
Henry Platt, 176; E. Krueger, 174. 

The high individual average for the 
entire league was Johnny Sounrheim’s 
188. The British Walker anchor man 
has a habit of leading the field in this 
respect. It’s his third consecutive sea- 
son on top. 





Announce Vacation 


Period Shutdowns 


CAMBRIDGE, Mass.—Vacation period 
shutdowns of both plants of the Dewey 
and Almy Chemical Company have 
been announced for the convenience of 
customers. The Adams Plant will be 
shut down from June 30 te July 5 and 
the Cambridge Plant from July 7 to 18. 

During the first week of the shut- 
down the Cambridge Plant and during 
the entire Adams Plant shutdown, no 
shipments will be made or received. 
During the second week of July 13 at 
the Cambridge Plant, a skeleton force 
will be kept on duty to make emergency 
shipments from inventories. 





Adopts Policy of Numerous 


Small Lot Shipments 


Boston, Mass.— Working on the 
theory that many merchants are cur- 
rently operating on a smaller than 
normal working capital, Moe Block, 
president of the Acme Shoe Company, 
has adopted the policy of making small- 
lot shipments to ‘his company’s retail 
accounts as often as desired—even 
daily should the merchant wish it. This, 
he announces, gives the merchant the 
advantage of quick turnover wifh a 
consequent smaller investment. 

The Acme Shoe Company, organized 
this year, handles a line of shoes manu- 
factured by the Roberts & Hart Com- 
pany of Keene, N. H. 


San Loo Names New Vice- 


President and Sales Manager 


St. Louis, Mo.—San Loo, Inc., has 
named Truman Eater, vice-president 
and Julius Frank sales-manager and 
buyer, taking over the duties of Rob- 
ert Demmerle, who becomes eastern 
sales representative for the firm, with 
headquarters in Cincinnati. 

Mr. Eater had been factory superin- 
tendent of the novelty shoe factory of 
Hamilton, Scheu & Walsh Shoe Co. and 
Mr. Frank formerly had been in the 
retail shoe field. Under the new set-up 
Mr. Demmerle will*be in charge of all 
sales east of the Mississippi and Tom 
O’Brien will head all sales west of the 
Mississippi. 





Neumann Receives Leather 
Contract for Royal Birthday 


New York—Toward the end of this 
year, King Haakon VII of Norway Will 
have his seventy-fifth birthday and one 
of the scheduled observances will be the 
publication of an elaborately produced 
book, describing and illustrating the 
highlights of the popular monarch’s 
long reign. 

From specimens of leathers received 
and tested by a commission in charge 
of the publication, the order for bind- 
ing the entire edition of many hundred 
thousand copies was given to R. Neu- 
mann & Co., here. 
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FITTING STOOLS 








SHOE 
FITTING $9.75 
STOOL Each 
Immediate 
Delivery 







LYONS & COMPANY 
120 Deane St., New York 7, N, Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 














GOLF SHOES 
LADIES’ MOCCASIN VAMP GOLF SHOE 








Ne. 2178 


Sizes 5-9—12 prs. to case 
IMMEDIATE DELIVERY 


ARNOSF SHOE CO. INC 








New York Odices, 508-5 10 Marbrdge Bidg. New York 1. NY 
‘West Coast OGces, 401-402 Hass Bidg . Los Angetes 14 Calif 














Buy Savings Bonds 


June 15, 1947 

















Harry Hoffman Wins 
“Gold Rush” Contest 


Warp Him, Mass.—aAt the time of 
the National Shoe Fair in New York 
City, Knipe Brothers, Incorporated, 


-makers of the new Ward Hill Shoes 


for men, offered a “Gold Rush” as part 
of their display in the Hotel Biltmore. 

The “Gold Rush” was a contest, call- 
ing for the identification of five golden 
shoes. Twenty Knipe lasts, with their 
names, were on display, and contestants 
were required to name the last, the 
length, and the width of each of the 
five unidentified goltien shoes. 

The first prize of $100 went to Harry 
Hoffman, Davin Shoes, New York. To 
each of the 25 other winners listed be- 
low, Knipe Brothers sent a 24-carat 
gold-plated paper weight, representing 
a pile of gold pieces: Paul O. Kuehn, 
South Bend, Ind.; Dan Green, Jamaica, 
N. Y.; Harry Oren, Miami, Fla.; Jo- 
seph Mizarachi, New York, N. Y.; Ed- 
ward Aaron, New York, N. Y.; H. R. 
Esfeld, Brooklyn, N. Y.; Claude B. 
Echelbarger, Columbus, Ohio; Miss 
Elaine Elliot, Columbus, Ohio; L. M. 
Lanove, Brockton, Mass.; M. R. Izen, 
Chicago, Ill.; Milton J. Shapiro, At- 
lantic City, N. J.; I. Wolfson, Lebanon, 
Pa.; E. Walter Baker, Orlando, Fla.: 
Raymond F. Shive, York, Pa.; Mrs. Ed- 
ward Aaron, New York, N. Y.; Clar- 
ence L. Lanoue, Brockton, Mass.; J. P. 
Severance, Scituate, Mass.; Joe Berner, 
Brooklyn, N. Y.; William Silverman, 
Perth Amboy, N. J.; Rubin Gralla, New 
York, N. Y.; J. E. Lutz, Roekville 
Centre, N. Y.; James Simon, Pitts- 
burgh, Pa.; Algon Silverman, Perth 
Amboy, N. J.; Edward Epstein, Brook- 
lyn, N. Y.; Irvin Brown, Chicago, III. 


West Coast Firm Appoints 
Eastern Representative 


Los ANGELES, CALIF.—Harry Moss, 
president of the Kime] Shoe Co., 799 
Towne Ave., recently announced the 
appointment of Harry Lesley as the 
firm’s Eastern represgntative. For- 
merly with Marx & Newman Co., New 
York, Lesley will be handling the 
Kimel line exclusively and will make 
his headquarters in the Empire State 
Bldg., New York. 


Jobber Moves to 
New Quarters — 


Sr. Louis, Mo.—The Schneider Shoe 
Co., jobber of branded shoes since 1932, 
moved into new quarters at 1408 Wash- 
ington Ave., early in June, utilizing 
the entire first floor, a balcony, and half 
the basement space of the building, 
which provides the firm with nearly 
double the floor space available at their 
former location, 1404 Washington Ave. 
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WE SELL 
QUALITY SHOES 
BELOW CURRENT PRICES 


Qvelity Shoes Since 1932 


Serpleses From the Mefien's 


M. K. WEIL SHOE CO. 
While in Town See Weil 


1215 Weshington Ave. 
St. Lovis 3, Me. 


BARIS SELLS 
Merchandie, Better for Las 


WoOrth 2-5180-! 
79-81 Reade St., New York 7, MN. Y. 
















See SHANE 
for 
PROFITABLE SHOE PROMOTIONS 
of All Grades 
THE SHOES 
At the RIGHT TIME 
At the PRICE 


76 Reade Street New York City 












































NNOUNCING 


ANNUAL SHOE 


BALTIMORE'S 3rd 


JULY 27th TO 30th 
OTEL SOUTHERN 


For Details Write HOTEL SOUTHERN, Baltimore 2, Md. | 
Att. FRANK BOGAN, General Chairman - | 


FAIR 








HANDY FORMS 


for efficient -store operation 

Buying Order Pads—Form #107, per pad . 
(100 sheets to pad—50 orig.—50 dup.) 5 pads 2.00 

Inventory Size Sheets—Form #106 per pad 
(100 sheets to pad) 5 pads $2.00; 10 pads 
Sales Record Slips Form “D” 100 to pad, per pad = .25 
Refund Record Slips Form “E” 85 to pad, per pad .25 
Customer File Cards Form “F” 3” x 5”, 100 cards 1.25 
Profit Charts—accurate guide to selling prices 

SEND FOR FREE SAMPLES OF SYSTEM 


MERCHANT'S SERVICE DEPT. 


209 S. STATE ST. 


(Carried in Stock) 


$ 50 


50 
3.50 


50 


CHICAGO 4, ILLINOIS 

















KID ROMEOS 


For Men and Boys 


NEW /ow PRICES 


Men $2.50 
Boys’ $2.30 











SIZE 
MEN 7/12 

4/tl 
BOTs i/é 


UPPERS CUT FROM 
SELECTED GENUINE KID SKINS 


SOLES 
HEAVY OAK LEATHER 


No. 700 Men Tan No. 400 Boys Tan 
No. 701 Men Bik. No. 40! Boys Bik. 


WRITE FOR FALL CATALOGUE 
AT ONCE DELIVERY 


WELL-BUILT 
SHOE MFG. CO. 


MILFORD, MASS. 

















Reorganize Entire 
Sales Force 
[CONTINUED FROM PAGE 128] 


McManus, Northern Indiana and Michi- 
gan; O. M. Capshaw, Arkansas, Mis- 
sissippi and Louisiana; Sidney Yawitz, 
Illinois and Southern Wisconsin; Jack 
Salsman, city of St. Louis and state of 
Missouri; Sam Saifer, Chicago, Mil- 
waukee, Racine, Wisconsin and sur- 
rounding territory; E. R. Caudle, Iowa 
and South Dakota; G. O. Rauk, Minne- 
sota, North Dakota, Michigan and 
Northern Wistonsin; H. C. Hansen, 
Kansas and Nebraska; Morris Muskin, 
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Oklahoma, Texas “Panhandle” and 
parts of Northern Texas; Morris Pol- 
linger, Central, East and South Texas. 

Eight new men appointed for the Vic- 
toria Cross division include Hy Levy, 
who will travel the states of New York, 
Pennsylvania, Delaware, New Jersey 
and Virginia; George Hagy, Jr., North 
Carolina, South Carolina, Georgia and 
Florida; Joe W. Killen, Michigan, Ohio 
and West Virginia; Sydney Ginsburg, 
Central, East and South Texas and 
Louisiana; Oliver W. Gold, Arkansas, 
Oklahoma and the Texas “Panhandle”; 
H. W. Hulsebus, Iowa, Nebraska and 
South Dakota; Arthur B. Peterson, Wis- 
consin, Minnesota, North Dakota and 
parts of Michigan; and George Rule, 
Jr., California and Oregon. 

Men formerly with the company, who 
will now represent the Victoria Cross 
division, are Pail Goldberg, Kentucky, 
Tennessee, Mississippi and Alabama; 
Morris Rudolph, Indiana and_ Illinois. 
Fred Bernatz, assistant sales manager 
of the company, is now representing 
the Victoria Cross Division in Missouri 
and Kansas. Harold W. Doughty and 
J. Sid Mendicino will continue to repre- 
sent both divisions of the company. Mr. 
Doughty in Arizona, New Mexico and 
West Texas; Mr. Mendicino in Wyom- 
ing, Colorado, Utah and eastern Nevada. 

Plans are now being made for the 
expansion of the Victoria Cross division, 
which is the newer of the two nation- 
ally advertised* lines featured by this 
company. Both the Victoria Cross and 
Jolene lines will continue to be adver- 
tised in fashion magazines, including 
Vogue, Harper’s Bazaar, Glamour, 
Seventeen, Charm, Junior Bazaar and 
others. 

Dealer window display material will 
be supplied to all dealers and a comry" 
dealer newspaper campaign is being 
planned for the Fall season. 





Surveys West Coast Outlets 


CuHIcaGco, ILL.—Martin Maher, adver- 
tising director of the Florsheim Shoe 
Company, here, is at present surveying 
the merchandising activity of Flor- 
sheim distributors on the West Coast. 
He will return from his three-week trip 
on July 7th. 


Shoe Trimming Company 
Appoints Salesmen 


NEw YorKkK—George Atchue and 
Samuel May have been appointed joint 
representatives in the New York area 
of the Castle Trimming Company, here, 
manufacturers and creators of shoe 
trimmings, and bindings. The two 
men will operate in complete partner- 
ship to avoid conflict of accounts. 

Mr. Atchue was for a long period 
with the Union Bay State Chemical 
Company and Mr. May was formerly 
with the firm of Robert E. Simpson, 
manufacturers of composition soles. 





X-Ray Shoe Fitter 
Changes Name 


MILWAUKEE, Wisc.—The X-ray shoe 
fitting -device which has been manu- 
factured and marketed by X-Ray Shoe- 
Fitter, Inc., 3535 N. Palmer Street, 
here, is now identified as the Simplex 
X-Ray Shoe Fitter, it was announced 
recently. A new name plate on the ma- 
chines, incorporating the word “Sim- 
plex,” has been used on all machines 
produced in the last three or four 
months. 

The name “Simplex” was added, ac- 
cording to the company, to eliminate 
confusion with other concerns which 
have started to manufacture a similar 
machine. The choice of name was in- 
fluenced by the fact that the company 
and its products were pioneered by the 
Simplex Shoe Manufacturing Com- 
pany. 


——_—— 


Shoemen Elected Directors of 
Boston Chamber of Commerce 


Boston, Mass.—Among the directors 
elected at the recent annua) election 
of the Boston Chamber of Commerce 
are two well known members of the 
shoe and leather industry—Charles H. 
Myers, head of the Kistler Leather 
Company, and S. L. Slosberg, sales 
manager of The Green Shoe Manufac- 
turing Company. 
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SALESMEN WANTED 
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SALESMEN 


Covering Illinois, Georgia; Florida, North and South Carolina, Montana, 

Wyoming, Colorado, New Mexico, North Dakota, South Dakota, Wisconsin, 

Minnesota, Nebraska, Kansas, Oklahoma, Texas, Iowa, Missouri, Mississippi, | 

Arkansas, Louisiana, Alabama, Kentucky, and Tennessee, with a line of nation- 

_ ally advertised quality children’s welts. Carried in stock widths A through D. 

| Only men well known to the trade and carrying non competing lines and selling 
better grade accounts will be considered. Straight commission basis. Give full 


| details in letter. 


| Address 856, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 














OPPORTUNITY FOR 
EXPERIENCED 
SHOE SALESMEN 
IN THESE TERRITORIES: 
Virginia and West Virginia 
Kentucky and Tennessee 


Georgia Arkansas 
Florida lowa 
Alabama Illinois 
Mississippi Nebraska 


We are manufacturers of Misses’, 
Children’s, Growing Girls’ and Boys’ 
Shoes in Welt Stitched McKay and 
Goodyear Welt construction to retail 
from $4 to $6.50. Most styles carried 
in stock. Write giving full details of 
experience. 


Address S13, care BOOT & SHOE RECORDER 
108 East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


OUTSTANDING LINE OF HAND 
SEWN LOAFERS AND MOCCASINS, 
GOODYEAR WELT SPORT SHOES, 
AND ALLIED TYPES FOR MEN 
AND WOMEN. TERRITORIES 
OPEN FOR EXPERIENCED MEN 
FULL TIME OR SIDE LINE, GOOD 
COMMISSIONS. STATE EXPERI- 
ig ND REFERENCES IN DE- 
AIL. 


Address Box 820, care BOOT & SHOE RECORDER 
1@ High Street, Gesten 16, Mass. 








WANTED 


Aggressive Salesmen, Experienced 
Men to sell our Line of Shoes, Slip- 
pers and Casuals for Men, Women 
and Children, 


Following territories available: 


Oklahoma Maryland 
Kansas Minnesota 
Kentucky Nebraska 
Georgia North Dakota 
Florida South Dakota 
Iowa Indiana 
Delaware Pennsylvania 
Wisconsin 


Write giving full details of experi- 
ence. 
Sideline Men Acceptable 


GERDA FOOTWEAR CO., inc. 


158 Duane St. New York 13, N. Y. 











SHOE SALESMEN 


fast selling styl 

- s 

clusively or on non-conflicting basis. 

Write gi age, experience, territory 

coverage references. 

Ali replies will be held strictly confidential 
730, care BOOT & SHOE RECORDER 
10 High Street, Besten 10, Mass. 








SALESMEN WANTED 


LEADING WHOLESALER, WITH 
BRANDED LINES OF MEN'S, BOYS’, 
WOMEN'S AND CHILDREN'S SHOES, 
ALSO WELL KNOWN BRANDS OF 
RUBBER FOOTWEAR AND TENNIS, 
HAS OPENINGS IN ALL TERRITORIES 
FOR MEN WITH FOLLOWING WHO 
ARE ACCUSTOMED TO MAKE BIG 
MONEY. WE CAN DELIVER. 


Address 822. care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. Y. 








Of Rubber ond Canvas Footwear 





WANTED 


EXPERIENCED SALESMEN 


Permanent position for right man, cov- 
ering territory in Northern Jersey and 
South-eastern New York State West of 
Hudson River, all adjacent te New York 
City. Must hove automobile. Stote age 
ond experience. All contacts confiden- 
tial. 
Heary Hamilton Rubber Footwear 
Branch of 
TYER RUBBER COMPANY 
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Classified advertising is payable Ll adva 
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advertising et fo 1 
The 


r reg e 
rate for all displayed or boxed In 


a box number is 


rtisers contract. 
he advertisements is $7.00 an Inch with a maximum of 46 words per Inch. 


= Advertisements for this page mast be in our New York Office 10 deys preceding publicerion dete 


CLASSIFIED ADVERTISING RATES ee a 

lass ertisi i word under of classified headings. inimum 
wr each insertion When's bex number le desired. sddressed t any of our offices, 12 words must be added for this and charged 
the word rate. If advertiser's own name and address is used, count each word (street number is one word) at word rate. 
Send check or money order with your copy. No accounts are opened for classified 
a 











June 15, 1947 
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SALESMEN WANTED 














A RARE OPPORTUNITY 


WITH A TOP-FLIGHT MFR. OF CHILDREN'S SHOES 


A Nationally Known Branded Line, Nationally advertised; In the high- 
quality field; Well established—handled by leading merchants. Terri- 
tories: East, South, Midwest and Pacific Coast. We want men who 
know fine shoemaking, feature fitting and smart merchandising; men 
with retail experience, especially Children’s Shoe-buying experience. 
Give full particulars and references. Address: Box #854 care of Boot 
and Shoe Recorder, 1221 Locust Street, St. Louis, Mo. 











WHAT AN OPPORTUNITY ! 


Live Wire Man that lives in Texas 
who is already selling = e road, or 
wants the opportunity. A man that 
will hit the small towns; as well as 
the large ones — in the following 
States: Oklahoma, Arkansas, Texas, 
New Mexico, Louisiana. We are a 
California factory. Retail $5.00 to 
$6.00. Have number of accounts in 
the territory. Established over 20 


years. 


OT & SHOE peosees 
Aare fas Sd tee York 17, 


Street, New 








EXPERIENCED 
SALESMAN 


Direct Factory Representative, 
to sell complete Line of Fabric 
and Rubber Footwear, Salary 
and commission. Selling to the 
volume trade in the following 
States: Illinois, Michigan, Wis- 
consin, lowa, Minnesota and 
Missouri. Write in confidence, 
outlining experience and quali- 
fications to: 

Bex #6858, care of BOOT & SHOE RECORDER 

10 High Street, Besten (6, Mass. 





SALESMEN WANTED 


Leading Distributor of Popular Priced, In-Stock Growing Girls’ 
- Sport Oxfords and Casuals has sales opening in following 

established territories for experienced men. 

conflicting sideline representation. 


Arkansas —° Oklahoma - Mississippi — Louisiana — 
Alabama + North Carolina — South Carolina - North 


Will consider non- 


Dakota — South Dakota — Montana - Kansas — 
Missouri — Nebraska - Idaho — Washington — 


Oregon - 


Kentucky — Tennessee - 


Michigan - 


Western New York — Ohio + Indiana — Illinois (ex- 
cept Chicago). Nevada — Utah — Colorado — 
Arizona — New Mexico * Texas - California 


ADDRESS: BOX #858, CARE OF BOOT & SHOE RECORDER 
10 HIGH STREET, BOSTON 10, MASS. 











WANTED 
EXPERIENCED SALESMAN 


For Full Time job, to cover Western 
Pennsylvania and West Virginia. Ref- 
erences needed. 


B. LEVY & SON 


30S Penn Avenue Seranten, Pa. 








EXPERIENCED SALESMEN 


- Wanted by 


REPUTABLE WHOLESALE SHOE FIRM 


to carry outstanding Line of 
Women’s Moccasins, Correctives, 
Casuals and Sport Welts in well 
established territories. Only Sales- 
men known to the trade and now 
actively covering this territory will 
be considered. Non-Conflicting side 
line acceptable. 
OHIO - INDIANA- ILLINOIS - NEW 
MEXICO AND TEXAS WEST OF 
FT. WORTH - COLORADO - WYO- 
MING - MONTANA - IDAHO - UTAH 
-ARIZONA-NEVADA-LOUISIANA- 
MISSISSIPPI - TENNESSEE - KEN - 
TUCKY-ALABAMA-PLORIDA-VIR- 
GINIA-WEST VIRGINIA. 

Reply to Box 848, 

Care of BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 





SHOE SALESMAN WANTED 


For Popular Priced, High Styled 
Line of Children’s, Misses’ and 
Growing Girls’ Sport Shoes. Sell 
from Stock and make-up. Follow- 
ing States are open: Maine, New 
Hampshire, Vermont, Massachu- 
setts, Rhode Island, Connecticut, 
New York State, except New York 
City, Pennsylvania, Delaware, 
Maryland, Illinois, except city of 
Chicago; Wisconsin, Minnesota, 
North Dakota, South Dakota, Iowa, 
Missouri, Nebraska, Kansas, Ar- 
kansas, Louisiana, Texas, Okla- 
homa, Washington, Oregon, Cali- 
fornia. Must furnish references and 
state if other lines are cgrried. 


Address 851, care BOOT & SHOE RECORDER 
10 High St., Beston 10, Mass. 

















MANUFACTURER 


ment Stores and Hetallers’in Larger, Cities 
ment Stores and Retailers in Larger 
only to sell as companion line LADIES 
LEATHER 5 y+ SLIPPERS 
(IN STOCK), in Cincinnati, Ohio. 
SACHS MANUFACTURING CO. 
1401 Central Parkway 














MICHIGAN—OHIO—IOWA 


States — open for Manufacturer's Short 
Line of shoes to retail at $6.95. 
Made in le-West. Great valves; al- 
woys 


Address 850, care BOOT & SHOE RECORDER 
209 So. State Street, Chieage 4, til. 








LONG-RANGE 
OPPORTUNITY 


For Young Men between the ages 
of 25 and 35 to represent @ com- 
pany manufacturing a nationally 
known and nationally advertised 
Rubber Footwear Line accepted as 
the leader in its field. New items 
now being added make this line a 
very attractive one with excellent 
opportunity for increased earnings 
in proportion to effort put forth 
and results obtained. 


Write in confidence outlining expe- 
rience to: 
Bex 2963 
Care of BOOT & SHOE RECORDER 
100 East 42nd St., Now York 7 





Boot and Shoe Recorder 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








WE WANT 2 SALESMEN WHO 
CAN SELL MEN’S SHOES! 


One in Texas, Oklahoma; one in 
Michigan. Must be thoroughly 
experienced. Must know inti- 
mately the best men’s retail shoe 
accounts in these territories. Shoes 
are beautifully styled, nationally 
known, nationally advertised. 48 
superb styles in stock for imme- 
diate delivery. Compensation is 
open, but sell us completely in 
your first letter. This is truly one 
of those opportunities that come 
once-in-a-blue-moon. Write in full 
confidence to: 


MR. H. W. BROWN, Sales Maneger 


PLYMOUTH SHOE COMPANY 
FACTORIES AT MIDDLEBORO, MASS. 











FACTORY 
REPRESENTATIVES 


For Men’s, Women’s and Boys’ 
Leather, Hard-Soled Slippers, pop- 
ularly priced. Territories open: 
Middle West, Mountain States and 
West Coast. 


Address 676, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17. WN. Y. 








SALESMEN WANTED 


TO REPRESENT MANUFACTURER OF 
FINE QUALITY CHILDREN'S SHOES 


Several Choice Territories open for 
salesmen with following. Outstanding 
advertised Children’s Line. Write giving 
full particulars—Line carried, etc. Ter- 
ritories open: Minnesota and Wiscon- 
sin; Iowa and Illinois; Mississippi and 
Alabama; Arkansas and Louisiana; Vir- 
ginia and West Virginia: North Caro- 
lina and South Carolina. 

Address 853 care BOOT & SHOE RECORDER 

1221 Loeust Street. St. Lewis. Me. 








SALESMEN WANTED 


To sell Manufacturer's Line Women’s 
Slippers and Casuals $3.00 to $5.00. 
Retail In-Stock and Make-Up Service. 
Excellent companion Line to Women’s 
Novelty Street Shoes. Territories open: 
Texas, Louisiana, Mississippi, Alabama, 
Tennessee, Eastern Pennsylvania, New 
Jersey. State territory you cover, age, 
and present line now selling. 


PFEIFFER’S, INC. 
77 Beacor Street Worcester 8, Mass. 











SOUTH, SOUTHWEST 
AND NEW ENGLAND 


Shoe Salesmen Wanted by a New 
England Manufacturer of Popular 
Priced, Well Styled Women’s Arch Type 
Shoes. South, Southwestern and New 
England territories to be available. 
Adequate commission and excellent fac- 
tory cooperation assured. Men must be 
experienced with actual contacts among 
the large Retailers, Department Stores 
and Chains. Give age, experience and 
contacts. Replies held confidential. 


Address Bex £865, c/o BOOT & SHOE RECORDER 
1@ High Street, Bestee 16, Mass. 











Me of nationally adver- 


women's low heel shoes 
(NOT “PLAY SHOES), as 
CATHY ORIGINALS, has for 
salesmen for in s - 


acquaintance of the better retail and 
rtment stores. 
Following territories open: 


1. Kansas and Missouri 
2. Mlinois, Indiana and Michigan 
3. City of Paliadsiytte. Maryland, 
be ware and Was ~y D. Cc. 
(prefer man living in Phila.) 
4. Oregon, Idaho, Was on, 
Montana and North W. 
5. New Mexico, Colorado, Utah and 
South Wyoming 
All replies = be kept confidential. 
Please give full information regard- 
ing yourself. 


Address, THE NEVELK COMPANY 
Rm. 408, 210 Lincoln Street, Boston, Mass. 











SALESMEN 


To carry strong, In Stock Line of 
Women's Novelty Shoes to retail 
at Popular Prices. Following ter- 
ritory still available. North Caro- 


lina, South Carolina; Georgio- 


| Florida; Kentucky-Tennessee; Kan- 


sas-Oklahoma; Missouri-lowa-Ne- 
braska; Ohio-Indiana-Michigan; 
North Dakota-South Dakota-Min- 
nesota; Pennsylvania-New York; 
Commission only, or drawing ac- 
count against commission to re- 
sponsible individual. Only sales- 
men with good following in avail- 
able territory need apply. 


MARDON SHOE 
CORPORATION 


202 Lincoln Street Boston, Mess. 








SALESMEN WANTED 


To sell manufacturer's line of growing 
girls’ Goodyear welt sports direct to 
chain stores and retail accounts on com- 
mission basis in the following territories: 








WANTE D 


Traveling Salesman, Experienced ane. quali- 
fied to represent Nationally known +. 

Casual Shoe Line on exclusive basis in East- 

ern States. State past 

senal data. Supply Sy -- Bis. 
eretion warranted. 

Address 855. care BOOT & wes Pegeypes 
100 East 42nd Street. New 

















GOLO 
Footwear Corporation 
Has opening for 
EASTERN 
PENNSYLVANIA 
SALESMAN 


Well established territory 
with 200 Active Accounts. 


Write or contact us 
129 Duane Street, New York City 








-———— 





Texas North and 

Louisi South Carolina 
North West Virginia and 
and Western Pennsylvania 
South Dakota Indiana and 
Michigan Southern Illinois 


Address 860, care BOOT & SHOE RECORDER 
10 High Street, Bester 10, Mass. 








SALESMEN WANTED 
ag 


tort 
Michigan—Ohlo— Western Pa. & Va-— 
Indiana—Alabama & Louisiana—Okia. & 
Tr Carolina & 


100 E. 42nd St., New York, N. Y.— 











SHOE SALESMEN 


WITH GOOD FOLLOWING 


To carry outstanding line of pop- 
ular priced women’s and teen-age 
stitched welts direct from factory. 
Full time on commission basis. Ex- 
cellent line of fast selling styles. 
Can be handled exclusively or on 
non-conflicting basis. Write giving 
age, experience, territorial cover- 
age, and references. All replies will 
be held strictly confidential. 


Address 882, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, H. Y. 
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SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 


MANUFACTURER of medium Priced 
Branded Line of Infants, Children’s and 
Misses’ Compo Shoes wants Salesmen to 
sell direct to Retail Trade for the fol- 
lowing territories: Southeast, South- 
west, Mid-West and Greater New York. 
Straight Commission basis. 


Address Box =867, c/o BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 

















SALESMEN WANTED 


To sell manufacturer's line of growing 
girls’ Goodyear welt sports direct to 
chain stores and retail accounts on com- 
mission basis in the following territories: 


Texas North and 
Louisiana South Carolina 
North West Virginia and 
ond Western Pennsylvania 
South Dakota Indiana and 
Michigan Southern Illinois 
Address 860, care BOOT & aay RECORDER 
10 High Street, Boston 10, Mass. 








ALESMEN WANTED BY OLD, ESTAB- 
LISHED SLIPPER MANUFACTURER of 
Men’s, Boys’ and Women’s Kid Leather Slip- 
= ——— > as Commission s, 
and territory 
LIBERTY SLIPPER CORP., 254 Wallabout 
St., Brooklyn 6, New York. 





ANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires Salesman calling on Ladies’ 
Shoe Trade to carry one Small Tray of terrific 
Metal Ornaments. RHINESTONE CREA- 
TIONS, 75 No. 39th Street, Philadelphia 4, Pa. 





ANUFACTURER, making Women’s Cali- 

fornia Casuals and Slippers, also going 
into Cement better Grade Kid Slippers, wants 
good Salesman to handle all —, Must 4 
full details in first letter. Will kept 
fidential. MELTZER FOOTWEAR INC, 
1905 Park Avenue, New York 35. 





M ANUFACTURER’S IN-STOCK LINE TO 

RETAIL TRADE— Big Boys’, Boys’, 
Girls’, Misses’, and Children’s Welts and 
McKays. Strictly commission basis. Territory 
Western New York and Western Pennsylvania. 
Ohio, Michigan, Indiana, Kentticky and Ten- 
nessee. Must have car. No objection to non- 
conflicting side line. Old established, Nationally 
Known Company wishes to extend present cov- 
erage. Address #868, care Boot Shoe 
ag 100 East 42nd Street, New York 
> oe 














SALESMEN 


A Large Eastern Manufacturer needs 
a few more top notch men to carry an 
outstanding line of Women’s Sport 
Shoes from his in-stock department 
to retail between $4.00 and $5.(). 
This is an opportunity for well quali- 
ed men to connect themselves with a 
long established concern. Commis- 
sion basis. State experience and ter- 
ritory desired. 


Address 862. care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y- 














ESTABLISHED bi ay tg + OPEN: 
Established Wholesale Shoe Jobber has open- 
ing for good Shoe Salesmen in established 
territories, to sell outstanding Line of Women’s 
Novelty Shoes, $5.00 and $6.00 retailers. Salary 
and commission paid weekly. Can — ex- 
clusively or as side line. Address Box , 
care Boot & Shoe Recorder, 1221 Locust 
St. Louis 3, Mo. 





S ALESMEN TO HANDLE POPULAR 
PRICED LINE of Infants’ and Children’s 
Pr:-Welt Shoes for Middile Eastern Manufac- 
turer, as a side line on a commission 

selling to Retailers, Department and Chain 
Stores. Address #878, care Boot & Shoe Re- 
corder, 100 E. 42nd Street, New York 17, N. Y. 





HOE SALESMAN WITH GOOD FOL- 

LOWING to carry outstanding Line of 
High-Styled Women’s Better Shoes made in 
New York City. Can be handled either ex- 
clusively or as non-conflicting sideline. Com- 
mission basis. Address #879, care Boot & Shoe 
ee, 100 East 42nd Street, New York 
17, N. 





With good following to carry outstand- 
ing Line of Popular Priced Women’s 
Casuals and Play Types direct from 
factory in following territories: North 
and South Dakota, Kansas, Nebraska, 
Minnesota, Iowa, Ohio, Illinois and 
Indiana. Full time on commission basis. 
Excellent line of fast-selling styles. Can 
be handled exclusively or on non-con- 
flicting basis. Write giving age, experi- 
énce, territory coverage and references. 
All replies will be held strictly con- 
fidential. 


Address 864, care BOOT & ones. 
10 itigh 8 Street, Boston 10, M 














EXPERIENCED SALESMAN to travel Ken- 

tucky, Tennessee, Arkansas, Louisiana, Mis- 
sissippi and Alabama, for Nationally Advertised 
Line of Women’s Footwear to retail at $8.95. 
One who has already proved himself successful. 
Straight commission. Write giving full details. 
Address #874, care Boot & Shoe Recorder, 
1221 Locust St., St. Louis 3, Mo. 
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S ALESMEN: TO SELL COMPLETE LINE 
HAND TURNED SLIPPERS AND WO- 
MEN’S COMFORT SHOES in _ following 
States: Tennessee, North tolina, South r- 
olina, Virginia, Kentucky, Minnesota, Towa, 
Missouri, Kansas, Illinois, Michigan, Ohio, In- 
diana. Address #881, care Boot & Shoe Re- 
corder, 100 E. 42nd Street, New York 17, N.Y. 





LINE WANTED 


MANUFACTURER'S” LINES WANTED by 

Detroit resident representative, traveling 
Michigan, Ohio, Indiana. GOSCINSKI, 9765 
North Martindale, Detroit 4, Michigan. 








SIDE LINE SALESMEN WTD. 





T° CARRY A BRANDED LINE of high- 
grade Men’s Dress Shoes; All territories 


open for Agencies to be 
brand. Commission basis. Replies held in 
strict confidence. Address #872, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
IDELINE SALESMAN, General Shoe, Slip- 
per and Rubber Line for Ohio. Have large 
Stones to work on. POLONER — co., 
156 Duane Street, New York City, N. Y. 
Sree SALESMEN to cover Southern, 
Western, and Western States for Fac- 
tory ae Women’s Sport and Low Heel 
Style Shoes. Address #847, care Boot & Shoe 
Recorder, 10 Higlr Street, Boston 10, Mass. 


Fall Line ready. Well established 
Wholesale Concern wants good Sideline 
Men for Georgia, Louisiana, Florida 
and Texas to carry latest types of 
Women’s and Growing Girls’ Novelty 
Shoes. Retail $4.00 and $5.00. In-stock 
service. Commission basis. All replies 
confidential. 


Address 857, care gh & & SHOE — 
1@ High Street, Boston 10, Mass. 


























POSITION WANTED 
CREDIT MANAGER ACCOUNTANT 


12 Years’ Experience, Shoe eae | 





Goods, Ha 

phases of accounting and modern -y ta. 
cedure. Age 42; ed; Veteran. Desires 
connection with Manufacturer. Go anywhere; 


Prefer Middle-West or For West. 
Address 823, care BOOT & SHOE RECORDER 
209 Se. State St., Chicage 4, fi. 








SHOE ARTIST 


Available for free lance shoe illustra- 
tions—desires city and Out-of-Town 
contacts. Experience with leading De- 
partment Stores in town. Work repre- 
sented in all Fashion Magazines. De- 
tails upon request. 


eee’ Box 875, care BOOT & SHOE pegonpes 
00 East 42nd Street, New York 17, N. Y. 











SHOE SALESMAN, 39, EXPERIENCED in 
better fashions and conservative, 

ently employed, New England area; Capable of 
Managing Department. No family ties. ee 





travel anywhere. Address: Leaders, 135 Wey- 
bossett Street, Providence, R. I. 
MAN, EXPERIENCED IN MAN- 


SHOE 


AGEMENT, BUYING AND MERCHAN- 
DISING of better Women’s Shoes. 
*Able to go anywhere. Address 2870, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 

ANTED: EXECUTIVE POSITION AS 

MERCHANDISE MANAGER, DEPART- 
MENT MANAGER, PERSONNEL MAN- 
AGER, BUYER or will consider high type 
traveling job with top Women’s concern. Ex- 
ecutive 11 years with one of largest Shoe 
Chains as Manager, Buyer, and Fie'd Super- 
visor. Know Merchandising, Stock Turn- 
over, etc. A to Z. Had responsibility upwards 
to $650,000 yearly in departments. Trained 12 
managers for company. Experienced Women’s 
Children’s, Men’s Lines. Prefers Women’s 
Shoes and have two ideal locations now for 
Shoe Departments but need financial backing 
en % profit basis. Age 33; Married 13 years; 
3 children; sober; settled and desired security 
for future. Can go anywhere in United States. 
Will consider any position over $5,000 yearly. 
Desire position by July 15th. Address #880. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 











R ETAIL SHOE MAN, 39 YEARS OF AGE, 
wants connection in Far West; ers 
Washington or Oregon. I have 20 years’ shoe 
experience, 10 years as Manager and District 
Manager for a large Shoe Chain; 3 years in 
business for self. I am experienced in all 
branches—Personnel, Windows, Selling and 
Buying. Presently siemocies large Ladies’ 
Shoe Store in the South. Best personal and 
business references. Address #869, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, ~~ i 





LINE WANTED 
MANUFACTURERS 














Boot and Shoe Recorder 




















FOR SALE HELP WANTED | HELP WANTED 

















Fok oe ysnroas, a. - 
AND retail Store ’ 
(WeecaS. Soeted in 2 City of 70,000, Store FABRIC FOOTWEAR 
Se Perce alia Sart oe 
ocation 
i Tarice is arcs: || PATTERN & DESIGN MAN, 30-40 
New or! . 
ADRIAN SHOE X-RAY MACHINE, periect — penton Con ty erento ane | < eens Gan ont re mary wo Np ene 
SHOE CO, INC. acs Lickansten Street, Brook- details, follow through on ie ae and bits activities of others 
lyn, N. Y., Phone: Triangle 5-3962. essential. 
An excellent future with one of the largest manufacturers in the field 
nem aren expanding its fabrig footwear business. Location midwest. 
s Waite in confidence gising comuiete Snfermetion en part expertenss te 
WOMEN’S AND CHILDREN’S first letter including salary requirements. Apply: 
100% Location; Branded Lines; Beau- 
° — ; Address Box No. 846, core BOOT & SHOE RECORDER 
aia” ak ceaied cheat GME 100 East 42nd Street, New York 17. N. Y. 
Five year lease. 
Address 861, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York (7, N. Y. 




















RUBBER FOOTWEAR | WANTED TO PURCHASE 












































































































































F LORSHE™, ENNA JETTICK, DR. POS- 
NER FAMILY SHOE, Volume $100,000. 
Seven 1~ a = will sell ee Shoe Busi- SALES MANAGER CASH PAID FOR 
CO Tae re gone Business for you RIFF | | Leading Rubber Footwear Whole- SHOE STORES 
hill 3-3324. Shoe Business Brokers. saler offers opportunity for man ac- CLOSE OUTS, JOB LOTS 
quainted with Rubber Buyers in all | | SHORT LEASES ASSUMED 
territories, who can build up sales B. SABIN 
FOR RENT " organization and sell himself. We 98 DUANE ST. MEW YORK 7, N. Y. 
have major lines in firsts, seconds Telephone WOrth 2-2515 
and jobs. Also interested in Sales- 
men in all territories. | 
FOR RENT -LAKESIDE SHOE CO. GET TOP VALUE 
Store Building in most desirable busi- Ohio 
ness location in Rutherfordton, North 1313 West 6th St. Cleveland 13, In Selling Your 
Carolina. e SURPLUS STOCKS or 
L. GOODMAN WANTED: MODEL CUTTER AND DE- « COMPLETE STORE 
q : SIGNER thoroughly experienced for Cali- 
Rutherfordton, North Carolina Sin onl Cement Shoes Good, position for = CAMITTA SHOE cS. = 
t rite experience y = Phila 
pies, "care Boot & Shoe Recorder, 100 Passo—LOGbere 2008 
42nd Street, New York 17, N. Y. | 
3 ANTED TO BUY SHOE STORE, Geo 
BUSINESS OPPORTUNITY | WANTED TO BUY SOs STOR. Seer 
—_— FOR LEASE care Boot & Shoe Recorder, 100 East 42nd 
| Street, New York 17, N. Y¥ 
DE FACTS ATER Bee Ret Te oeTNS 
A } oO en's, lio | 
SHOE FACTORY men's; 95% location. Building to be com |.| WILL BUY CLOSE OUTS AND 
Well equipped, making Men’s and Chil- letely remodeled, lacieding ere a | COMPLETE STOCKS 
d *s Shoes seeks i C f may approve plans. - 
Son ae alee” earioieines coat VERTISING AGENCY, Little Rock, Ark. - Sow fer ten, Wem and 
BOX 215 FOR CASH 
Realservice, 110 West 34th St., New York BROITMAN-GAFFIN SHOES, INC. 
WANTED TO PURCHASE 1 Duane Street, New York 2, X. Y. 
PARTNER WANTED 
wee TABLISHED CASH FOR YOUR STORE 
Must have experience; good Stontea: Will buy stock, fixtures, lease. Shoe SELL YOUR JOB LOTS 
own car; Willing to travel. Small : : ‘ 
investment required. stores and Chains wanted in Pennsylvania, To 
Address 852, Boot & sHoe rec , Delaware. TT 
00 East 42nd Street, New York 17.8. ¥. fersey SAM CAMITTA & SONS 
eS SS oa 95 Reade St., New York 13, N. Y. 
FOREMOST SHOE SUTERS SINCE 1906 
- COrtiendt 7-4378-9 
WE BUY 
WANTED: FAMILY SHOR STORE, 35.000 SURPLUS AND COMPLETE STOCKS MY HOBBY 
_ ume. ew ’ cw 
Cash Deal. Address #873, care Boot & Sbec OF BETTER GRADE SHOES ove su TOP PRICES 
Recorder, 100 East 42nd Sireet, New York 17, FOR CASH CASH. TOP PRICES 
W ANT_SHOE CONCESSIONS IN DE- SHORT LEASES ASSUMED HARRY HESS 
PARTMENT STORES, Chicago or nearby YOUR NAME AND BRAND 76 Reede Street New York 7, . Y. 
ame preferred. Best references. Address: PROTECTED Veleshens: WOrth 9-0000 
~ Box #866, = - —— Shoe Recorder, | 
¥ South State Strest, Chteage 4, I IRVIN RUBIN, INC. 
ETERAN WISHES TO PURCHASE “The House of Jobs” | 
FAMILY SHOE STORE in town of 15,000 READE STREET 
Yowa. Will et ae el ” ork | u i on 
soa "Wil'ger 1608 orth. “Ene Pas New York City Buy Savings 
desired, Give particulars. Address: 
JAMES T. ARENE. Bot aio Le Crom War Phone BARCLAY 1-7867 | 














consin. 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


FUR TRIMMING 











1215 Weshingtes Avenve—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert late cash—any quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN PINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE Co. 











Quality Shoes for Men, Women 
and Children 


79-81 READ STREET 





BARIS BUYS for CASH 


Scrupulous Protection for your Name and Brand Since 1932 


BARIS SHOE CO., INC. 
WOrth 2-5180 


Shoe Stores 


e Short Term Leases Assumed 


NEW YORK 7, WN. Y. 











MERCHANTS’ NEEDS 








Fischer Self Adjusting Bunion 
Protector 


Relieves Pressure on Bunion. Pre- 
tects Enlarged Joints. Preserves 
Shape of Shee. Hides Deformity. 


Ask Your Shoe Findings 
Jobber 


Est. over 40 years 
THE FISCHER MFG. CO. 
Milwaukee (i. Wis. 














BEFORE AFTER 
NEW AND IMPROVED 
$599 Pouy Cup 
GROSS for Price Tickets 
$9.75 = 
HALF GROSS 
TILTS AT 
ANY ANGLE 
M. D. POLLINGER CO. 
HOLLAND 8LD6. ST. LOUIS, MO. 














FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 










i 
: 
; 
5 
: 


| 


i 


2 
yy 
i 
i? 
if 


FE? HE 

it 

iil 
sks 


f 


F 


| 
| 





$15.00 


Special combination offer $32.50 
included in above prices). 


Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 E. Gist Street, Indianapolis, Ind. 
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MERCHANTS NEEDS 





Wlats >. Ydeas 


FOR YOUR 


NEWSPAPER, ADVERTISING 


—lIf you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 

ful art work for direct mail and news- 

paper advertising. 


Vincent Edwards Idea Clip- 
ping i 

Actual newspaper tear sheets of ods 
| of shoe stores; you select the exact 
want to see or 
our advertising 





stores and cities you 
leave the selection to 
stoff. 

* 


Werid's largest odvertisiag service 
orgenization 


342 Madison Avenue, New York City 

















Plans to Start Manufacture 


Detroit, MicH.—A new firm to 
manufacture a line of women’s and 
children’s sandals is being established 
here by Nathan Roth, formerly with 
the Central Slipper Company of Wilkes- 
Barre, Pa., for about a quarter cen- 
tury. 

Roth moved t6 Detroit a couple of 
years age and established his own store 
at 16136 Schoolcraft Avenue, where he 
now has headquarters. 








Correction 


An item on page 77, May Ist issue 
of the RECORDER, incorrectly stated that 
the Huber Slipper Company had moved 
recently te a new factory in Aviston, 
Ill. The company actually moved to 
Aviston in March, 1936, 


|| RABBIT FUR TRIMMING 

IN PASTEL SHADES 

FOR THE SLIPPER TRADE 
Write fer Quotetioas te 


NATIONAL FUR DYEING CO. 
447 S. Hewitt St., Los Angeles 13, Calif. 














| MERCHANTS’ NEEDS 





*ADULT MODEL $15.00 
*JUNIOR MODEL $12.50 


Efficieney 
Of Fit 


YOURS WITH THE NEW 


Levee 
Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
con get immediate “Heel-to-Ball” — 
“Heel-to-Toe” —"Width-ct-Ball” direct 
measurements. This meons speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 

*Available at special cooperative price 


if ordered through certain shoe monv- 
focturers—for this list and full details 
write to 


THE BRANN 


CM 


OC 


K DEVI 


AN 





Merchandise Brokers 
Companies Merge 

New York—Conar Associates, mer- 
chandise brokers, which have served 
the retail, department, chain and spe- 
cialty shops, for the last 19 years, have 
merged with the Julius J. Promutter 
Associates, Inc., merchandise brokers 
and resident representatives. The com- 
pany is in its new building at 85 
Franklin Street, a modernized air-con- 
ditioned structure, which will enable 
them to serve their customers in a 
better, finer and more beneficial way 
to the trade. 

They are an organization devoted to 
finding sources of supplies for the buy- 
ers, and buyers for the sources of sup- 
ply. 
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The Dr. Posner shoe was developed by a man 
who spent his lifetime creating and perfecting chil- 
dren’s quality health shoes. 

The Dr. Posner “Body Balance”, last was the first 
important change in children’s shoe lasts in years! It 
was the direct outcome of scientific study by & group 
of competent medical authorities. 

With the Dr. Posner Shoe you sell a children’s foot 
health service. It means better bodily health in years 
to come. It means customers that give your shop pro- 
fessional distinction — and sounder profits year in and 
year out. 





DR. A. POSNER SHOES, Inc. Executive Office: 137 Duane St.. New York 13 
Factories: Allentown, Ps. + New Oxford, Pa. * Chicage Sales Office: Merchandise Mart, Room 1046 
Pacific Coast Seles Offices: 63 First St., Sen Francisco * Heas Building, Suite 1112, Les Angeles 
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_ kyelets That. Veasure Up with Micrometer Precision 


United eyelets are produced with “engineered” accuracy, This means that each 
dimension is duplicated in each successive eyelet. This uniformity and reliability 


of product permits a steady rate of production at the eyeleting operation. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Bristol Sat bordovs Lest Bristol Sast 
Style 4301 Style 2131 Style 4525 
Brown Calf Brown Calf Brown Calf 

Rubber Hee! Rubber Heel Stout Single Sole 


Custom Heel 





The Practice of Leading the Field 


The practice of perfection is almost a religion at Nunn-Bush. Knowing 
that the loyalty of merchants and wearers of Nunn-Bush Shoes may not 
be commanded, we long ago determined to DESERVE it. We decided 
that the intelligent route to such deserving would be to strive with 
all our intent and skill to make the world’s most satisfying shoes for 
men. This high purpose is the force that makes your Nunn-Bush 
franchise a very valuable possession. 


Nunn-Bush 


CD ae STALL, 





NUNN-BUSH SHOE COMPANY -: MILWAUKEE 1, WISCONSIN 
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NO CHILD'S FOOT ever stopped growing 
because of seasonal buying habits. Grow it 
does, through prosperity or depression . 
through busy or slack seasons. And as a 
child’s foot grows he needs new shoes. Ele- 
mentary as this may seem, too many of us 
have over-looked the fact that children’s 
shoes have not been replaced as rapidly as 
their feet have grown. 


ACCORDING to the National Foot Health 
Council, children require new shoes accord- 
ing to the following rate: 


Age Sizes change every 
2 to 6 4 to 8 weeks 
6 to 10 8 to 12 weeks 
10 to 12 10 to 16 weeks 


Based on these figures, the possibilities of the 
children’s shoe market as a year ’round, 
profitable business become dramatically evi- 
dent. It remains for us, who are concerned 
with this business, to realign our thinking 
and merchandising methods, in the best in- 
terests of the children we serve, as well as 
ourselves. 


Growing Market 


We therefore suggest that you — 


1. Keep a size record for every visit of 
every child. 


2. Send a card to every mother every 
two or three months reminding her that 
it’s time for a check-up on fit. 


3. Use this theme in your advertising 
(Stride-Rite is doing it naturally) 


4. Brief your sales staff on this point . . . 
for greater volume and better service. 


GREEN SHOE MFG. CO., BOSTON, MASS. 


THE 


TRIDENITE | 











